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Its performance and name are the same 


Other Outstanding 
Shell Industrial Lubricants 


Shell Tellus Oils —for closed hydraulic 
systems 

Shell Alvania Grease — multi-purpose 
industrial grease 

Shell Rimula Oils—for heavy-duty 
diesel engines 

Shell Talona R Oil 40—anti-wear crank- 
case oil for diesel locomotives 

Shell Dromus Oils—soluble cutting 
oils for high-production metal working 


Shel! Macoma Oils—for extreme pres- 
sure industrial gear lubrication 


Shell Voluta Oils—for high-speed 
quenching with maximum stability 


around the world 


Puitine-cieiiadiined and turbine-users’ reports 
prove that Shell Turbo Oil is outstanding in oxidation 
stability and rust protection. In addition, this oil 

now has special properties to insure adequate 
lubrication of the highly loaded gears in ship 
propulsion and industrial applications. 


Wherever your turbine equipment is installed, 
make Shell Turbo® Oil your standard recommendation. 
Shell Turbo Oil is now available to your customers in 
most foreign countries, and with it, you can be sure 
your equipment will give them the same performance 
that your domestic customers enjoy. 


For more complete information on Shell Turbo Oil, 
write Shell Oil Company, 50 West 50th Street, New 
York 20, New York, or 100 Bush Street, San 
Francisco 6, California. 


SHELL TURBO OIL 


For More Information Write No. 151 on Inquiry Card—Page 32 For More Information Write No. 154 on Inquiry Card—Page 32 > 








Why He’s Getting MORE Than a Motor 


He’s getting answers to 
motor problems the easy way 
with the Century Electric Motor Application Guide 


Want a quick, easy way to get answers on motor 
applications? This easy to follow Century Electric 
motor application guide will help you do just that. 
Here’s how you can make it work for you. 

Suppose you need a motor to drive a fan. Know- 
ing your power supply (a-c or d-c) you look on the 
chart on page 2 for the motor whose characteristics 
match the load you want to drive. Having done this 
it’s easy to check the mechanical variations (page 8) 
to find the enclosure you need —depending on whether 
it is operating in an explosive, moist, etc. atmosphere. 
Then you have type, dimensions and operating char- 


acteristics, al] at your fingertips. 


Of course, this is good for simple routine appli- 
cations. If your problem is more complicated, your 
Century Electric sales engineer will be glad to help. 
He can sit down with you and offer on-the-spot 
advice or if necessary get more complete data— 
drawing and models for you. 

Such help explains why you get more than just 
a motor from Century Electric. Century Electric 
Company, 18th and Pine St., St. Louis 3, Missouri. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities ‘ 


CL 
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Here, in our mixing room — it’s called the dye kitchen — chem- 
icals are carefully blended, according to exacting ‘‘recipes.”’ 


For you who must stake your reputation on the quality of 
image these chemicals produce, two facts stand out: 


1. Ozalid buys chemicals only 
from the country’s very top 
sources. For example, we go di- 
rectly to the pioneers in dye 
chemistry, the Dyestuff and 
Chemical Division of General 
Aniline & Film Corporation, and 
through our close cooperation 
with such leaders, we achieve for 
ourselves—and for you—stand- 
ards of quality and uniformity 


impossible to arrange with “‘out- 
side manufacturers.” 


2. No other dye kitchens mix 
such large quantities as Ozalid. 
We continuously blend each new 
mix into the “operating solu- 
tion” in our coating machines 
so the variations in line image re- 
sulting from “‘small-batch” mix- 
ing are practically eliminated. 


As a result, you get clearer, more uniform prints without costly 
remakes. For more facts, simply call your local Ozalid repre- 
sentative, or write: Ozalid, Dept. EE-8-18 Johnson City, N.Y. 


A Division of General 
Aniline & Film Corporation, 
Johnson City, N. Y. 

In Canada: Hughes Owens 
Company, Lid., Montreal 


zalid’s recipe for better Whiteprints 


CZ AcL:1D papers 


for consistently finer prints 
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New C/R 
Mill Supply 
Catalog 


Fully illustrated, completely authoritative. 


Covers descriptions, specifications and ap- 


plications of C_R cups, packings, ham- 
mers, mallets, way wipers and the full 
line of C R products handled through 
your industrial supplier. Send for free 
copy today: ask for Catalog MS-100. 


C/R MOLDED CUPS 
Molded Sirvis-Conpor leather cups, pre-formed with 
sharp rather than rounded edges for much greater 
service life. 


C/R RAWHIDE HAMMERS 


Deliver greater striking power, speed work output, save 
replacement costs. Now available with Nylon faces. 


C/R RAWHIDE AND OTHER NON-METALLIC GEARS 
AND PINIONS 


C/R Rawhide and non-metallic gears and pinions soak 
up shock loads, cut noise and vibration, save large metal 
mating gears. 


C/R SIRVENE WAY WIPERS 


Protect precision machine tool ways, reduce downtime, 
save costly hours of master mechanic maintenance. 


CHICAGO RAWHIDE MANUFACTURING COMPANY 
123% Elston Avenve @ Chicago 22, Illinois 


Offices in 55 principal cities. See your telephone book. C re I C A G @) 
In Canade: Chicago Rawhide Mig. Co. of Conada, itd., Brantford, Ontario 
Export Sales: Geon International Corp., Great Neck, New York 


For More Information Write No. 156 on Inquiry Card—Page 32 
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Exactly the right G-E Tri/Clad motor in type, speed and power 
for every drive job is ready for you through any Graybar location. 
Through this same convenient source you can get experienced 


help in picking the right controls. To insure perfect selection 
you don't need to know all about all controls. Just know — 
and use — the phone number of your nearest Graybar office. 


How to pick the one best €@) MOTOR and CONTROL 
for any power drive in your plant 


[In a single department your plant may have several different motor probiems. 
High starting torque may be needed in one case, constant speed in another. 
And many times, motors have to work dependably in dusty, dirty air. For 
each job, and for every other motor drive need, there is one best G-E 
Tri/Clad motor to do the work with complete satisfaction. And matching 
control. For precise selection and prompt, friendly help you or your elec- 
trical contractor can rely on Graybar. 

Through more than 130 Graybar offices and warehouses you have con- 
eniently available motors, controls and over 100,000 electrical items. 
Further, Graybar Specialists, strategically located throughout the United 
States, are ready and willing to give you or your electrical contractor the 
full benefit of their broad experience in motors, control, wiring, lighting, 
ventilation, electronics and communication. When you need help or advice, 


scheduled or emergency shipments on anything electrical, always CALL These two bulletins give you valuable help in the 
GRAYBAR FIRST. 


selection of motors and controls for specific jobs. 
740-102 Send now for your copies. 


- GraybaR -- @ 











GRAYBAR ELECTRIC COMPANY, INC., 420 LEXINGTON AVENUE, NEW YORK 17, NEW YORK, IN OVER 130 PRINCIPAL CITIES 
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LEADER in ACIDS 
and HEAVY CHEMICALS 
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The Big Push: 
Now or Later 


Tool Orders 
Showing Improvement 


The Industrial Produc- 
tion Index marked its 
second consecutive rise 
in June, when it jumped 
two points to 130. Dura- 
ble goods were also up 
two points, while non- 
durables rose a point. 
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W here do we go from here, boys, where do we go from here? 
That’s the song P.A.’s, economists, and other executives are sing- 
ing from coast to coast as we approach the end of the summer 
months. 

It’s just about unanimous that we’ve seen the bottom of the 1957- 
58 slump. The big question is, however, does the big upward move- 
ment begin this fall or are we ripe for a “double bottom” with an- 
other slump not too far away. 





There are plenty of signals demonstrating that the economy is 
straining at the leash. Construction contracts hit a new high in June 
at $3.8 billion, according to F.W. Dodge, a sharp 12% hike over the 
previous month. Contracts for residential buildings alone—one of 
the most important leading business indicators—jumped a hefty 
20°, with most of the increase racked up in large residential build- 
ings. Preliminary government estimates indicate that the July fig- 
ure for construction activity will be still higher. 

New orders for machine tools topped $23 million in June, marking 
the second highest month of 1958. Coming as it did after two 
months of dropoffs, the rise in bookings reaffirmed predictions that 
this industry is really going to start moving again on an upward 
plane. The June rise was 7%, and toolmakers say that inquiries 
from P.A.’s are being received at a substantially brisker clip. 





And the nation’s exporters have been sending more goods abroad 
in recent months. The latest Commerce Dept. monthly figures show 
exports up 18% over the amount shipped outside the country three 
months earlier. That means more money is available domestically. 


However, the bears have not gone completely into hibernation. 
They point out with accuracy that profit margins are narrower and 
dividend declarations are not as matter-of-fact as in earlier years. 
They note that plant and equipment spending will probably continue 
to decline for the rest of this year and some of next. And they main- 
tain that the old bugaboo of inflation is more serious now than ever 
before. 
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Best combination for throttling—Crane plug 
type seating and Crane seating materials. 


Surprising savings for this power plant 
with Crane bronze throttling valves 


At least once a year, this power plant of 
a leading machine tool builder was replac- 
ing the valves in the %-inch continuous 
blowdown lines on its 60,000-pound boiler. 

They were high-priced valves, but they 
couldn’t take the continual throttling 
service. The seats cut out rapidly... 
blowdown regulation was lost... valve 
costs kept rising. 

Thirty-one months ago this plant re- 
placed the short-lived valves with Crane 
No. 212P, 200-pound bronze globe valves 


with plug type disc. Most of the time 
these Crane valves have been operating 
at less than half-open. 

Yet, at every inspection to date, they’ve 
been found O.K.—no seat damage... no 
loss of regulation ...no maintenance 
needed. Another proof of the economy of 
Crane quality! 

To cut your valve and piping mainte- 
nance costs—on steam or any fluid—call 
in your local Crane Man. He has more 
to offer in money-saving piping materials. 


COST-SAVING IDEAS 
FOR YOU in this free 36- 
page book of "Valve Per- 
formance Facts.” Get your 
copy from your Crane Man 
or write to address below. 


CRAN E. VALVES & FITTINGS 


PIPE © PLUMBING e 


KITCHENS e 


HEATING e 


AIR CONDITIONING 


Since 1855—Crane Co., General Offices: Chicago 5, Ill. Branches and Wholesalers Serving All Areas 
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For a while the sharp impact of the recession 000 Net 
hid many of the inflationary tendencies in the Pre 
economy. But inflation was merely checked, not 
licked. In fact, inflationary pressures are even 2000 

’ y | 
greater at present than they were when the In- 1900 
dustrial Production Index was at its peak of 146 1800 
back in October 1957. 1700 
1600 

These pressures are mounting largely be- 1500 
cause of the rather sharp growth in our supply 1400 
of money. Prior to the recession, the supply 1300 , 
was held relatively steady by the Federal 1200 bul eure Urabe re 
Reserve Board. But partially due to the hue ——- iis — _ a 
and cry that went up when employment Bil. $ 
dropped and production declined, the FRB had 37 
to reverse its policy. As a result of the increase 
in the amount available to industry for bor- 


American tron & Stee! Institute | 


3.5 


rowing, there has been a spectacular jump in 3.3 | 

loans and investments recently—and the dan- 3.1 t—J 

ger of still further leaps unless some steps are 29 ahmed 
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taken soon. 


Prices Are Higher oa 


| 
What’s behind the inflation threat? Higher 21 : mm 
prices, for one thing. One of the unusual aspects ie F. W. Dodge Corp 
to this recession is that declining demand for JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL 
industrial and consumer goods did little, if any- =e 1957 1958 
thing, to pull down prices. The Wholesale Price 
Index rose 1.4% between June 1957 and June _ | 
1958—with farm products and processed foods 90 =) Taek oe 
(which go into our market baskets) jumping 80 r | |. fee 
around 5% to 7% in that period. 70 —— eet ei 
Adding fuel to the fire is the direction of the 60 oS mn i wae ae 
federal budget. The official forecast now is a 50 — t ~~ — 
deficit of $12 billion this fiscal year, over $9 40 - + — + 
billion greater than the 1957-58 deficit. This 30 = 2 ce onl | 
year’s deficit is the largest in our peacetime 20 ee 
history and is a pretty good indication that Se St eee 


] - 
government spending won’t let up appreciably. eee ee 
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BRIDGEPORT BRASS 


Copper ALLOY BULLETIN 


Getting More For Your Metal Dollars with Bridgeport High |. Q. Alloys 


USE BRIDGEPORT'S 
WAREHOUSE STORES 
FOR FAST SERVICE 


As close as your phone... . Bridgeport’s 
supply network puts brass, copper and 
aluminum mill products within easy 
reach. With 7 plants and 11 warehouses, 
strategically located throughout the 
country, Bridgeport can give you fast, 
efficient service on any need, large or 
small. As a result, your inventory and 
ordering problems are simplified, your 
production schedules more easily met. 
Try Bridgeport’s “ Johnny-on-the-spot”’ 
service next time you need brass, copper 
und aluminum. It will save you time, 
trouble and money. For prompt de- 
liveries, call the warehouse nearest you: 


Chicago 32, Il Newark (Hillside), N. J. 
3453 W. 47th Place 1240 Central Avenue 








LAfayette 3-2230 


Cleveland 6, Ohio 
1921 E. 119th St 
CEdar 1-5180 


Denver 23, Colo 
77 Lipan Street 
MAin 3-0273 
AComa 2-4108 


Los Angeles 22, Calif. 
6500 E. Flotilla Street 
RAymond 3-5101 
PArkview 1-5171 


Minneapolis 15, Minn. 


124 12th Ave., South 
FEderal 9-7061 


Bridgeport also maintains Sales Offices 


Bigelow 3-0044 

New York, N.Y. 

48-49 33rd St. (L. |. City) 
EXeter 2-4290 


Philadelphia 24, Pa. 
918 E. Lycoming St. 
JEfferson 5- 


Providence 5, R. |. 
177 Georgia Avenue 
Williams 1-2100 


St. Louis 3, Mo. 

2135 Delmar Bivd. 
CEntral 1-0076 

San Francisco 3, Calif. 
130 Potrero Avenue 
UNderhill 1-2551 


in principal cities. Check your local direc- 
tory for address and phone number. 


B dge 





Every Value Analysis 
Program Should Consider Today's 
Favorable Cost of Solid Brass 


Of all the qualities that recommend 
brass for finished products and parts, 
price is now one of its most attractive. 
Price—perhaps the most important 
element in any Value Analysis Program 
—puts brass within immediate reach of 
all manufacturers who find that quality, 
cost and availability are essential to the 
success of their products or parts. 
Consider these advantages offered to 
you by Bridgeport for your Value An- 
alysis Program: 
1. A newly installed Sendzimir Mill and 
continuous strip annealer that deliver 


high quality brass strip under close 
gage and grain size control. 





———a 


. The inherent superiority of solid brass 
over other metals. Beauty, luster, life 
and color of polished or plated brass 
are incomparable qualities. 


. The value of brass scrap as a final 
cost \factor—brass scrap enjoys a 
healthier return than steel or stainless. 


. The higher production rates and 
longer tool life that result from work- 
ing with brass. 


Behind this—and ready to help you—is 
Bridgeport’s Technical Service. Make it 
a part of your Value Analysis Program. 
Your Bridgeport Salesman is the man to 
see. Call him today. 


BRIDGEPORT BRASS 


Bridgeport Brass Company, Bridgeport 2, Connecticut + Sales Offices in Principal Cities 


In Canada: Noranda Copper and Brass Limited, Montreal 
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Retail Sales 





Dept. of Commerce | 
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And, of course, key commodities will cost the 
purchasing agent more money in the wake of 
higher labor costs. Steel and aluminum pro- 
ducers have raised their prices, copper con- 
tinues to fluctuate higher, and steel scrap is 
spurting upward. Fabricators now must decide 
whether they can afford to absorb the addi- 
tional cost in the face of their own declining 
profit margins or whether they will have to 
pass it along to the purchasing agent and the 
consumer. 


So now we are faced with this situation: just 
as the business curve is beginning to show 
definite signs of upward movement, inflation- 
ary forces are reappearing to create new prob- 
lems. And these are problems that affect pur- 
chasing executives more than any other group 
in industry. Their decisions in the coming 
months are even more of a key to the future 
than the doings of Mrs. Housewife, because the 
extent of their purchases determine what the 
lady of the house will find on the store shelves. 


The Big Impetus 


If P.A.’s replenish their depleted inventories 
in a big way, the pressure of their combined 
buying power could be the big impetus behind a 
large-scale rise in the economy. Their major 
task, however, is to restore stocks to the level 
required by increased production, while de- 
manding every inch of value for the lowest pos- 
siblé price. Their skills and training have never 
before been so vital to management. And the 
success of their negotiations in the upcoming 
months will be as important in determining 
where we’re going as any policy statements or 
speeches you’re likely to hear from the White 
House or Capitol Hill. 
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The only one-hand 
strapping tools 


SFC Series 


Complete line of air 
power stretchers 


PN Series 


ae 
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Air power portable 
strapping machines 


AP Series 


Electric portable 
strapping machines 


Heavy-duty air power 
stretchers with cutter 


WN Series 


Heavy-duty air 
power sealers 


N Series 





Make your product cost less 


to handle, store, ship, and receive 


First in steel strapping 


The only power strap feeders 


Model PSF 


Binding things together with steel 
strapping is a low cost way to elimi- 
nate individual handlings, save space, 
and prevent damage. These nine ma- 
chines—part of the most complete line 
of equipment in the steel strapping in- 


dustry—create new ways to save with 
strapping. Signode will be glad to 
help you select the right equipment 
and devise methods to make the most 
of it. There’s a Signode man near 
you. Call him today, or write: 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
in Canada: Canadian Stee! Strapping Co., Ltd., Montreal « Toronto 


strapping machines 


For More Information Write No. 


The only fully automatic carton 
Model M2N 


Fully automatic roll and coil 
strapping machines 
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The P.A.'’s Outlook 


e Confidence Index 
Shows P.A. Optimism 


e N.A.P.A. Says Business 
Conditions ‘Loosening’ 


e Local Groups Note 
Improved Production 


Berter ECONOMIC CONDITIONS 
in the next three months is the 
prediction of the nation’s pur- 
chasing agents, according to the 
monthly Business Confidence 
Survey conducted by PURCHAS- 
ING Magazine. 

The survey of a wide cross- 
section of P.A.s’ shows that 
77% think the business situa- 
tion in their own industries will 
be better in August, September, 
and October. Twenty percent of 
those surveyed anticipate: the 
same conditions, while a mere 
3% are pessimistic about the 
short-term outlook. 

Strong Optimism 

The strong optimism about 
the economy shown by the buy- 
ing agents for industry brings 
the confidence index up to 71.2. 
This is a point and a half 
greater than last month’s poll 
and over 20 points more than 
the recession low-water mark 
of 50.8 last January. 

Perhaps the view of most 
P.A.’s can be summarized by 
the comment of one—‘Competi- 
tion’s returned and it’s wonder- 
ful.” 

The same optimistic thoughts 
are generally evidenced in the 
monthly business survey reports 
of the National Association of 
Purchasing Agents and the Chi- 
cago, Syracuse, and Georgia lo- 
cal purchasing agent associa- 
tions. 

The N.A.P.A. says that pen- 
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BUSINESS CONFIDENCE 


How P.A.’s feel about the short-term economic outlook. 


7§ 


INDEX 








70 





Pe 





65 























60 





55 














50 





























° OCT NOV DEC 


1957 1958 


JAN FEB MAR APR MAY JUN 


JUL AUG SEPT OCT 





Purchasing Magazine’s Business Confidence Index rose 1.5 points to 71.2 
this month. Based on the combined opinions of a cross-section of pur- 
chasing agents throughout the country, the index indicates continued 
confidence in the economy and the belief that business conditions will be 


better in October than at present. 


ple are losing their fear of a 
“big depression,” with things 
beginning to “loosen up.” How- 
ever a number of the purchasing 
executives questioned hedge a 
bit by stating that the nation is 
not on its way to a “boom” this 
year. 


Little Activity 


It notes that “not since World 
War IT has so little activity been 
reported in the price situation 
as related to specific items.” And 
it adds that no commodities are 
in short supply. 

According to the Chicago as- 
sociation, “profit margins con- 
tinue to reflect the pressure of 
low over-all volume, keen com- 
petition, high labor costs and 
material prices.” Thirty-one 
percent report lower profits 
than the previous month, 58% 
the same, and only 11% higher. 

The association says buyers 
are “unwilling to make extended 
forward commitments.” Supply- 


demand ratios, it states, still 
are leaning somewhat to the 
easy side. 

Business is leveling out, re- 
ports the Purchasing Agents 
Association of Syracuse and 
Central New York. It notes en- 
couraging signs of business im- 
provement. 

Fifteen percent of those sur- 
veyed report higher production 
and 38% report no change— 
both representing a marked im- 
provement over the last survey. 

The Georgia association says 
“general business conditions in 
this area are improving slowly 
over the first half of 1958. New 
orders are looking much better, 
therefore production is up a 
little.” 

The association also affirms 
that “most buyers are able to 
purchase and receive what they 
need as it is required.”’ And it 
states “commodity prices show 
that we are still in a buyers’ 
market.” 
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“Take a 


jet-belobaces aun 


Nelem=r- bw elie! 


them tonight!” 


The Braves never had a warmer welcome than 
Charlie Gates got in Milwaukee that night. 


The Friday night crew was standing by. The whole 
plant had been alerted for weekend work. Charlie 
had just come through with a real payload-a truck- 
load of Inland Steel sheets, urgently needed by a 
sheet metal fabricator who was working on a con- 
tract for the top platforms of power mowers. 
Whether or not this power mower manufacturer 
kept a valuable contract depended on the fabricator’s 


beginning delivery of parts by Monday morning. 


On very short notice, Inland was able to do its part 
by making delivery of a specially required steel a 
full week ahead of time. It isn’t easy to juggle pro- 
duction schedules this way; it isn’t always possible. 
But what’s important-when you do business with 
Inland you'll find people who have a willingness to 
go out of their way for you. 


Open July 1—New Inland District Sales Office in Houston, Texas 


INLAND STEEL COMPANY 


30 W. Monroe St. - Chicago 3, Ill. | Sales Offices: Chicago - Milwaukee - St. Paul - Davenport - St. Louis - Kansas City - Indianapolis - Detroit - New York - Houston 


wes 
<INLAND> 
a 
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Price Trends 


e Key Metals Firming; 
Prices Rise 


e Soviet Moves Confuse 
Western Tin Producers 


Tue RECENT PRICE HIKES in three key 
commodities—steel, aluminum, and copper— 
have brought some life to a sluggish metals 
market. Producers will be watching the reac- 
tions of purchasing agents this fall with in- 
terest, as the new prices undergo their first 
important tests. 

Here’s how the picture shapes up in 
of the major areas: 


some 


Copper: In recent weeks, both producers and 
custom smelters have raised their prices from 
the lows of the winter and spring. And for the 
first time in many months, work schedules 
have been increased rather than decreased. 

Heavy European demand for the red metal 
seems to be behind these signs of bullishness. 
In addition, a coordinating committee of west- 
ern nations has agreed to cut and revise trade 
with the Soviet block—including copper deal- 


ings. 


Aluminum: Despite the 0.7 cents a pound 
hike imposed by the aluminum makers, P.A.’s 
are still paying less than they did last March 
31. Before that date, the price was 26 cents 





Lead 


{common grode, N.Y 
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SHIPPERS 








THEN YOUR SHIPPING DOLLAR IS BEING 
“TAKEN FOR A RIDE” 


Some airfreight and truck carriers today ad- and mean less service. Be sure you compare 
vertise so-called “‘bargain’” rates which actu- Railway Express rates and service before you 
ally impose higher minimum weight charges _ ship with any other carrier. 


HERE ARE DOWN-TO-EARTH acts on RAILWAY EXPRESS SERVICE 


Widest Railway Express serves some 23,000 communities to give you mass 
Coverage— distribution—with one company responsibility. You can reach every 
major market in the U.S., and with Railway Express World Thruway 
Service—most every major market abroad. No more worries about 
delays and divided responsibility in transferring between two or 

more carriers. 


Special You get door-to-door delivery, at no additional cost within REA 
Low Rates— vehicle limits. What’s more, Railway Express offers special low com- 
modity rates on ready-to-wear merchandise, graphic arts materials, 

hosiery, shoes, drugs, import-export traffic and many other cate- 

gories. Call your near“st Railway Express Agent. He’ll tell you why— 


THE BIG DIFFERENCE IS RAI LWAY EXPRESS 
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Price Trends 





Steel Scrap 


heavy melting Pitts.) 











for pig, afterwards, it was 2 cents cheaper. 
Increased labor and production costs were 
the major reasons given for the raise. 


Tin: The International Tin Council is wrest- 
ling with a monkey on its back as a result of 
the latest Russian proposal. The Council had 
invited Russia to join as a producer member 
and submit to the same export quota restric- 
tions as the other members. The Soviets, in 
typical fashion, offered to join the Council, 
but not as a producer nation. 


Lead: Buyers of lead increased their pur- 
chases about a month ago and the tone of the 
market has been showing a steady improve- 
ment ever since. Yet stocks are still at near- 
record levels and foreign producers are under- 
selling domestic producers in the U.S. Then 
too, the three major users—storage battery 
manufacturers, tetraethyl lead producers, and 
lead cable sheathing makers—are buying less 
in 1958 than they did last year. 


Zine: The brass mills, now closing or closed 
for summer vacations, have substantial zinc 
inventories in their warehouses. But with new 
auto model introductions this year scheduled 
for the earliest date in history, zinc producers 
anticipate a number of calls soon from P.A.’s 
for die casters. 


Steel Scrap: Price tags for scrap in the past 
few weeks rose to the highest level since last 
fall. Brokers attribute the increase to the 
greatly improved steel outlook and the price 
hike. The rapid rise in this volatile commodity 
portends further increases in steel production. 
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NOW Call L.B. FOSTER CO. for 


SEAMLESS 
ALLOY PIPE 


SEAMLESS CARBON 
PRESSURE PIPE 


PVC PIPE 


VALVES-FITTINGS 


*Polyvinyl-Chloride 


Foster offers pipe buyers more complete warehouse service—including 
three new specialties—Seamless Alloy Pipe, Seamless Carbon Pressure Pipe 
and PVC Pipe, Valves and Fittings. Initial stocks are in our warehouses— 
immediately available for “Faster-from-Foster” service. 


Now, anywhere in the country, when you need pipe, try L. B. Foster 
Company. We specialize in unusually large quantities, unusually large sizes, 
the hard-to-get items. Our regular stocks include all types of pipe—seamless, 
welded, carbon and alloy, prime tested and structural in all sizes 4%” thru 
36”, and aluminum pipe. Catalogs are available. 


Call your nearest Foster office today. 


PIPE - RAILS - STEEL-SHEET PILING - PIPE PILES - H-BEARING PILE - VALVES & FITTINGS. 


2B IL IB WAU TAR co. 


PITTSBURGH - NEW YORK - ATLANTA « CHICAGO - HOUSTON : LOS ANGELES 
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e New Orders, Sales 
Advance Again 


Atrnoucu MANUFACTURERS’ SALES 
and new orders rose in June over the previous 
month, substantial inventory cutbacks were 
still recorded. 


Sales were up 2°, with the rise centering in 
durable goods. The increase for primary and 
fabricated metals was the most marked in that 
sector. And the 1% rise in nondurables was 
due primarily to small increases in soft-goods. 


New orders were up 1%, largely attributable 
to increased demand for primary metals, fabri- 
cated metals, and aircraft products. Inventories 
were down $600 million, just about the same 
as the previous month. Two-thirds of the stock 
reduction was in durables, with larger liquida- 
. . . JUL AUG SEP OCT NOV DEC JAN “FEB MAR APR MAY JUN JUL 
tion occurring among primary metal and auto en inn 
producers. 


Dept. of Commerce—Seasonally adjusted 





Manufacturers’ Sales 
Seasonally Adjusted (Millions of ee April June (p) 
All Manufacturing Industries. . tenes y , . 24,945 . 25,705 
Durable-goods industries. ......... : ° , , ; 11,532 / 12,025 
Primary metal...++-..-+. P eee inacbinaskiendenananel : , , 1,657 7 1,848 
Fabricated metal........ ; : f } r 1,302 ; 1,403 

are ya cine teens : y f Y 3,748 


1958 











° ° > 2,466 
Lumber and furniture......... on dee wade awe 191 
Stone, clay, and glass iba been sé . 


605 

Nondurable-goods industries 13,413 

Food and beverage. . .. ; ‘ = 

373 

Textile. ... . 1,016 

874 

Ae = a8 ; 1,832 

Petroleum and coal ee al ’ ; : 2,594 

Pad ccetias ces is 439 

Manufacturers’ Inventories 
Seasonally Adjusted anaes of Dollars) 
Ail manvfacturing industries... ..... 


tae ‘ ; 51,486 
Durable-goods industries. .... . née dws , 29,424 


4,362 





Lumber and furniture..... . 
Stone, clay, and glass 


Non-durable goods industries 
Food and beverage. . 


eee 
OSS Se 
Chemical........ 
Petroleum and coal. 
Rubber. 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries ‘ os 24,758 24,498 
Durable-goods industries. ...... coats , 14,115 11,488 10,833 
Nondurable-goods industries . i ae 14,318 ; 13,270 13,665 


(r) Revised. (p) Preliminary. 
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“Easy Does It” 
When Tuffy. Slings 


and Hoist Lines Tackle 
the Toughest Jobs 


Tuffy Slings swung the “hefty” parts 
of this huge hydraulic press into position 
and then handily picked up the whole 
assembly to load it out for delivery. The 
secret of the amazing strength of all 
Tuffy Slings is their special purpose steel 
and the way it’s machine-braided to give 
a combination of toughness and flexibil- 
ity you won't find in any other sling. 


Wire rope performance isn’t just a 
matter of strength. Regular-construc- 
tion wire rope such as the Union 
6 x 19 or 6 x 37 will give you the 
strength you need. But it makes an 
ornery kind of sling — stiff to han- 
dle, quick to kink and loop, subject 
to serious damage when bent around 
small radii and sharp corners. 


Tuffy gives you the strength you 
need — perfectly balanced with flexi- 
bility, toughness and other proper- 
ties slings and hoist lines must have 
for top performance and longest 
service life. And Tuffy’s pressed-on 
ferrule, applied under tremendous 
pressure, gives the eye-splice 100% 
of fabric strength. 


Get in touch with your Tuffy Distribu- 
tor! He’ll help you save money with 
the longer, trouble-free life of Tuffy 
Slings, Hoist Lines and other Union 
Wire Ropes. Whether it’s an emer- 
gency need or a scheduled replace- 
ment, he is stocked to give you fast 
service. 


Tuffy gives steel mill TWICE the service! 
Quoting a giant steel corporation: ‘We are 
getting double the service life from our 
1%” Tuffy Slings as we did from 6 x 37 
type slings.” Reason: ideal balance of 
strength and flexibility in Tuffy Slings. Pic- 
tured: Huge ladle, pouring tons of molten 
steel into furnace, is handled by a 114” 
Tuffy Sling and two 1%” Tuffy Hoist lines. 


Buildings aweigh! One of the nation’s largest makers of pre- 
fabricated steel buildings speeds up production with Tuffy Slings. 
High flexibility makes Tuffy Slings conform perfectly to irregular 
load contours, hug sharp corners and snug down smoothly in a 
basket hitch. Handling and rigging time are cut to the bone. 


Three ride where one rode before! A Canadian iron works 
makes tanks on production-line basis. Plate steel is rolled into 
8’-long tank sections, then transported by overhead crane to 
final assembly point. The sections used to ride suspended on a 


chain — one section per trip. A better idea was presented. Now 
a rigging of U-9 Tuffy Slings with pipe hooks handles all three 


sections of a tank in one crane trip. 


For More Information Write No. 


2282 Manchester Ave. 
Specialists in high carbon wire, wire rope, braided wire fabric, 


BE) U-re Rope corp. 


SUBSIDIARY Weeeg STEEL CORPORATION 


Kansas City 26, Mo. 


stress relieved wire and strand. 
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Another fine product gains NEW SA. 
By Switching to the Saginaw ev 
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WORLD’S MOST EFFICIENT ACTUATOR OPERATES 
75-TON BALDWIN TESTER WITH 5 uH.P. INSTEAD oF15 


When you can cut power requirements 66% you 
give your product a lot more *Sales Appeal— 
and that’s just what Baldwin-Lima-Hamilton has 
done by switching from an acme thread to a pre- 
loaded Saginaw b/b Screw. What's more, it 
speeds up cycling and ends fretting corrosion, too. 

The truly amazing ability of the Saginaw 
Screw to convert rotary motion to linear motion 
with over 90% efficiency is saving power, space, 


“Give your products 
NEW SALES APPEAL... 
switch to the 


weight and assuring smoother, more dependable 
performance in countless products from miniature 
electronic controls to giant production equipment. 

Perhaps the Saginaw Screw can give your 
products that vital new Sales Appeal you're look- 
ing for right now. To find out, write or telephone 
Saginaw Steering Gear Division, General Motors 
Corporation, Saginaw, Michigan—world's largest 
producers of b/b screws and splines. 


CLQAULOLUU 


$5 crow 
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NEW UNBRAKO socket cap screws with pHd" 


offer added design features, higher reliability 
and greater strength at no increase in price 


*pHd stands for “proper head design"—a factor in 
higher product reliability 


ADVANTAGES OF THE NEW UNBRAKO pHd SOCKET CAP SCREWS 


e Heads are designed to carry greater a major factor in lengthening the 
loads. Diameters have been in- fatigue life of threaded fasteners. 


creased without changing heights. e Fewer loosened threaded fasteners 


Miniaturization. Space and weight- ow aah or Cn. 
saving design through use of smaller * Elimination of washers under the 
diameter or fewer screws. The 170,000- heads of cap screws in many applica- 
190,000 psi of these fasteners can be tions where they are used to increase 
used to greater advantage. the effective bearing area. 

e Minimization of effects of oversized 
Reduction of fatigue failures. pHd holes on the head-bearing area and 
allows consistently higher preloading, resulting increase in holding power. 


The bearing area surface of the new UnsrRAKOo pHd, enlarged to hold the 
bearing stress to 80°, of the axial tensile load on the screw, increases the 
holding power of the screw by as much as 24% times. The head diameter 
increase, a maximum of 17% in the larger sizes, increases usable fastener 
strength as much as 134%. This means greater clamping force and longer 
fastener life under dynamic loads in tension applications. The head diameters, 
enlarged on %6, “6, %, 34, % and | in. body diameters, also prevent the 
screw head from indenting the material being assembled—a fault that 
normally reduces, and sometimes even dissipates, the vital preload or tensile 
stretch that keeps the screw tight and prevents fatigue failures. The larger 
head diameter also provides room for a bigger wrenching socket where 
required and this, in turn, makes tightening to designed preload easier and 
more certain. 


The new Unsrako pHd socket cap screws are now available through 
authorized industrial distributors at no increase in prices. Specify them when 
ordering. Also available with Nylok? self-locking feature. For technical data 
and specifications, send for Bulletin 2406. Unbrako Socket Screw Division, 
STANDARD PReEsseD STEEL Co., Jenkintown 31, Pa. 


ILLUSTRATION COMPARES NEW UNBRAKO 
pHd cap screw (left) with same size screw of ordi- COMPARISON OF UNBRAKO pHd AND CONVENTIONAL DESIGN 


nary design. The larger head of the UNBRAKO . = ati : . é : 
pHd can carry much greater loads without indent- Each size can now be utilized with equal reliability. The bearing stress is consistent from size to size in 


ing into the bolted material. This means greater the new UNBRAKO pHa socket cap screws. 
clamping force and longer fastener life under EAD BEARING LOAD TO 
dynamic loads. The larger socket in the UNBRAKO - AREA INCREASE 
pHd makes possible greater repetitive tightening. in.) USABLE | 
pHd STRENGTH] 


: a .041 
Research at SPS is real- y j 4 .072 
istic, for it faces the fact ; ps .102 
hi that industry is always é * 148 


seeking structural and ye ‘ 188 
actor 











TR D0 90 wt 
SS3e82 


mechanical components “305 
with increasingly higher , . 233 422 
standards of predictable . 
performance. By installing SPS high reliability .254 | .594 
fasteners in your assemblies, you increase ‘ 3 -785 
overall product reliability. 

“High Reliability” is a booklet just published 

by SPS. Write for your copy today. 


High Reliability 


ge 


34, 
47,500 
62,800 
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tNormal recommended seating torques for unplated screws, fine threads 











We also manufacture precision titanium fasteners / 
tT.M. Reg. U.S. Pat. Off., The Nylok Corporation / write for free booklet 


/ 


Jenkintown « Pennsylvania 


Standard Pressed Steel Co. e The Cleveland Cap Screw Co. @ 

Columbia Steel Equipment Co. @ National Machine Products Co. 

@ WNutt-Shel Co. @e SPS Western @ Standco Canada ltd. e 
Unbrako Socket Screw Co., ltd 
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PERMACEL TAPE 


Permacet-le [EPAGE's inc. New Brunswick, WN. J. 
TAPES+ ADHESIVES: ELECTRONIC AND CHEMICAL MATERIALS 
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NEW GULF METALCOAT A protects 


against rust up to 10 times longer 


Now you've got a stronger ally than ever, in the 
war against rust and corrosion. New Gulf Metal- 
coat A... the revolutionary new aluminum pig- 
mented liquid coating ... protects metal surfaces 
up to 10 times longer—under the most severe ex- 
posures in industrial and marine atmospheres. 

Salt spray tests at Wrightsville Beach, N. C. 
proved that new Gulf Metalcoat A gives 7 to 10 
times greater protection than competitive prod- 
ucts. And before its introduction, nine years of 
intensive exposure tests proved its extraordinary 
_fust preventive properties. 


Where and how to use New Gulf Metalcoat A 


Outdoor piping, vents, fences, transportation 
equipment, bridges, ships, metal roofs, stacks— 
practically any type of steel structure can be pro- 


tected longer with New Gulf Metalcoat A. Eco- 
nomically, too! 

Brush, dip or spray either smooth or rough 
metal surfaces. In cases where only temporary 
protection is desired, New Gulf Metalcoat A can 
be removed easily with a petroleum solvent. 

Your Gulf Sales Engineer can show you how 
much less it costs to get longer protection against 
rust and corrosion, with New Gulf Metalcoat A. 
Just call him, at the nearest Gulf office. 


GULF OIL CORPORATION 
Dept. DM, Gulf Building 
Pittsburgh 30, Pa. 
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e Some Price Hikes 
Delayed By Vendors 


Price decisions are being held 
off—with many sellers taking a 
wait-and-see approach. 

A survey by Department of 
Labor price analysts shows buy- 
ers and sellers alike are uncertain 
as to the timing of price adjust- 
ments. The squeeze against profits 
has been widespread due to de- 
clining volume and higher labor 
costs—but there have been off- 
setting economies. 

First, overhead charges have 
been shaved. Then, where cut- 
backs in production have occur- 
red, the least efficient units have 
been shut down. In addition, the 
breakeven point of production 
runs has been lowered where 
large investment in more efficient 
equipment has been made. 

This has shielded the profit 
position of companies whose costs 
have gone up—and whose volume 
of sales has also taken a beating. 
And real economies will become 
apparent when production vol- 
umes are stepped up and full- 
scale output resumed. 

The problem is what happens 
then to the high-cost producers. 
While prices are expected to turn 
up as business recovers, it won’t 
be a sharp upward thrust, for 
companies have a sharp eye on 
the buyer. There is a constant 
concern about what the purchas- 
ing agent and consumer will stand 
for. 

Price increases will most like- 
ly be gradual and there will be a 
period of testing. In fact, this is 
even going on now to a limited 
degree. 


April The Cruelest 

April was the low month in 
the recession and recovery has 
been steady since then. Some 
economists talk about a double 
bottom, with another low spot be- 
fore the big rise occurs. 

This cautious view stems large- 
ly from the thinking that the cur- 
rent economic boost comes from 
the seasonal surge in construc- 
tion and farming, coupled with 
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the higher level of military buy- 
ing and purchasing by the auto 
industry for a new and major 
model changeover. 

As the seasonal industries taper 
off, there is no present prospect 
that a new area of demand will 
move in quickly to take its place. 
That could mean a short dip in 
the recovery rate. 

The thinking here is that even 
the steel hike announced recently 
will not make an appreciable dif- 
ference in the recovery schedule. 
For, as economists in Washington 
point out, American consumers 
spend only 14% of their incomes 
on durable goods—the goods that 
use steel. 


Auto Sales Important 

The auto industry holds some 
of the answers to what can be 
expected. Auto makers—usually 
closemouthed about their plans— 
have kept their secrets even more 
closely this year. Models will be 
brought out earlier and the trade 
is readying an intensive sales 
campaign. 

Obviously, if autos take hold 
as they did with the model 
changes in ’55 and °56, it would 
reflect very quickly in the em- 
ployment levels in Detroit. It 
would also affect the overall de- 
mand for metals, chemicals, and 
textiles. 

The employment picture is un- 
certain, for no complete solution 
is looked for even if auto sales 
do go into high gear. Auto union 
officials estimate that about a 
third of their membership is un- 
employed now. However, the gov- 
ernment estimates auto unem- 
ployment to be between 25% to 
a third of the total auto labor 
force. 

Many of these will not be taken 
back, regardless of the number 
of °59 sales. Workers with less 
than 10 years seniority will find 
it hard to return to the industry. 


e More Deficit Spending 
By Government Predicted 
Be on the lookout for continued 
government deficit spending. The 
deficit for the current fiscal year 





Magnet Wire 


105C (Class A), 
oleoresinous, P.E. 


Engineered Wire for 
Engineered Products 
Supported by Com- 


plete Factory Stocks 


. Low cost. 


. Most uniform diameters of any 
film-coated wire (except 
CELENAMEL). 


. Outstanding electrical qualities 
—continuity of film (mercury 
test)—-voltage breakdown. 

. Particularly suitable for paper 
section coils. 

. Extremely close wire toler- 
ances—uniformly accurate coil 
resistances, 


Other Magnet Wires— 
For Every Requirement 


105C (Class A), Viny! Acetal-Nylon— 
NYLCLAD* 

130C (Class B), Polyester— 
BELDTHERM 

105C (Class A), solderable Polyure- 
thane—BELDSOL* 

105C (Class A), solderable Cellulose 
acetate—CELENAMEL* 

180C—130C—105C (Classes H, B, A)— 
SQUARES and RECTANGULARS 


*Belden Trademark— 
Reg. U. S. Pat. Off. 











One Wire Source for 
Everything Electrical 
& Electronic 


WIREMAKER FOR INDUSTRY 
SINCE 1902 
CHICAGO 


Power Supply 


Magnet Wire + Lead Wire + 
+ Aircraft 


Cords, Cord Sets and Portable Cord 
Wires « Electrical Household Cords « Elec- 
tronic Wires + Welding Cable + Automotive 
Wire and Cable 
O1A01HS 
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'f your plant requires a 
non-sparking, rustproof flooring 
in areas like this... 











and you want 
the finest quality 


aluminum treadplate... 





Get it fast—and 
cut to size from your 


REYNOLDS DISTRIBUTOR 


under “Aluminum” in the classified phone book for your Reynolds Distributor 


nelle Metals Company, Richmond 18, Virginia 


Watch Reynolds All-Family Television Program “DISNEYLAND”, ABC-TV. 


The Finest Products 
Made with Aluminum 
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is likely to reach three billion 
dollars. For fiscal 1959, it’s esti- 
mated at somewhere between $8 
and $15 billion. 

The major item in boosting ex- 
penditures has been the increased 
rate of spending for military 
hardware. The Department of De- 
fense has put pressure on in- 
dustry to step up delivery of 
hardware, and deliveries are be- 
ing made in increasing volume. 

A similar trend developed in 
early ‘57—and led to the Depart- 
ment of Defense overspending its 
budget. To meet this deficit, De- 
fense resorted to cutbacks, 
stretchouts, and postponement of 
payments. 

With pressures mounting for 
full speed in the military buildup, 
more money is likely to be pro- 
vided for this time in paying for 
speeded deliveries. 


e Rails Most Efficient 

In Collectng Scrap 

Metalworking factories supply 
roughly one third of all the pur- 
chased scrap used by the steel 
industry. The Business and De- 
fense Services Administration 
{Department of Commerce) re- 
ports that the biggest source of 
iron and steel scrap in the metal- 
working field is the auto industry 
(about 38%). Plants with 250 em- 
ployees or more accounted for 
81° of the industrial scrap. 

Railroads are described as the 
most efficient of all industries in 
collecting scrap that develops 
from their operations. Most of it 
arises through obsolescence and 
fatigue. 

The Purchases and Stores Divi- 
sion of the Association of Ameri- 
can Railroads estimates that the 
sale of scrap by the industry last 
year totaled 2,776,146 net tons. 
And The Institute of Scrap Iron 
and Steel says that steel mills 
and foundries consumed less 
scrap last year than in any year 
since 1949. It notes that iron and 
steel scrap was one of the first 
indicators of the recession, with 
prices and demand starting to 
drop as early as January 1957.— 
A. N. Wecksler 


Avucust 18, 1958 











Specified wherever long-term 
operating reliability is a must 
in light-actuated plant equip- 


me 


nt. Available in a variety of 


spectral responses and sensitiv- 


ity 


ratings. At RCA Industrial 


Tube Distributors everywhere. 


©) eav10 CORPORATION OF AMERICA 
Electron Tube Division Harrison, N. J. 


® 


Plant 


Engineers, Maintenance Men! Get this handy 


booklet (CRPD-105A) which covers RCA gas and vacuum 
phototubes, photosensitive devices, and cathode-ray 


tubes. 
tion 


Free—from RCA Commercial Engineering, Sec- 
H-36-T, Harrison, N. J. 





TWO IMPORTANT 


Famous Mine-to-Market Quality 
that means Dependability 


Phelps Dodge copper water tube’s out- 
standing reputation for superior quality is 
the result of complete Phelps Dodge con- 
trol of materials and manufacturing meth- 
ods, from the mining operation to the fin- 
ished product. Phelps Dodge water tube is 
made of the highest grade copper from 
Phelps Dodge’s own mines. . . is carefully 
controlled for quality throughout fabrica- 
tion .. . and has unsurpassed tube proper- 
ties, including precise uniformity of wall 
thickness, due to Phelps Dodge’s unique 
Hot Forged-Extrusion Process. 


LF 
< 


fx» 


AL cr 


ah 


IS FOR SPECIFYING... 


Phelps Dodge Copper Water Tube 


Dependable Distributors with 
Complete Service Facilities 


Phelps Dodge distributors can supply plumbing and 
heating contractors from complete stocks of pipe, 
copper water tube, copper drainage tube, copper re- 
frigeration tube and other essential plumbing equip- 
ment of all kinds . . . everything needed for home 
building, industrial expansion, heating and air condi- 
tioning and factory maintenance. Phelps Dodge dis- 
tributors also offer expert advice and valuable job 
tips, plus practical knowledge from Phelps Dodge rep- 
resentatives that help to solve on-the-job problems. 


Your Phelps Dodge distributor has the best of everything: 
top-quality products and friendly service! 


PHELPS DODGE COPPER PRODUCTS 


TO THE STANDARDS 
KKK 


NEW YORK, N. Y. + LOS ANGELES, CALIF. 
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FRAM FINDS “IDEAL MATERIALS HANDLING SYSTEM” in Kennett Tote Boxes by National. 


“Light in weight. Low in cost. Good as 


after 18 months of rough, heavy handling.” 


This is the verdict of the Fram Corporation, Providence, Rhode Island, which uses 
Kennett Tote Boxes to store and transport hundreds of thousands of oil, air, water 


and fuel filters and 


arts. Besides facilitating handling of parts, Kennett Boxes of tough 


Vulcanized Fibre also protect parts from damage and prevent costly rejects. 


NATIONAL CAN HELP YOU CUT COSTS TWO WAYS 


If your problem is safety in mate- 
rials handling, Kennett Recep- 
tacles by National can end it. For 
National Vulcanized Fibre is hard, 
glossy smooth, resilient and dur- 
able—won’t crack, dent, or break 
—won’t rust or corrode. If your 
problem is speed and efficiency, 


National can solve that too. A Na- 
tional Materials Handling Spe- 
cialist is always available to help 
you adapt the broad Kennett line 
of containers to your exact need. 

Simply ask for our booklet— 
MATERIALS IN Motion. No obli- 
gation, of course. Write Dept. B-8. 


RESIST DAMAGE — EASY TO HANDLE AND STACK.“ Kennett 
Tote Boxes answer all our specifications,” says a 
Company spokesman. “The boxes are often 
dragged across the floor with a full load weighing 
up to 140 pounds. They are manhandled 
roughly used but we have not had to discard any 
of them. In addition, their uniform shape permits 
us to stack them neatly, which is impossible with 
cardboard cartons. And the built-in handles allow 
Kennett Boxes to be lifted more easily.” 


JOB DESIGNED FOR EVERY INDUSTRIAL PURPOSE. 
Kennett Receptacles are available in a wide variety 
of sizes, shapes and designs. All are engineered of 
tough, resilient, long-wearing National Vulcanized 
Fibre for a lifetime of satisfactory, low-cost 
service. 


NATIONAL 


VULCANIZED FIBRE CO. 


WILMINGTON 99 
In Canada: 
NATIONAL FIBRE COMPANY OF CANADA, LTD., Terente 3, Gatarte 


DELAWARE 
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When you buy from U. S. Steel 








. : * . Soa 
ha wm 2 “ 
pies : se 
: ~ 
Sates — * 
ngs OE " 


os 


at GE 
fA a 


rf -* , 
> —_— 
bs —e a , 
. * 


STEEL I ates IN ACTION: TECHNICAL ASSISTANCE 
ball fields and it weighs 1150 tons. Our construction crew welded 


the trusses together on the ground, set 16 columns in place, 
then jacked the roof up 24 feet to the top of the columns, 


American Bridge Division of U. S. Steel fabricated and erected 
this steel truss roof for the Air Force Academy dining hall, 
before the walls were in. And what a roof! It’s as big as two foot- 


American Bridge « American Steel & Wire and Cyclone Fence - Columbia-Geneva Steel « Consolidated Western Stee! « National Tube - Oil Well Supply 
Tennessee Coal & Iron « United States Steel Homes + United States Steel Products + United States Stee! Supply and Gerrard Steel Strapping 
Universal Atias Cement!+ United States Steel Export Company 


PURCHASING 





STEEL » PLUS IN ACTION: 
FACILITIES 


Tosupply customers with the specialty prod- 
ucts required for today’s—and tomorrow’s 
—critical applications, U. S. Steel equipped 
its Homestead Works with new facilities to 
heat-treat large plates of Stainless and USS 
“*T-1""* Constructional Alloy Steel. These 
facilities have resulted in products having 
higher, more uniform mechanical properties 
and improved flatness, and have made them 
available in quantities to meet our cus- 
tomers’ growing requirements for these 
special steels. 








STEEL» PLUS IN ACTION: 
RESEARCH 


U. S. Steel research teams conduct “creep” 
and “rupture” tests to determine how long 
it takes metal, at very high temperatures, 
to distort and break under a load. This type 
of information is vital, not only to develop 
better grades of steel, but to help designers 
select the best materiais for equipment that 
has to function under extreme heat. 


STEEL, PLUS IN ACTION: 
MARKETING ASSISTANCE 


The tremendous selling power of national 
television promotes the products made by 
U. S. Steel customers. Here, during a “Steel 
Hour” commercial, Sheila Jackson and Jack 
Brand tell thousands of farm owners about 
the advantages of factory-built steel build- 
ings for the farm. Result: more customers 
for our customers. 





~* 


United States Steel 


*TRADE MARK 
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Shutdowns 
for lubrication 
cut in half 
with 


YKON 


Grease 


Dollars in production 
time saved by using 
RYKON in high 
temperature service at 
Northwestern Steel 

& Wire Company 


You expect more from STANDARD } ana get it! 


Lubrication time cut. Mill feeder pinch roll bearings formerly lubricated twice each 
eight hours. Now with RYKON Grease, lubrication is needed only once each shift. 
Elbert Dean, Northwestern Steel lubrication engineer, and Standard Oil lubrication 
specialist, Charles Daub, inspect bearings. Counseling people who have lubrica- 
tion jobs like this is work for which Chuck Daub is well-qualified. Chuck has 12 
years’ experience in lubrication technical service work. He has an engineering 
degree from Illinois Institute of Technology and has completed the fifteen week 
Standard Oil Sales Engineering School course. 


Bearings on the 46-inch blooming mill ma- 
nipulator and side guard carrier had to be 
lubricated twice each eight-hour shift be- 
fore Ryxkon Grease was used. The mill had 
to be shut down while the lubrication work 
was performed. Now with Ryxon, the bear- 
ings are greased once each shift. Mainte- 
nance men find rollers and pins are still 
well lubricated. The rollers are subject to 
almost constant heat and water washing. 
Steel blooms heated to approximately 2300° 
F. are just 18 inches away from the Rrxon 
lubricated bearings. The lubricating proper- 
ties of the grease are unaffected by the heat. 


RYKON Grease delivers similar perform- 
ance results elsewhere in the plant. In roller. 
bearings on the reheating furnace charging 
tables, in pinch roll bearings and in other 
trouble spots, where heat and continuous 
water washing would make short work of 
other greases, RyKon stands up to the test. 


A unique nonsoap, organic thickening 
agent gives Ryxon Grease the ability to 
provide lubrication in tough-to-lubricate 
spots long after other greases have failed. 
This thickener is the result of five years of 
research effort by a Standard Oil grease 
research team working to develop an out- 
standing industrial grease. Rykon Grease is 
a true multipurpose grease capable of per- 
forming all lubrication jobs on one piece of 
equipment or often in an entire plant. 


More facts about Ryxon Grease are avail- 
able from the Standard Oil lubrication spe- 
cialist that is near you in any of the 15 
Midwest and Rocky Mountain states. Call 
him. Or write Standard Oil Company (ind- 
iana), $10 South Michigan Avenue, Chicago 
30, Mlinois. 


Quick facts about 
RYKON Grease 


« Stable at high temperatures. 
At sustained high temper- 
atures RYKON Grease re- 
mains soft and grease-like. 

«Resistant to water washing. 

«Mechanically stable. Min- 
imum change in consist- 
ency in service. 

«Resistant to oxidation. 
Thickener acts as an 
inhibitor. 


e Exceptional rust preventive 
properties. 









Whatever you want from higher output 
fluorescent lighting...others are already 


cetting...with G-E POWER GROOVES! 


THESE SATISFIED POWER GROOVE CUSTOMERS EACH WANTED 
SOMETHING DIFFERENT... AND ARE GETTING IT! 













Groove 


Power 


i ‘ 
SHAFER VALVE CO., MANSFIELD, OHIO 
WHY POWER GROOVES ? Because of improved color ren- WHY POWER GROOVES? To get more light (71/2 times 


dition and lower lamp replacement cost than mercury lamps. as much) from the same number of 40-watt lamps. 













mt we yt 









ERICKSON TOOL CO., CLEVELAND, OHIO GENERAL IRON & METAL CORP., CHICAGO, ILL. 
WHY POWER GROOVES? To get higher, more economi- WHY POWER GROOVES? To increase worker efficiency, 


cal production lighting levels (160 footcandles), with no need speed-up production, reduce customer comploints. 
for supplemental lighting 













CONVAIR, SAN DIEGO, CALIF. PLA-MOR BOWLING ALLEYS, KANSAS CITY, MO. 
WHY POWER GROOVES? To get the lowest operating WHY POWER GROOVES? To provide Pla-Mor lanes 
cost compared to filament and mercury, and the highest level with a revolutionary, glare-free lighting system—superior to 
of light per watt. that in any other bowling center. 















Don't experiment. Get the newest fluorescent because our customers are. Call your local General 
lighting that is endorsed by enthusiastic users Electric Lamp representative right now and let 
all over the country. That one. of course, is the him explain the whole Power Groove story to 
tried-and-proved General Electric Power Groove you. Or write: General Electric Co., Large Lamp 
Lamp. Think of it! Almost twice the light of High Dept. C-839, Nela Park, Cleveland 12, Ohio. 
Outpats—moce than 2% times the light output Progress Is Our Most Important Product 

of slimlines! Save up to 20% on initial cost, and 


\ 
keep maintenance at rock bottom at the same G t N ER AL 96) ELECT a | C 


time. We're enthusiastic about Power Grooves 


For More Information Write No. 178 on Inquiry Card—Page 32 
For More Information Write No. 177 For More Information Write No. 179 
on Inquiry Card—Page 32 on Inquiry Card—Page 32> 
Avucust 18, 1958 33 








Gown by Sophie of Saks Fifth Avenue 


COLUMBIA-SOUTHERN CHEMICALS HELP SHAPE 


IDEAS ON DISPLAY ... watched every day by the management team building and selling successful products. 
Their responsibilities range from research and design to marketing and delivery. 

These men and women make the profit-creating decisions for going, growing businesses . . . textiles, 
petroleum products, paper, metals, plastics, food, glass, soap, foils and wraps, chemicals, pharmaceuticals, 
cosmetics, rubber goods, disinfectants and cleansers. A vital part of their jobs is spotting and applying 
new trends in materials selection, processing, and handling that produce better goods at lower cost. 

The versatile basic chemicals are deeply involved in the style changes continually reshaping almost 
all products and processes. Columbia-Southern, a leading producer of these essential industrial chemicals, 
can be a big help to your business as both supplier and technical adviser. Call Columbia-Southern with your 
next order. You’ll soon see why Columbia-Southern chemicals, research, service, and technical assistance 
help shape profitable futures for products. The Columbia-Southern Chemical Corporation, One Gateway 
Center, Pittsburgh 22, Pennsylvania. Offices in principal cities. In Canada: Standard Chemical Limited. 


NaHCO;-—Sodium Bicarbonate * CaCiz—Caicium Chioride * Na2SO,4—-Sodium Sulfate 
KOH—Caustic Potash ° CCli4—Carbon Tetrachlioride ° NHs—Anhydrous Ammonia 





Caustic soda and chlorine, basic Columbia-Southern chemicals, are used throughout many industries . . . textiles, for one. 


THE FUTURE FOR SO MANY PRODUCTS 


| 
LOOK AT Ci,—CHLORINE LOOK AT Na,CO,—SODA ASH 
Highly reactive chlorine’s transforming touch ; This versatile alkali serves as basic raw mate- 
creates thousands of molecular regroupings rial or essential “‘refiner’’ in the manufacture 
necessary to economical processing of prod of glass, chemicals, detergents, ferrous and 
ucts ranging from solvents to plastics, wonder | non-ferrous metals, pigments, soap, textiles, 
drugs to refrigerants paper and many other items 





LOOK AT NaOQH—CAUSTIC SODA LOOK AT H,O,—HYDROGEN PEROXIDE 
Petroleum producers and cellophane manu One of Columbia-Southern’s newer products, 
facturers, textile and rubber makers, busi- this compliant chemical has a range of reac- 
nesses by the dozens put caustic soda’s tions that permits its use for bleaching paper 
voracious appetite to work “eating’’ away and textiles, as a rocket propellant, as a 
unwanted organic or inorganic compounds reagent in organic syntheses 


COLUMBIA-SOUTHERN CHEMICAL CORPORATION A Subsidiary of Pittsburgh Piate Glass Company 


HCi—Muriatic Acid * TiCl.4—Titanium Tetrachioride © Ca(COCi)e—Caicium Hypochiorite 
Chiorinated Solvents * Chiorinated Benzenes * Agricultural Chemicais * Chrome Chemicais 





Why Service On ¥tpertry Is So Good! 


JOLIET, ILL. jee “ 
CATASAUQUA, PA. 





When you place your order with Phoenix you know 
that you can’t buy a better flange. A sincere apprecia- 
tion for your order is felt throughout our organiza- 
tion. To expedite your orders we have expanded and 


streamlined our warehouse facilities, as shown, to IMMEDIATE SHIPMENT FROM 


make Phoenix service even better. For your regular 


requirements or special flanges in ’ TWO FACTORY WAREHOUSES 


carbon or alloy steel, contact Phoenix aie Conveniently located in the East near Philadelphia and 

and we'll show you what we mean. roweso sven Metropolitan New York and in the Midwest near Chicago, 

es Phoenix factory warehouses at Catasauqua, Pa. and Joliet, 

Ill. are prepared to ship immediately regular types and 

Write for handy 36 page pocket-size sizes of quality Phoenix forged steel pipe flanges. That’s 

reference booklet containing useful why prompt delivery is assured—overnight to nearby points 
data on flanges. —in only a few days to distant points. 


Leading Manufacturers of Pipe and Tank Flanges and Commercial Forgings 


FLANGE AND FORGING DIVISION 
PHOENIX MANUFACTURING COMPANY 


CATASAUQUA, PA. + JOLIET, ILL. - FOUNDED 1882 
J 





{P\ Integrated Manufacturing Facilities: FLANGE AND FORGING DIVISION, STEEL 
MILL DIVISION, HORSESHOE PRODUCTS DIVISION, RUBBER PRODUCTS DIVISION 
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Only DoALL offer 


ALL these feature: 


| break 


jher cutting eff 
esharpenable 


U.S, PAT. NO. 2403861 


cf work 


—PLUS 


T H i Ss N E Ww ; 4 Sali Mustela 


cost-cutting 


GURVE neal 


Deburring eliminated 


Center grinding eliminated 


CUTS COSTS > tn dona 


cai Paaldals hic: | 


EXCLUSIVE IN DoALL SAFETY CENTER DRILLS 


Here’s why costs take a tumble with these new DoALL Center Drills: 


Radial Type—This new precision-ground curve now eliminates the old fatigue 
point found in standard drills—the familiar sharp notch where the 60° angle 
meets the drill portion. This new radius angle provides greater strength and 
gives tip clearance to the drill portion. This provides the ultimate in minimiz- 
ing breakage. Corners are automatically deburred. It also reduces friction 
between lathe center and work... provides a larger oil reservoir. Center grind- 
ing is eliminated on hardened parts. Lapping is fast and easy. 
Heavy-Duty Type—Cuts an entirely new type of burr-free center. An 82° 
ground top angle forms a cutback edge. There is a slight radius where the 
60° angle meets the drill portion—no sharp notches! Provides a larger bearing 
surface for heavier parts as compared to the radial type. 
Think of it! These longer-lasting, faster-cutting DoALL Safety Center Drills 
cost no more than the old plain type—and actually cost 10% to 15% less than 
ordinary bell types. 
That’s why more and more alert men have changed to DoALL. Try it—and see 
the difference! 


Radial Type 
Drilled Hole 


ett Drills Taps Files 


If it’s a DoALL 
It’s top quality... 


a t/, | STOCK it's rigidly labo- 
Wheels ratory- inspected 
AT YOUR LOCAL DoALL STORE and it saves you 

Ss " money through 

i.) low-cost, nation- 


wide distribution. 
mat D&BLL company 2 —Danny DoAlLL 
CT-38 
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information For Your Catalog Files 





FILTERS (AUDIO) 


The importance of toroids, filters and related net- 
works in industrial applications is highlighted by 
catalog, No. 104. Applications are covered with 
schematics and performance curves. 


Burnell & Co. 
Write No. 1 on Inquiry Card—Page32 


GRAPHITE (COLLOIDAL) 


An easy-to-read booklet deals largely with col- 
loidal graphite. Its merits in lubricants are ex- 
plained. A section compares its properties with 
those of molybdenum disulfide. 

Acheson Colloids Co. 


Write No. 2 on Inquiry Card—Page 32 


INDEX TABLES 
Design features of the gear drive indexing mech- 
anism in index tables and rotary transfer ma- 
chines are covered in catalog No. 302. Some units 
described have speeds of 30,000 indexes an hour. 
Ferguson Machine Corp. of Indiana 
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INSULATIONS (ELECTRICAL) 


The illustrated, 16-page catalog, No. 24, deals with 
packaged slot insulations, formed fibre and shaped 
wood wedges and fibre washer kits. Dimension 
tables and current prices are included. 


Insulation Manufacturers Corp. . 
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MOTORS (WEATHER PROTECTED) 


Bulletin GEA-6721 devotes four pages, illustrated 
in four colors, to describing a line of weather 
protected motors. These units are available from 
250 hp and up for indoor and outdoor use. 


General Electric Co. 
Write No. 5 on Inquiry Card—Page 32 


MOTORS (MINIATURE) 


Four basic models of miniature d-c permanent 
magnet and wound field motors are described in 
a 10-page catalog. Motors have outputs up to 
1/20 hp. They produce up to 2500 oz/in torque. 
Globe Industries, Inc. 
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"Oo" RINGS 
Ordering of “O” rings is facilitated by a 16-page 
booklet. It explains a new dash numbering system 
for “O” rings. System enables rings to be ordered 
by common numbers regardless of supplier. 


E. F. Houghton & Co. 
Write No. 7 on Inquiry Card—Page 32 


PAINT STRIPPING 
Four methods commonly used to strip paint are 
detailed in an 8-page booklet. The methods are: 
flow-on; immersion; steam gun; brushing. Twelve 
stripping compounds are described. 
Oakite Products, Inc. 
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PLASTIC PRODUCTS 
Properties of products made from Teflon, Raylon 
and Kel-F form the text of a 32-page, 2-color 
catalog. Specifications are supplied for sheets, rods 
and tubes made from these plastics. 
Raybestos-Manhattan, Inc. 
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POWER SUPPLY 


Bulletin GEC-1496 (2pp.) provides information 
on a 28 v, 200 amp, ground-support d-c power 
supply. Electrical and mechanical features are 
listed. Graphs and line drawings supplement text. 


General Electric Co. 
Write No. 10 on Inquiry Card—Page 32 


PUMPS (AIR-OPERATED) 


Design characteristics of a complete line of in- 
dustrial lubrication pumps and allied equipment 
are detailed in 2-color catalog, No. 65. Lubrica- 
tion-output-performance is supplied. 


Lincoln Engineering Co. 
Write No. 1} on Inquiry Card—Page 32 


PUMPS (HYDRAULIC) 


A 20-page brochure gives specifications and tech- 
nical data for a line of overcenter hydraulic 
pumps. The units produce low pulsation and over- 
surge. Pump capacity: up to 30 gpm, 3000 psi 
pressure. 


The New York Air Brake Co. 


Write No. 12 on Inquiry Card—Page 32 
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Youngstown 
steel bars 





Will help build 
farm machinery 
in his day 


Giant, remotely-con- 
trolled agricultural ma- 
chinery in Ais day will 
utilize steel bars in quan- 
tities unheard of in build- 
ing the farm equipment 
of Dad’s time. Youngs- 
town, today, is anticipat- 
ing tomorrow’s need for 
more and better steel bar 
stock. Constant forward 
strides in research and 
steelmaking facilities 
make certain that when 
farmers of his generation 
are ready for machinery 
.. . Youngstown steel bars 
will help build it. 





YOUNGSTOWN 


SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
Youngstown, Ohio 


Hotpoint ovens travel to kitchens 
in custom-designed Hinde & Dauch 
shipping boxes. Interior packing 
prevents damage, keeps appliances 
in factory-new shape. Does your 
product need king-size protection? 
Better see H&D. 


“ HINDE & DAUCH 


y K \ Division of West Virginia Pulp and Paper Company 


AUTHORITY ON PACKAGING * SANDUSKY, OHIO 
15 FACTORIES * 42 SALES OFFICES 


i 
ee eee ee 
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Catalog Files 





CLOSURES 


A 20-page, colored brochure 
evaluates methods for effecting 
stepped-up production in the 
closure of fibreboard boxes. 
Gluing, taping, stapling and 
wire stitching are discussed. 

Acme Steel Co. 
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CONVEYOR (OVERHEAD) 


Full information is supplied in 
44-page catalog CDA for engi- 
neering an overhead conveyor 
system of any size. Installation 
photos occupy 10 pages. Draw- 
ings show details of component 
parts. 


The American MonoRail Co. 
Write No. 14 on Inquiry Card—Page 32 


DIAL INDICATORS 
A 12-page illustrated catalog 
describes and illustrates a full 
line of dial indicators. All four 
A.G.D. groups are covered. 


Indicators come in 10 ranges 
from .002” to 1.000”. 


Petz-Emery Inc. 
Write No. 15 on Inquiry Card—Page 32 


FASTENINGS 


Over 120 custom-made bolts, 
nuts, studs and screws for in- 
dustrial uses are illustrated in 
a 12-page brochure. Tables 
give specifications of a full line 
of milled studs. 


Victor Products Corp. 
Write No. 16 on Inquiry Card—Page 32 


FANS 
Mechanical draft fans are the 
subject of catalog, No. 1321. 
The quiet efficiency of the air- 
foil blading, engineered into 
the fans, is described. Photos 
show fans installed in furnaces. 


Westinghouse Electric Cerp. 
Write No. 17 on Inquiry Card—Page 32 
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Okay .. . we'll say it again! There’s an 
easy, simple solution to your Grinding Wheel Problems— 
Just switch to CINCINNATI (PD)° WHEELS! CINCINNATI 
Grinding Wheels offer positive duplication—a remarkable 
achievement in precision manufacturing and quality 
control that can save you money and increase your 
production. 

Pounce on these facts: Through the CiNcINNATI (PD) 
Manufacturing process, you are assured Positive Dupli- 
cation of the original wheel every time you re-order. 
“On Grade” with a CINCINNATI (PD) WHEEL means all 
future (PD) WHEELS will act and grind exactly alike! 
Yet CINCINNATI (PD) WHEELS are priced no higher than 
ordinary wheels! 

So “Hold That Tiger”. . . and hold down those costs! 
See your CINCINNATI Grinding Wheels Distributor. He’ll 
be glad to explain how (PD) WHEELS can save you money 
*Trade Mork Reg. U.S. Pat. Off. 


and increase production. Or contact us direct and we'll 
send one of our representatives—men who know grinding 
and grinding machines, as well as grinding wheels. Write, 
wire or telephone Sales Manager, CINCINNATI Milling 
Products Division, Cincinnati 9, Ohio. 


REMEMBER—on/y Cincinnati (PD) Grinding Wheels 


give you aw 
([1)) —aaneadieasl 
a 


emo RAT 


GRINDING WHEELS 
A PRODUCTION PROVED PRODUCT OF THE CINCINNATI MILLING MACHINE CO. 
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G-E quality in 


starter parts makes 
the big difference! 


General Electric “know how” and care- 
ful attention given to the design, mate- 
rial, shape, fit and uniformity of each 
part in its starters contributes to the 
elimination of maintenance problems 
in fluorescent lighting systems. 


G-E Watch Dog” starters prevent 
blinking and prolong ballast life by 
cutting off current to worn-out lamps. 
They last up to 10 times longer than 
ordinary starters. Watch Dog manual- 
reset buttons eliminate “waiting time” 
during relamping. 

General Electric offers standard and 
automatic reset starters, too . . . all 
packaged in easy-stocking “window” 
cartons . . . all assuring dependable 
starting and long life. Starters are 
little things that make such a big differ- 
ence . .. why not use the best! General 
Electric Company, Wiring Device 
Department, Providence 7, R. I. 


*Registered Trade-mark of General Electric Co. 


GENERAL QBELECTRIC 
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Letters To 


The Editor 





ATLANTIC CITY REVISITED 


Our sincere appreciation for 
your splendid contribution to the 
Purchasing Institute in Atlantic 
City recently. 

Your presentation was very 
well received and I have heard 
nothing but praise of it from all 
sides. 

On behalf of the officers of the 
Catholic Hospital Association and 
myself, thanks for a job well 
done. 

Edward A. Behrman 

Director, Purchasing Ser- 
vices 

Catholic Hospital Asso- 
ciation 

Saint Louis, Missouri 


STRAWS IN THE TRADE WINDS 


In PurcHAsING Magazine of 
June 9 (page 9) there is a para- 
graph to the effect that collap- 
sible tubes are gaining and it 
states that collapsible metal tubes 
are being put to more uses— 
among some of the indstrial uses 
being rubber cement, glues, 
paints and pigments. 

Could you tell us who are the 
manufacturers of these collap- 
sible metal tubes? 

J. W. Crosby 

Will & Baumer Candle 
Co., Inc. 

Syracuse 1, New York 

The July 7 edition of PurcHas- 
ING carried a paragraph entitled 
“Renting an Auto Fleet” (page 
9). 

If the survey on which this 
information was based is avail- 
able for release, please advise 
where it may be secured. 

Your editorial “Don’t Cut the 
Buying Staff” was most interest- 
ing. I was particularly impressed 
with the logic of this article. 

Robert Terry 

Assistant Director of Pur- 
chases 

The Times-Mirror Company 

Los Angeles, California 


e The above letters are a small 
indication of how P.A.’s are be- 


ing helped by the extremely 
popular feature “Straws in the 
Trade Winds!” It appears on 
pages 9 and I1 in every-other-is- 
sue. The answer to Reader Cros- 
by’s question: a list is available 
from the Collapsible Tube Manu- 
facturers Council, 19 West 44th 
Street, New York 36, N. Y. The 
auto fleet survey was conducted 
by Emkay, Inc., 6850 Cottage 
Grove, Chicago, Illinois. 


PUZZLED BRITISHER 


I was interested in reading the 
article by M. H. Matthewson on 
“Simple Techniques for Controll- 
ing Inventory” in your June 1957 
issue. I would like to know wheth- 
er he is trying to blind us with 
science or is pulling our legs. 

His first formula A x B x .04 
simply means “Reorder when 
your stocks equal your expected 
usage during your control peri- 
od.” His second formula A x .4 — 
Q simply means, “Make up your 
stocks to ten weeks usage.” Why 
does he not say so? 

His third formula is R = X 
8’\/T. On ordinary definitions I 
would have thought that R = X 
and I am at a loss to know where 
the *\/T comes in. Would you 
ask Mr. Matthewson to explain? 

W. G. McClelland 
Managing Director 
Laws Stores, Ltd. 
Gateshead, England 


e We asked Mr. Matthewson to 
reply and this is his answer: 

I am neither qualified to blind 
you with science nor clever 
enough to pull your leg. 

What I attempted to set forth 
was a few simple principles in 
meeting this big modern bugbear 
called inventory control. 

Regarding your comment, if 
you asked your people to “Reor- 
der when their stocks equal their 
anticipated usage during the con- 
trol period,’ you could expect a 
reply, “O.K., but how much do 
you think we will use during that 


PURCHASING 





ow! 


from International Paper 


TYON 


Up ramps and over bumps, bags treated with 
“T yon” sit tight. Allow faster handling. 


An improved anti-skid “awe t “ . 
treatment for Multiwall Bags! > 7 gro- 


Here is an anti-skid treatment for multiwall 
bags that really works. Inclined Plane tests 
of bags treated with “Tyon” show: 


®@ “T yon” is 20% better than ordinary 
anti-skid treatments 

@ 30% better than rough kraft 

@ 40% better than standard kraft 


> 
x 
aa ‘ 


You can cut breakage loss—and danger 

from slipping, creeping stacks in the warehouse 
and on your trucks. Bags treated with “Tyon” 
stack to stay. They cling to pallets. Offer 

firm grip for fast, safe loading and unloading. 


Stacked high or riding a sling, they cling. 
Safer—resist slip and creep. 


Remember, you get lots of advantages—with a 
lot of savings—when you 
specify multiwall bags 
treated with “Tyon”’... 
another product of 
International Paper’s long 


Look for this trademark search ¢ x Derience 
ioe ee research and experience. 


Send coupon for samples and full information 


Over bumpy roads, around curves, they ride 
don’t slide. Eliminate breakage—speed delivery. 


INTERNATIONAL PAPER COMPANY 
220 East 42nd St., New York 17, N.Y 
Room 1404 I 


INTERNATIONAL Please send samples and Tyon information. 
PAPER 


BAGPAK DIVISION, N. Y.17, N.Y. 


your most dependable source of supply... 





Firm 
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AERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS 


14 


A Mayflower Move 
is a Good Move! 


Whether you’re moving one of your company’s sales 
executives, a production manager, an engineer, or a top 
executive, “a Mayflower Move is a Good Move!” That's 
what scores of Mayflower customers tell us every day. 
One satisfied shipper, for example, after a move from 
Pueblo, Colorado to Hayward, California, wrote us: 


| “We were glad to receive the furniture in excellent condi- 
tion and dishes without a single chip.” 


Next time you have company personnel to move, make a 
good move, call Mayflower! 


AERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS 


L Mayliswet 


WORLD-WIDE MOVERS 
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period?” Hence—the formula. 

Now, this formula could be ex- 
pressed as A/26 X B. However, 
all our people agreed it is much 
easier to compute decimally than 
fractionally; thus .04 as the deci- 
mal equivalent (approximate) of 
1/26. 

The same applies to your ob- 
servation on purchase quantities. 
A question in reply to a question 
does not produce an answer. 
These formulas are the most sim- 
ple and direct that we could de- 
vise in conjunction with our stock 
posting system. And that objec- 
tive is the theme of the article as 
published by PurcHastnc Mag- 
azine. 

The formula for cost of pos- 
session is not original with us. It 
was proposed a few years ago by 
New Holland Division of Sperry 
Gyroscope. It was derived by 
setting a curve of expenses vs. 
turns on log-log paper and, as 
they expressed it, “backing into 
the formula.” The fact that it 
works, and works well, is of the 
prime importance. Your thought 
that the rate of expense is equal 
to the expense is in error. Your 
rate is dependent on how many 
times in a given period, you han- 
dle the volume of your average 
inventory. 

For example, let us assume that 
you and I each operate a ware- 
house with an average $1 million 
inventory. Our expense in opera- 
ting is also the same—say, $400- 
000 annually. However, you move 
your inventory once a_ year, 
whereas I turn mine over six 
times annually. Can you honestly 
say that your handling expense is 
no greater than mine—or that 
your cost of possession is the 
same as mine. 

You spent $400,000 to move $1 
million worth of goods. I spent 
the same money to move $6 mil- 
lion worth of goods. No, you are 
paying at the rate of forty cents 
on the dollar whereas I pay only 
twenty-four cents. 

This has turned out rather long, 
but it is so interesting to discuss 
the subject. 
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“One thing more, Miss Jones... please ask Ted = a, 
to increase our order for Bethlehem Fasteners.” é em a 


5 pETHUEHEN 
STEEL 
J sonics 


OSTUCO SWAGED TUBING 


ups aircraft parts production 82% 


Hogged out of a shaped forging, this vital aircraft part in SAE 4140 
took 400 minutes to machine. 

So the producers, The ‘Special’? Corporation, brought their problem to 
Ohio Seamless. The solution—an Ostuco Swaged Tube. 

Now the chips are down . . . and so is machining time. Down to 220 
minutes—a saving of 180 minutes per part—with a whopping 82% increase 
in parts production per workshift. 

Chances are Ostuco Tubing can put you on velvet, too. The first step is to 
contact your nearest Ohio Seamless sales office, or the plant at Shelby, Ohio— 
Birthplace of the Seamless Steel Tube Industry in America. AAsu2 


Y 


Photo: Courtesy The “Special” Corporation, Brooklyn, N. Y. 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company +« SHELBY, OHIO 


1958 
Seamless and Electric Resistance Welded Stee/ Tubing + Fabricating and Forging 
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Purchasing People in The News 





John F. Karl has been appoint- 
ed divisional purchasing manager 
for the Kendall Company, Chi- 
cago, Illinois. Mr. Karl, formerly 


Jchn F. Karl 


textile buyer and assistant pur- 
chasing manager, started with 
Bauer & Black in 1946. He has 
a background in planning, pack- 
ing, shipping and stores and eight 
years of cotten and textile buy- 
ing. He replaces ‘ Richard D. 
Barnes, who has retired from the 
company. Mr. Barnes has been 
with the company for 29 years. 


The Kaiser-Nelson Company, 
Cleveland, Ohio has named Louis 
V. MHollerbech as_ purchas:ng 
agent. Formerly with Cleveland 
Cliffs purchasing department he 
will supervise the purchasing of 
materials and services for all di- 
visions of the company. He is a 
member of the National Associa- 
tion of Purchasing Agents. 


The appointment of Donald W. 
Matzen as purchasing agent has 
been announced by Chrysler 
Corporation’s Service Parts and 
Accessories Supply Division. He 
joined Chrysler Corporation in 
August of 1937 in the sales dis- 
tribution department of the com- 
pany’s Export Division. During 
the next 17 years, he served in 
various supervisory purchasing 
positions in the Dodge Main and 
Highland Park plants. He has 
been purchasing agent for the 
DeSoto Division since December 
1954. 


Avusust 18, 1958 


William H. Berg has been ap.- 
pointed assistant purchasing agent 
for Aurora Works of Thor Power 
Tool Company. He joined the 
Thor organization in 1934. Mr. 
Berg will be in charge of pur- 
chasing of office equipment and 
supplies, shop equipment, mill 
supplies, and maintenance sup- 
plies. He served in customer tool 
repair and assembly departments 
before moving into the purchas- 
inz department. 

St. Regis Paper Company, New 
York City, has announced the 
appointment of Jack W. Hartung 
as director of purchases for the 
company. He has been manager of 
the purchasing department since 
1955. Mr. Hartung, who was for- 
merly purchasing agent for the 
Kalamazoo paper mill, joined the 
ccmpany in 1941 and has been 
with the company since that time. 
He has been purchasing agent 
for the Kalamazoo mill since 1947. 


The following promotions and 
title changes in the purchasing de- 
partment have been announced by 
Western Maryland Railway Com- 
pany, Baltimore, Maryland: J. S. 
Eaton, from assistant to general 
purchasing agent to assistant gen- 
eral purchasing agent; W. F. Val- 
entine, from lumber agent to buy- 
er; A. L. Lindgren, from scrap 
and old materials clerk to buyer; 
W. R. Smith, from assistant ehief 
clerk to purchasing assistant. 


Ed Schedl has been promoted 
to purchasing agent of the new 
Los Angeles plant of Theo. Hamm 
Brewing Company, St. Paul, Min- 
nesota. For the past three years 
Mr. Sched! has been assistant 
purchasing agent for the company 
in St. Paul. He started his career 
with the firm in 1947 and was 
transferred to the purchasing de- 
partment eight years ago. 


The Peerless Corporation, In- 
dianapolis, Indiana has named A. 
N. Phillips as director of pur- 
chases. A past vice president of 
The National Association of Pur- 
chasing Agents, he was formerly 
with Stewart-Warner Corp. 


Sidney R. McKinnon has been 
appointed director of purchases 
for McDowell Company, Inc., 
Cleveland, Ohio. Before joining 
McDowell in April of this year, 
Mr. McKinnon was with Frue- 
hauf Trailer Company for eleven 
years, first as buyer and later as 
senior purchasing agent. Previous 
to that he was buyer for Cleve- 
land Tractor Company (now 
Oliver Corp.) for five years and 
sales and tax accountant for C: A. 
Peterson Ccmpany for four years. 
He was also in sales of industrial 
oils for Standard Oil Company. 


Frank J. French has been ap- 
pointed vice president of Allied 
Chemical’s General Chemical Di- 
vision. He will be in charge of the 
division’s production, mining, pur- 
chasing and industrial service ac- 


Frank J. French 


tivities. A veteran of 29 years 
with the company, he has been 
director of purchases since 1952. 
He began his career with General 
Chemical as a control chemist at 
the company’s Hudson River 
Works in Edgewater, New Jersey. 
From 1932 to 1945 he held vari- 
ous technical positions at the di- 
vision’s Laurel Hill, New York 
Research Laboratory and at its 
Delaware Works, Marcus Hook, 
Pennsylvania. After three years 
as a technical supervisor in the 
New York Office, Mr. French re- 
turned to the field in 1948 as sup- 
erintendent of General’s Baton 
Rouge, Louisiana Works. 
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Suppliers In The News 





John G. Price, formerly sales 
representative in Louisiana, has 
been promoted to manager of the 


John G. Price 


Southeast district for Acme-Ham- 
ilton Corporation. Mr. Price will 
be responsible for industrial rub- 
ber hose, belting and packing sales 
to distributors in Tennessee, North 
Carolina, South Carolina, Georgia, 
Florida, Alabama and Mississippi. 
He will make his headquarters in 
Atlanta. 


Union Bag-Camp Paper Cor- 
poration, New York City, has ap- 
pointed Frederick E. Kneip di- 


Frederick E. Kneip 


rector of container sales. A mem- 
ber of the organization since 1941, 
Mr. Kneip served recently as man- 
ager of both sales and manufac- 
turing for the company’s cor- 
rugated box plant in Lakeland, 
Florida. 
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The re-opening of sales offices in 
Atlanta and Tulsa has been an- 
nounced by Midwest Piping Com- 
pany, Inc., St. Louis, Missouri. The 
Atlanta office, under the direction 
of John Castleman, is at 72 
Eleventh Street, N. E. The Tulsa 
office headed by Claude L. Dough- 
man, is located at 1640 East 21 
Street. Two new sales representa- 
tives have joined the firm. They 
are C. B. Moore and Cecil Hil- 
liard. Both will make their head- 
quarters in the Houston office, 
which has recently moved to 509 
West Building, Main and Walker 
Streets, Houston, Texas. 


C. H. Leet, former Chicago area 
industrial sales branch official, 
has been named manager of 
charger sales at Exide Industrial 
Division of The Electric Storage 
Battery Company, Philadelphia, 
Pennsylvania. Mr. Leet will direct 
sales of chargers used for indus- 
trial and military applications in 
31 basic markets, such as elec- 
tric industrial trucks, mining, rail- 
way, telephone, aviation, emer- 
gency lighting, switchgear and 
marine. 


David P. Worten has been 
named district manager, South- 
eastern territory for W-S Fittings 
Works, Forge and Fittings Divi- 
sion, H. K. Porter Company, Inc., 
Roselle, New Jersey. At his head- 
quarters in Atlanta, Georgia, he 
will assist and service W-S dis- 
tributors in the states of Tennes- 
see, North Carolina, Mississippi, 
Alabama, Georgia, South Caro- 
lina and Florida. 


The appointment of John R. 
Hanson as district sales repre- 
sentative has been announced by 
J. H. France Refractories Co., 
Snow Shoe, Pennsylvania. Mr. 
Hanson will handle sales for each 
of the company’s firebrick, high 
temperature mortars, refractory 
castables, plastic firebrick and 
specialty product divisions. He 
will service the New England 
states and East Central New York. 


John A. Roebling’s Corporation, 
Trenton, New Jersey, has named 
Charles A. Wagner Philadelphia 


Charles A. Wagner 


district manager of the Wire Rope 
Division. Mr. Wagner has been as- 
sociated with the corporation for 
the past ten years. He served as 
a sales representative in both the 
New York and Philadelphia ter- 
ritories before becoming assistant 
manager of sales in 1952. 


E. G. Bowerman, Jr. has been 
appointed sales manager of Bear- 
ings, Inc., Cleveland, Ohio. Mr. 


E. G. Bowerman 


Bowerman is a veteran of 24 years 
with the firm and its predecessor 
company. With the exception of 
the past three years, when he di- 
rected bearings operations in 
Pittsburgh, Mr. Bowerman man- 
aged the Columbus, Ohio branch 
of the company. 
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Motors 


Motor Control 


Texrope 
Drives 


Unit Responsibility... 


what it means to 
the man who buys 


He gets the convenience of one-source integration of motors, control, 
pumps and Texrope drive equipment — all engineered to work together. 
More important: The advantages of one-source purchasing do not end 
with installation. 

Allis-Chalmers engineering, coupled with A-C Field Service and Certi- 
fied Service Shops, stays “on the job” to help maintain continuous 
equipment performance. It all adds up to a quality-engineering-service 
bargain for every industrial buyer. 

For more information, call in your A-C representative, or write Allis- 
Chalmers, General Products Division, Milwaukee 1, Wisconsin. 


Texrope is an Allis-Chalmers trademark. 


ALLIS-CHALMERS <4© 


A-5761 
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SOUTHERN'S 
-PALLETIZED 
_SEREWS 

CUT YOUR costs 


¢ 


Southern’s advanced design palletized bulk 
system is based on proven engineering prin- 
ciples that individually or combined can save 
time, production and storage, regardless of 
the size of your operation: 


|. A wire-bound telescopic-type 9x9x6¥2" 
corrugated container of heavy-duty 275# 
test, provides industry-accepted units for 
handling throughout your plant including 
your production line, where top of carton 
can “double” as individual bulk contain- 
er. Adoption of Southern’s famous EZ 
to C @ label provides error-proof fastener 
identification. 


AT NO EXTRA COST TO YOU South- 
ern’s new bulk cartons are prepared for 
shipment on sturdy 30” x 30” two-way 
entry pallets, each with four layers of 
nine cartons each, steel strapped for 
handling ease and security. 


Investigate the MULTIPLE ADVANTAGES 
of this new completely cost-free system that 
lets Southern fasteners put a new light on 
your production and profit picture. 


Phone or write for specific data about how 
Southern’s Screws bulk system can be quick- 
ly put to work in your operation. 


Wood Screws + Machine Screws & Nuts 
Hanger Bolts + Tapping Screws +» Wood 
Drive Screws + Carriage Bolts 


Warehouses: 
Chicago - Dallas - 


Sonth 


ey 


New York - 


Los Angeles 
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FOB-“tilosoty of buying” 





Wuos CRAZY NOW? A 
couple of issues ago we published 
an article called “Are P.A.’s 
Neurotic?” and featured the title 
on the cover. John F. Billings, up 
to that point a normal, well-ad- 
justed P.A. for Helio Aircraft, 
Inc., Norwood, Mass., picked up 
his favorite magazine, and was 
intrigued by the cover. 

“T sat down in my favorite 
straight back office chair,” he 
writes, “and turned to page 59 to 
see if maybe I was a neurotic P.A. 
Much to my surprise I found... . 
nothing. Please send me another 
copy ASAP before I go nuts try- 
ing to see if I am or am not.” 

To other readers who may have 
hit similar blank pages and 


R sprints or tear sheets of 
some of our more popular articles 
are often hard to get. Heavy de- 
mand exhausts the supply early. 
That’s the case with our study of 
Tennessee Eastman’s purchasing 
operation (February 17 issue). 
But if you missed the article you 
may not be completely out of 
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thought they were cracking up, an 
apology and an explanation. One 
method of printing is to print a 
number of pages on one side of 
a large sheet, turn the sheet and 
print a similar number on the 
other side. The sheet is then 
folded and trimmed to make a 
form of 8, 16 or 32 pages. One 
of our printers failed to turn over 
a batch of sheets. The side on 
which the “Neurotic” article was 
supposed to be printed simply 
came out blank in a couple of 
dozen issues. 

Flash: We've just had a psy- 
chiatric report on the guilty 
printer. Diagnosis: No neurosis 
present. Young. In love. Lapse 
occurred in late spring. Very 
normal, 


luck—if you can read Japanese. 
Shown below is a spread on one 
portion of the story from the Nip- 
pon Management Association’s of- 
ficial journal. It’s a typical ex- 
ample of how business publica- 
tions all over the world pick up 
material from our regular issues 
to pass on to executive readers. 
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The type is different, the story the same: good purchasing pays off. 
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Wr ALL the eyebrow-lift- 
ing going on over the Goldfine 
case, it’s good to have further evi- 
dence that buyer-seller “friendli- 
ness” isn’t a one-way street. Pur- 
chasing agents at General Elec- 
tric’s Technical Products Depart- 
ment in Syracuse, N.Y., made that 
clear on July 16. They bought 
out the house and picked up the 
tab to entertain suppliers at the 
Central New York premiere of 
the movie “South Pacific” at a 
local theater. The party was billed 
as a way of giving 800 suppliers 
“a pep talk on bringing extra 
product values, extra services and 
renewed confidence to customers 
—thus increasing sales and jobs.” 

Perhaps a little more directly 
tied to the recent events in Wash- 
ington is a reminder to all sup- 
pliers from President Frank W. 
Jenks of the International Harves- 
ter Company. It is a copy of a 
letter sent a few weeks before to 
all members of IH’s management 
group outlining company policy 
on “business gifts.” Ordinarily, 
letters of this type appear around 
Christmas time. 


P urcuasinc has gone to 
Hollywood. Or Hollywood’ has 
come to purchasing. Anyhow, a 
current movie is all about pur- 
chasing. Has to do with how an 
assistant director of purchases 
who thought he was getting fired 
ended up being made the director 
of purchases. Jose Ferrer is the 
purchasing agent. “High Cost of 
Loving” is the movie. 

Seems that when Jose’s com- 
pany was merged with a large 
company invitations were sent out 
to executives of the smaller com- 
pany to attend a luncheon with 
executives of the big firm. Some 
secretary goofed and Jose didn’t 
get one. Naturally enough, Jose 
concluded he was being passed 
over in the new scheme of things. 
Fortunately, the secretary’s mis- 
take was discovered before Jose 
found another job. Apologies 
were made, and the great truth 
told to Jose—that he had been 
promoted to director of purchases. 
All of which goes to show the 
high cost of loving. 
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Make NEWARK your source of supply for Wire Cloth and Wire 
Cloth Products. We weave all of our own cloth from which we 
fabricate parts for our customers...thus insuring both quality 
of cloth and accuracy of construction. 


Newark Wire Cloth is available in all standard widths, all 
meshes, all commercial metals...the Newark line is a complete 
line even up to 400 mesh cloth. And if your problem is one of 
parts design, our engineers will be glad to NEWARK 
aid. May we quote on your requirements? ft accuracy 


ire Gloth 


COMPANY 
351 VERONA AVENUE . NEWARK 4, NEW JERSEY 
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Which of these did you use today? 


Alarm wake you this morning? Stove timer work all right? Did you drive to work... . 
take a business trip by air . . . press a light switch . . . use a dictating machine . . . or 
home workshop motor? Then you, or someone in your home or business, used a spring. 
With a product-mix like this it’s practically certain that we enter your daily living, 
tucked anonymously away in nationally known and respected brands of all sorts of 
articles. 


Write for a copy of ‘How to Solve Your Spring 
Design Problems” to learn how early consul- 
tation with the spring manufacturer results in 
improved design and performance. 


Associated Spring Corporation General Offices: Bristol, Connecticut 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. Seaboard Pacific Division, Gardena, Calif. 
B-G-R Division, Plymouth and Ann Arbor, Mich. Ohio Division, Dayton, Ohio Cleveland Sales Office, Cleveland, Ohio 
Gibson Division, Chicago 14, lll. F. N. Manross and Sons Division, Bristol, Conn. Dunbar Brothers Division, Bristol, Conn. 
Milwaukee Division, Milwaukee, Wis. San Francisco Sales Office, Saratoga, Calif. Wallace Barnes Steel Division, Bristol, Conn. 
Canadian Subsidiary: The Wallace Barnes Co., Ltd., Hamilton, Ontario and Montreal, Quebec 
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Highlights of This Issue 





Focus On Follow-Up 

Don’t grow lax in your expediting just because 
supplies are easy. A good expediting program is 
always needed in any purchasing department. In 
today’s economy it can help you keep inventory 
down and free capital for more productive use. 
If your expediting isn’t all it should be you'll find 
some sound suggestions on how to put it in good 
working order in the article on page 59. A more 
advanced variation of the follow-up job is de- 
scribed on page 61. 
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Buying In The Wilderness 

There hadn’t been any landings on the moon up 
to this writing. But you can bet that when they 
do take place it won’t be long before a P.A. 
arrives to check on potential suppliers. Mean- 
while many of his colleagues are having their 
own troubles when they move into strange areas 
and try to set up buying operations for new proj- 
ects. “An Inside View of Field Purchasing” on 
page 66 gives a vivid picture of how one buyer 
dealt with the vexing problems of starting out 
cold in a town where he knew nobody and no- 
body knew him. 


Glad To Help You Out... 

. which way did you come in? On some pur- 
chasing agents’ walls that sign reflects more truth 
than absurdity. If you still think it’s smart to be 
antagonistic or indifferent to salesmen, you’re not 
so smart. Stuart Heinritz’ latest article, page 63 
on making the most of the sales interview, shows 
you some of the reasons why. 
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On The Move 

Our Employment Service (see page 158) is a 
meeting place for purchasing people seeking new 
positions and managements seeking purchasing 
talent. Listings in either case are offered without 
charge. If you’re thinking of making a move— 
or if you need more qualified people in your de- 
partment—be sure to see this important section. 


Stay Out In Front 

There are plenty of regular features in every 
issue that will help you do a better buying job. 
Three notable examples in this issue Pulse of 
Business, page 7 a keen and expert look at how 
the economy is doing; Products and Ideas, page 
78, basic data on new items for the plant; and 
Office Equipment and Supplies, page 108, a run- 
down on new items that will help you cut down 
on paperwork, etc. 
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Industry’s chemicals: 





WHAT’S MAKING NEWS? 


The big news in industry today can often be reduced to a 
chemical formula. Chemistry makes important industrial 
news in so many ways that top management men find it 
difficult to keep up with developments. Yet they must keep 
up because advances in chemistry may have vital mean- 
ing for them. These messages are designed to let you 
know, quickly and easily, what’s happening in chemistry. 














“OCTOPUS” CHEMICAL 
CLEARS TROUBLED 





A boon to the mining industry since its introduction, 

Separan® now separates good from bad in chemical 

processing, waste disposal, the pulp and paper industry 
and many other fields 





When Separan went into commercial 
production in 1954, Dow research men 
knew they had an unusual chemical. 
They were startled, however, by the 
impressive success of Separan in the 
mining field. This success was a tribute 
to the ingenuity of many mining engi- 
neers (who discovered where to use 
Separan) as well as to the exhaustive 


efforts of Dow’s technical service team 
(who knew how to use it). 

With surprising speed Separan 
moved into other industries, and, un- 
like the solids it processes, hasn't set- 
tled yet! 

What flocculation does. Separan is a 
flocculating agent, a mouthful word to 
describe its basic function of gathering 


Demonstration of remarkable flocculating speed of Separan. 


(1) A few drops of Separan added to dirty waste water. (2) Graduate mixed 
gently. (3) In a moment; solids have settled. Compare with untreated waste 
water in other graduate. 


WATERS 


solids that are dispersed in solution 
into small masses, or flocs, causing 
them to settle rapidly to the bottom 
for either recovery or disposal. Stated 
simply, Separan separates what is 
wanted from what is not. 

How does Separan work? It has a 
long, spiral-shaped molecule with 
octopus-like tentacles that grasp dis- 
persed particles so that increased 
weight causes them to settle rapidly to 
the bottom. In a single pound of 
Separan there are millions of such 
tentacles, all itching to carry away the 
sludge in industrial processing fluids— 
or to gather up the pay load. 


POWTHERM 


Dowtherm®A, the modern heat-transfer 
medium, was utilized by Canada's Imperial 
Oil, Ltd., in a process heating system for new 
lube oil refinery. High temperature stability, 
lower skin temperatures and ease of oper- 
ation inflyenced choice. 
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Many important industrial uses. Paper 
manufacturers use it to clarify the 
lake-size quantities of water they use 
in processing. Separan also separates 
solids from liquids in the clarification 
of coal-washery water and settles mud 
in the manufacture of alum. Industrial 
plant men long concerned with stream 
pollution problems are raving about 
the way Separan helps clear effluent 
waters. With Separan, industrial wastes 
can be economically removed from 
process water before it’s returned to 
the stream, often saving valuable 
terials which would 
been lost. 

Dow “family of flocculants”’. At this 
time, there are two Separan products 
designated Separan NP10 and Separan 
NP20. Dow promises there will be 
more in the future. Needs of 
various industries for specialized floc- 
culants are spurring development of a 
complete line, designed to fit many 
industrial requirements. 

Synthetic Gum: 
@ New ally for food manufacturers 

If mother was really as talented in 
the kitchen as legend insists, she did 
it pretty much on her own. Today's 
young wife has countless allies in the 
food industry and one of the stand-bys 
is Methocel®, as contained in prepared 
foods. 


ma- 


otherwise have 


near 


Used as a thickener, emulsifier, stabi- 
lizer and moisture retainer, it is color- 
less, odorless and tasteless. One com- 
mon use is in canned fruit pie fillings 
where it provides consistent fluidity, 
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Filling makes the pie—and Methocel keeps 
the filling firm and consistent, hot or cold. 


hot or cold. Its non-ionic quality means 
it is not affected by the natural acidity 
of fruit. Food men find Methocel in- 
valuable in endless convenience items. 
As a redispersing agent in dehydrated 
fruits and vegetables, it provides a 





Inorganic Chlorides ¢ 


Magnesium 





DOW CHEMICALS basic to industry 


Glycols, Glycol Ethers ¢ Amines and Alkylene Oxides @ Benzene Derivatives 
Alkalies and Halogens 


Fungicides ¢ Herbicides © Fumigants ¢ Hundreds of other Chemicals © Plastics 


YOU CAN DEPEND ON 


Solvents @ Germicides 




















rehydrated product that smacks of 
original goodness. Methocel is good 
news for the food business—and has 
applications in an almost endless list 
of other fields . drugs, cosmetics, 
paint, leather paper, to name 
a few. 


Chelating Agents: 


and 


@ Poison antidote of the future? 


Exciting possibilities in the medical 
field are beginning to emerge from re- 
search on chelating agents. Heretofore 
known as industrial chemicals, these 
ingenious compounds grasp metallic 
ions suspended in liquid in a claw-like 
hold, rendering them harmless. 

Though still in the investigative 
stage, possible medical use of these 
metal-grabbing chemicals provides 
fascinating food for thought. Chelation, 
for example, could be used to counter 
calcium deposits on bones or to rid 
the body of poisonous lead accumula- 
tions. And it may offer virtually the 
only hope of an antidote for plutonium 
poisoning. 

Effective medical use of the chelates 
is for the future, but industry is using 
them today in a hundred different 
ways. Whenever a manufacturing proc- 
ess is affected by impurities in water 
—and the are endless—the 
chelates come into their own. In mak- 
ing rubber, dyeing textiles, in cleaning 
scale from boilers and heat exchangers, 
the chelates important job 
cheaply and effectively. Dow chelating 
agents are sold as Versene®, Versenol® 
and Versenex*. They're worth investi- 
gating. 


instances 


do an 


x *k* k * 
For further information about these and 
hundreds of other profit-building chemi- 
cals, contact THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Chemicals Sales De- 
partment 851D. 


*TRADEMARK OF THE DOW CHEMICAL COMPAKY 


NEW AND NEWS WORTHY 


DOWANOL 


Combining the solvent properties of glycols, 
alcohols and ketones, Dowanol® products 
offer the widest range of organic solubility 
available in any modern solvents, Paint, 
brake fluid, ink, other interested manufac- 
turers should have new 52-page booklet. 


SODA ASH 


In the processing industries, this versatile 
product is almost indispensable. Makers of 
glass, soap, paper, textiles and many 
different chemicals get quick delivery from 
Dow's plants in the South and Southwest. 
Request 44-page booklet on letterhead. 


TRICHLOROETHYLENE 





The vitally important missile industry is 
making widespread use of a new high- 
purity trichloroethylene developed by Dow 
especially for use in cleaning missile hard- 
ware. Minimum residue on the cleaned parts 
reduces the danger of misfiring. 
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TO JET. AGE PACKAGING 


Lollies i divs to up-date your : Se procedures? Your 
Gaylord pilot can help you speed production, increase product protection 
and improve promotion. At down-to-earth packagirg costs. 


Precision corrugated boxes by the millions or engineered packaging, 
Gaylord is skilled in both. Case histories? Roger and over... to your G-Man.* 


*Your Gaylord Man—of course 








HEADQUARTERS, St. Louis 
PLANTS COAST TO COAST 








THE CLAIM JUMPERS 





) urispicrionat DISPUTES are nothing new in industry, and 
they are not confined to the conflicting ambitions of craft unions stak- 
ing out employment claims for their membership. They are just as 
rife among professional and managerial employees seeking wider 
authority and preferment through the subtler channels of functional 
job definitions and management organization. 


One such dispute that has long been seething at the level of internal 
company politics now emerges at the broader professional level, in the 
proposal to establish departments of “Value Engineering”, which 
would take over the value analysis activities that are now generally 
carried on in most progressive purchasing departments. This is a 
claim that was discovered by alert purchasing men a dozen years ago. 
It was originally staked and registered under the term “Purchase 
Analysis”, and it has been profitably worked by purchasing men ever 
since. There is justifiable resentment among purchasing men now that 
the claim jumpers are trying to move in. 


There can be no quarrel with the proposition that a real concern for 
value has a place at every stage of company activity, including engi- 
neering. One reason for the spectacular results of purchasing’s value 
analysis is that engineering, by and large, let the value concept go by 
default. The most effective value analysis programs are those that en- 


list the interest and cooperation of engineering personnel, at purchas- 
ing’s initiative. 


The insidious thing about this most recent proposal is not that it 
seeks to alert engineers to their value responsibilities, but that coin- 
cidentally it seeks to curtail the proper scope of purchasing respon- 
sibility. It says in effect that Value Engineering departments will have 
the last word in “telling the purchasing agent what to buy.” 


The proposal is predicated upon the “limitations” of a purchasing 
department. For the benefit of eager engineers who have but a limited 
knowledge of purchasing, let us enumerate some of the positive assets 
that point up the limitations of engineering. Purchasing automatically 
scans the entire range of purchased requirements, and its records 
disclose items of common use that are seen only as isolated items in 
engineering product analysis, as well as supplies and non-production 
items that never receive engineering attention but have equal po- 
tential for cost reduction. Purchasing has a knowledge of markets 
and sources, which are as least as important as product specification 
in determining costs. Purchasing has daily contact with cooperative 
vendors, and thus has access to the technical resources of entire sup- 
plier industries in addition to its own company’s engineering talent. 


The search for value is inherent in the purchasing function. The two 
are inseparable. Ambitious “value engineers” and managements that 
fall for their arguments should not be surprised when buyers analyze 
and challenge their specifications for the sake of even greater value. 
Anything less than this is not in accord with the standards of modern 
purchasing. For where value is concerned, purchasing will always 
have the last word. 
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“How can we squeeze 


ANOTHER RYERSON PLUS: Cost-Cutting Ideas 


of production costs?” 


Questions like this are nothing new 
to Ryerson specialists. 

With their broad experience in 
steel applications, they can often 
suggest ways to save—a different 
type or analysis, steel in ready-to- 
use form, or an improvement in fab- 


rication methods that will shave a 
few pennies off the final unit cost 
without impairing quality. 


2'4¢ out 


Add to this service the nation’s 
largest steel stocks, unequaled proc- 
essing facilities, fast delivery to 
meet any emergency—and you 
have the reasons why more steel 
users call Ryerson. 


RYERSON STEEL 


Member of the <({ET > Stee! Family 
® 


Principal Products: Carbon, alloy and stainless steel —tubing, bars, structurals, 
plates, sheets — aluminum, industrial plastics, metalworking machinery, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK + BOSTON + WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
DETROIT + PITTSBURGH * BUFFALO « INDIANAPOLIS * CHICAGO * MILWAUKEE © ST. LOUIS * LOS ANGELES * SAN FRANCISCO * SPOKANE * SEATTLE 
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Ng Is Easy - 


With the Right System 


> 


fr HE WORD “expedite” makes 
many purchasing people shudder. 
This need not be the case. Ex- 
pediting can be a pleasant task 
with modern, logical, and me- 
thodical procedures. They can 
help you get sufficient informa- 
tion and improve service to your 
using departments. 

A definite person or persons 
should be assigned the expediting 
function. Who it is should be gov- 
erned by the size and type of 
your department. 

A definite required date should 
be shown on each purchase order 
regardless of how urgently the 
material is needed. The date 
should, above all, be realistic. If 
you have ample time, give the 
vendor plenty of time. Don’t “cry 
wolf” by requesting immediate 
shipment on every order. The 
supplier will tend to give better 
service if reasonable, definite 
dates are requested. 

The use of an acknowledgment 
copy of the purchase order is 
strongly recommended. His prom- 
ise and your delivery require- 
ment form the basis for setting 
up your expediting system. 

Here are several of the more 
common methods of spotting or- 
ders that need attention: 


1. A copy of the purchase order 
is designated as the follow-up 
copy and filed by date. Each day, 
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cooperation from 


copies are removed and used as 
reminders that specific orders re- 
quire attention. 

2. A card is made for each pur- 
chase order that may require ex- 
pediting. The cards are filed by 
date and removed daily as re- 
minders to check their 
sponding purchase orders. 

3. A calendar with a writing 
space for each day can be used. 
Enter the purchase order numbers 
under specified dates as a remind- 
er to examine specific purchase 
orders on given dates. 

4. File the entire purchase or- 
der by date with a cross-reference 
to the purchase order number 
and supplier’s name. If expediting 
is the prime function of your de- 
partment, as in construction or 
contract production, this can be 
used very effectively. 

5. An expediting board listing 
important orders, with expected 
shipping dates, dates to contact 
suppliers, etc. indicated by colored 
strings or pegs, can give a very 


corre- 


your 


Choose the right procedure and assign definite 
— responsibility for follow-up. You'll get more 


vendors and render 


greater service to your operating departments. 


graphic picture of the progress of 
your orders. 

6. A periodic examination of 
every purchase order in your nu- 
merical or alphabetical “open” 
file is recommended if delivery 
problems are not acute and your 
quantity of orders, por expediter, 
is not large. It is suggested that 
only a predetermined portion of 
the numerical or alphabetical file 
be examined on a given day, thus 
making a complete check of every 
cpen purchase order within a 
specific and regular period of 
time. 

7. Individual file folders, with 
labels for purchase order number 
and supplier's name and sliding 
visible date tabs along the top 
edge, are effective. The entire file 
is quickly examined daily and the 
purchase orders with date tabs 
set for that particular day are re- 
moved and given attention. 

8. Make use of your supplier’s 
representative’s visits. When he 
calls, remove all of the “open” or- 
ders to that supplier from the file 
and discuss them with him. Point 
out urgently required orders, 
routine orders that have appar- 
ently been delayed, and any dis- 
crepancies that may prevail. 


Select one, or a combination of 
the above methods to bring to 
your attention the orders that 
need expediting. Then make your 
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contact with the supplier by one 
of the following means. Let con- 
venience, the urgency of the situ- 
ation, and your budget determine 
the proper means of contact. 

1. Form letters requesting de- 
livery information. The form may 
be returned with the supplier’s 
promises and comments noted on 
the letter. 

2. Postal cards with a return 
stamped card attached make it 
convenient for both the supplier 
and the purchaser. 

3. Dictated letters give each 
situation a “personal touch”, 
thereby obtaining more attention 
from the supplier. They are rec- 


ommended only where expediting 
is of sufficient import to overcome 
the increase in stenographic costs. 
4. Telegrams. 
5. Telephone calls. 


6. A personal visit to the sup- , 
plier by one of the purchasing ° 


staff. 


The use of persistent, coopera- 
tive, and courteous expediting is 
actually an educational process. 
It will teach your suppliers to 
give accurate shipping promises 
on receipt of orders. 

These accurate estimated ship- 
ping dates will enable you to de- 
termine dependable delivery 


Some Basic Expediting Forms 





dates. It is better in most cases 
to speak in terms of delivery 
dates, not shipping dates, when 
relaying information to your us- 
ing departments. 

Your delivery information may 
be compiled for periodical reports 
to specific using departments, 
management, or for use in your 
own department. 

Whether or not your delivery 
information is published, it will 
be readily available for persons 
requesting it. Having better de- 
livery information and better de- 
liveries will certainly give your 
company better service. That’s 
the goal of good expediting. 

















File folder (above) with tab groups all data 


in one spot, permits 


daily check. Postal card 


(left) with return card attached are con- 


venient for buyer and su 
(right) has space t on 
and return by vendor. 
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Buyer-Centered 
Follow-Up 
Cuts Shortages 


Weekly meetings and well designed control charts 
have helped Solar Aircraft buyer slash number of 


overdue items by over 70%. 


No MATTER how well a buyer 
may negotiate for price or how 
selective for quality he may 
be, he hasn’t completed his job 
until he gets the order into his 
plant on time. Months of cost re- 
duction savings can be wiped out 
by a single production stoppage 
due to a shortage of material or 
parts. 

At Solar Aircraft Company a 
follow-up system which puts re- 
sponsibility directly on the buyer 
has reduced overdue items from a 
high of 24% to the present low of 
less than 5%. Percentages are 
computed by comparing the total 
number of outstanding items to 
the number of items currently 
overdue. 

Solar’s follow-up system covers 
items “overdue” and “on short- 
age.” Overdue items are those 
not received by the date nego- 
tiated between the vendor and 
the buyer. (This is not necessarily 
the date the items are required 
for production because in some 
instances it may be physically im- 
possible to produce the parts or 
obtain the material in the time re- 
quired.) Items on shortage are 
those which are not received by 
the date they are required by the 
manufacturing division. Short- 
age problems may be caused by a 
number of events beyond the 
buyer’s control. They may be a 
result of: 

Failure to initiate a requistion 
in time; 

Unexpected scrap problems; 

Rejecting or withholding parts 
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or material for quality reasons; 

Improper scheduling; 

Clerical error. 

Solar’s follow-up system starts 
functioning right after the order 
is issued. The purchase order and 
other documents are filed alpha- 
betically in an “outstanding” file. 
The files have a row of numbers 
representing days of the month 
across the top. A tab is placed at 
the top of each file on the date on 
which delivery is to be checked. 
The period of time between the 
negotiated date on the purchase 
order and the tabbed date for 


check varies with the type of 
item involved. For instance, the 
follow-up time for off-the-shelf 
items can be considerably closer 
to the date required than that for 
forgings, castings and other parts 
which require time to produce. A 
buyer may want to initiate follow- 
up on the latter type of items 
several weeks or even months be- 
fore delivery is required. Periodic 
follow-up is then required be- 
tween placement of the order and 
delivery. 


Daily Check 


Each morning the buyer pulls 
the folders tabbed for follow-up 
that day. Action may be in the 
form of a telephone call, a tele- 
gram, a letter or a personal visit 
to determine the exact status of 
the program. The information and 
whatever additional action is 
taken are noted in the file on a 
follow-up sheet. The tab on top of 
the file is then moved to the next 
check date. 

In order to save time on follow- 
up, all suppliers are requested to 
give weekly reports to buyers on 
forms provided by Solar. These 
forms show the status of all out- 
standing orders in the vendors’ 
plants. The forms are helpful, 
but inevitably some suppliers are 


Solar Aircraft’s purchasing Manager, Russell L. Stevens, left, thrashes out 
delivery problems with his supervisors. 
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Buyer performance on overdue items is recorded on charts 
like this one. Friendly competitive spirit is thereby stimulated. 


lax in providing the information 
required. 

All delivery information is post- 
ed on a form sheet for each folder 
even though copies of telegrams, 
letters and other documents may 
also be placed in the purchase or- 
der file. It is in chronological or- 
der and readable form. 


Weekly Reports 


Buyers report to their super- 
visors each Monday morning on 
their activities for the preceding 
week. Their reports include: 

1. Number of requisitions not 
placed. 

2. Number of open items. 

3. Number of overdue items. 

4. Number of items on shortage. 

5. Date of oldest untyped requi- 
sition on a buyer’s desk. 

6. Number of requisitions re- 
ceived. 

7. Number of purchase orders 
typed. 

8. Total dollar value. 

9. Number of change notices 
and revisions. 

Charts of overdue items are 
prepared for all buyers. They are 
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discussed each week at meetings 
with supervisors. The follow-up 
performance of all buyers is 
shown on the same chart in order 
to foster a competitive spirit and 
to assist in evaluating individual 
performance. 

The material control depart- 
ment prepares weekly schedules 
showing all items which are on 
shortage. Delivery information 
shown on the schedule is provid- 
ed by the buyers. The entire 
schedule is reviewed each week 
iby representatives from material 
control with the manager of the 
purchasing division, supervisors 
and the buyers concerned. The 
status of each item on shortage is 
reviewed, and material control is 
given all information available 
relating to delivery. 

All shortage items are not nec- 
essarily overdue, and all overdue 
items are not on shortage. Be- 
cause of accelerated production 
or delay in. ordering, materials 
may be on shortage for manufac- 
turing before their specified de- 
livery date. 

In some cases, items may be 


shown on shortage which have 
not even been ordered—a result 
of the time lag between creation 
of the shortage and preparation 


_ of a requisition. Conversely, be- 


cause of production programming, 
items which are overdue as far as 
delivery date is concerned may 
not be needed in production and 
will not appear on shortage sched- 
ules. 

When a material control super- 
visor finds a critical shortage, he 
notifies the buyer concerned. The 
buyer then is required to make a 
daily report to material control 
describing action taken the pre- 
ceding day and current status of 
delivery. These brief reports are 
made the first thing each day. 

As shortage items are delivered 
to the plant, buyers are notified 
and the items are deleted from 
shortage schedules. 

Bar charts are maintained to 
show the number of shortage 
items being policed by individual 
buyers. Percentage charts for in- 
dividual accomplishment are not 
kept for shortage items because 
the conditions are not usually 
within the control of the buyer. 


Central Responsibility 


Ultimate responsibility for time- 

ly delivery of purchase orders is 
vested in the manager of purchas- 
ing who is responsible to the plant 
manager. The purchasing man- 
ager holds conferences with su- 
pervisors and buyers whenever 
necessary. Regular meetings are 
scheduled each Monday to review 
buyers’ weekly performance re- 
ports. One of the items for dis- 
cussion at these meetings is de- 
livery of overdue and shortage 
items. Buyers’ conferences are 
held each Friday. 
Close coordination is maintained 
between Solar and its vendors— 
frequently by personal visits by 
the purchasing manager, super- 
visors and buyers. Matters con- 
cerning delivery are discussed, 
and assistance is offered to insure 
prompt action. 

Follow-up is a continuous job, 
but it delivers the goods when 
you need them. The success of the 
system depends directly upon 
continuous attention by supervis- 
ors and the manager of the pur- 
chasing division. 
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Get the Most Out of 


Every Interview 


By Stuart F. Heinritz 


Voxumes have been written about the tech- 
niques of sales interviews, but almost exclusively 
from the salesman’s angle. This is natural, be- 
cause the interview is primarily a device of sales- 
manship, and traditionally the salesman has the 
more active role. The interview usually takes 
place at his instance, so he starts with the ad- 
vantage of having the initiative in setting the 
theme for the conversation. He is specifically pre- 
pared for the meeting, and comes to it with a 
definite plan of campaign. He has one fixed 
objective to sell. He generally has one partic- 
ular product, or product line, with which he 
is thoroughly familiar. Repeated experience has 
taught him the approach and the arguments that 
are most effective and the points that should be 
judiciously avoided or glossed over. The cumula- 
tive experience of his entire sales organization 
and the ingenuity of his sales manager have been 
combined into a tested form of presentation that 
can be studiously rehearsed. And he has been 
trained to apply all of these elements so as to 
achieve that magical sequence: 

Attention 

Interest 

Desire 

Action! 

The possible reactions of the man on the other 
side of the desk have also been anticipated and 
catalogued, with a ready-made answer for prac- 
tically every question that may conceivably be 
raised, calculated so as to turn an objection into 
a supporting argument, or at least to lead the 
discussion round again to a resumption of the 
planned presentation. 

This is not to suggest, even remotely, that 
scientific salesmanship is tainted with chicanery. 
Quite the contrary. It is a legitimate and highly 
skilled art, bending all the resources of applied 
psychology to the ends of successful suggestion 
and persuasion. And it works. The soda foun- 
tain clerk who is drilled to ask, with brisk casual- 
ness, “Will you have one egg or two in your milk 
shake?” sells many a crate of single eggs where 
none at all were contemplated by the thirsty 
customers. The point is that if you are going to 
engage in that sort of a duel professionally, you 
had better know the strategy and the weapons 
and have a few weapons of your own. 

The buyer has less opportunity to prepare for 
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a particular interview than does the salesman. 
He rarely knows exactly what lies ahead in the 
day’s work—who may be coming to call on 
him, and on what errand. He has a few minutes, 
at best, between the time the salesman is an- 
nounced and the time he is received. The buyer 
deals not with one product, but with many. In 
successive interviews he may have to switch 
from a discussion of crating lumber to isotopes 
to precision castings, to carbon paper, to elec- 
tronic computers—a feat that requires a high 
degree of mental agility. So his preparation must 
be general rather than specific, to be ready for 
all comers. Nevertheless, there is quite a little he 
can do in preparation. 

One thing he can do is to keep his records in 
such form that when he calls for the file on a 
commodity or a vendor, he will have all the per- 
tinent facts clearly before him. He will be re- 
minded that the issue in a particular case may be 
one of deliveries, or some special aspect of quality 
or application, or competitive prices, and the 
discussion can be centered upon that point. If 
the item is currently the subject of a value 
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“Now then ... how soon can you deliver? 





analysis project, it will be so signalled in the 
record, and the conversation can be turned to- 
ward specific information and suggestions bearing 
upon that study. The buyer should be a good 
listener, but not an aimless one. When he can hon- 
estly and convincingly say, “I’m glad you called 
today because I want to ask you... .” he gains 
the initiative in the interview and opens the way 
for a pertinent and constructive discussion rather 
than one dealing in sales generalities. 

The purchasing agent is not expected to know 
as much about each individual product he buys 
as the salesman who is a specialist in that line, 
so one purpose of all interviews is to gain in- 
formation. But on one phase he should be better 
informed than the man across the desk, and that 
is in relation to the particular need and usage 
in his own company. He shold be so steeped in 
that knowledge as to be able to make it the 
touchstone for every other point that may be 
raised, holding the conversation to that theme so 
that it may be pertinent to his own interests. 

As a matter of routine procedure he should 
require that when a salesman is announced, his 
company affiliation and product are also made 
known. There is no place for the “mystery chal- 
lenger” in a business interview. 


Defining the Objective 


Due to the pressure of time and a desire to 
come quickly to the point of an interview, some 
buyers are inclined to be impatient of the normal 
amenities at the beginning of a meeting. As a 
matter of fact, this may be very valuable time for 
the buyer and should not be hurried. It is his 
opportunity to appraise the importance of the 
visit, to determine how much time can profitably 
be devoted to it, to set his own objectives and 
formulate his plan. 

The course of the interview and its usefulness 
































will depend largely on the clearness with which 
the buyer defines his objective—what he wants 
to accomplish. It may be a routine interview, 
chiefly concerned with maintaining the contact; 
in that case, the purpose can be achieved with a 
minimum of time spent by both parties, consist- 
ent with courtesy and good will. It may have to 
do with some specific purpose such as negotia- 
tion or adjustment, in which case the buyer will 
presumably have marshalled his facts in advance. 
It may be in connection with a new requirement 
or new development, or a special proposal, where 
the best procedure is usually to follow the sales- 
man’s planned method of presentation, but al- 
ways bearing in mind the best of pertinence to 
the buyer’s need so as to keep the discussion on 
the beam and avoid lengthy digressions. If the 
topic is of a technical nature, or concerns manu- 
facturing methods, so that others in the company 
should participate, that should become evident 
fairly early in the interview. It will save time all 
around to call them in at once or to set up a future 
interview when they can be present. 

In most cases, the initial objective can be de- 
fined as obtaining some sort of information. Even 
in the case of the routine interview, this should 
be made a part of the objective. No interview 
time is wasted if information is acquired, pro- 
vided the buyer knows what it is he wants to 
learn—about the product, about terms and trade 
practices, about suppliers’ facilities, about market 
conditions and trends. The more specific he is 
in his inquiries, the more useful and profitable 
the interview will be. The buyer who does not 
set himself an objective early in the course of 
the interview, and then hew to the line, is the 
one who wastes interviewing time and is frus- 
trated in the end. 

As the interview develops, the objective be- 
comes more concrete, since information is not an 
end in itself but is the basis for decision and ac- 
tion. Information establishes an area of common 
interest. This opens the way for negotiation (also. 
an interviewing process) and eventually for the 
act of purchase and sale, fulfilling the functions 
of both parties. In these later stages, the buyer 
has a more positive role, as definite as that of the 
man who wishes to sell. His objectives then are 
(1) to secure the best possible value, on the most 
satisfactory terms, and (2) to establish his posi- 
tion as a desirable customer, deserving favorable 
consideration, just as the salesman seeks consid- 
eration for his company as a desirable source of 
supply. 

Questions and Answers 


Obviously, information cannot be acquired 
without understanding. There is no useful pur- 
pose served by bluffing, which is generally quite 
easily detected anyway. The informed salesman 
loses respect for the buyer who resorts to this 
tactic and, since he sees that he is not getting his 
story across he may be justified in going around 
or over the head of such a buyer. 

The way to understanding, the give and take 
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of the interview, is essentially a matter of ques- 
tions and answers, even though they may not be 
expressed in exactly that form. If the buyer has 
any doubt of his own ability to keep the issues 
completely and clearly in mind in a conversation, 
he will do well to jot down any and all questions 
that occur to him as the interview progresses. 
This has a psychological as well as a practical 
value in keeping the discussion pertinent. 

The salesman is entitled to the privilege of pre- 
senting his complete story, so long as it is perti- 
nent and timely, and presumably his prepared 
plan of presentation is the most logical and in- 
formative method. If the buyer’s question is one 
on which understanding of subsequent points may 
depend, he may interrupt the presentation to get 
a clarification. Interruptions are also in order if 
the conversation becomes overlong or strays from 
the point. Otherwise it is usually best to let the 
planned presentation take its course. Many of 
the buyer’s questions may be answered without 
being asked, and can be checked off. If they are 
not, he should take the initiative in his turn, re- 
questing amplification of some points or definite 
statements on points that have not been covered, 
as the case may be. 

From the buyer’s standpoint, the interview is 
not complete until he has a satisfactory answer 
to every question on his list, and until the buy- 
ing factors have thus been established as well as 
the sales factors—i.e., until there is a mutual 
understanding. 

In the course of the interview, it is likely that 
some questions will also be asked of the buyer. 
On questions of fact, which will be helpful in de- 
fining the situation and developing a proposal, 
his answers should of course be accurate and as 
frank and complete as possible without violating 
confidential information. This is a part of the 
interchange of thought that is the essence of the 
interview. 

Many good salesmen—those who are most wel- 
come and usually most successful—key their 
sales presentation to the buyer’s viewpoint and 
need, recognizing his problems and putting them- 
selves in his place. Indeed, the “you” approach 
is highly esteemed as a sales technique. Even so, 
this does not automatically settle every issue. 
There is likely to be some sparring for advan- 
tage, and the buyer should be alert to keep his 
own interests and advantage in the forefront of 
the discussion. 

Terminal Facilities 

The conservation of time is an important as- 
pect of interviewing, but this does not mean that 
the interview should be hurried or arbitrarily 
curtailed. Rather it means that the time should 
be efficiently utilized by sticking to the point of 
the interview and avoiding outside interruptions 
during calling hours, and that the meeting 
should not be unduly prolonged after its purpose 
has been accomplished. There is only one rule 
as to the proper length of an interview. It should 
be just as long as is necessary for the business in 
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hand. And the purchasing agent is the one who 
has to make this decision. 

In appraising the interview from this angle, 
the buyer has several common sense criteria to 
guide him. Has the pertinence (or lack of perti- 
nence) of the seller’s errand been established? 
Has the buyer’s position been made clear? Has 
the buyer obtained the information he wants? 
Has he attained his other objectives in the inter- 
view? Have the controversial questions, on both 
sides, been resolved so far as possible without 
the needs for further reference or research? Has 
progress been made toward a mutual understand- 
ing and agreement, laying the foundation for a 
continuation (but not merely a repetition) of the 
discussion at a later and perhaps more decisive 
meeting? 

When such a point has been reached, if the 
conclusion does not come of its own accord, the 
buyer should courteously but firmly terminate 
the interview. He can do this by pointedly closing 
the file folder before him or pushing aside his 
notes; or by asking the salesman for his “leave 
behind” literature; or by requesting a written 
confirmation of the points of agreement that have 
been reached; or by restating the status of the 
negotiation as he sees it and the issues that are 
still to be resolved. Best of all is to extend a defi- 
nite invitation or appointement for a further 
meeting if such action is warranted. It is rarely 
necessary to resort to the device of signalling for 
a contrived telephone interruption and a hypo- 
thetical call to other business, but a standard 
policy of reannouncing waiting callers after a 
reasonable time has elapsed may be helpful. It is 
easy enough to shut that off if the current inter- 
view demands more time. 

The manner of termination is important to good 
will in sales relationships. Every salesman 
should be left with the feeling that he has had a 
fair hearing. The door should be left open for 
succeeding calls, with desire on the salesman’s 
part and welcome on the buyer's side. It is the 
continuing relationship, not the individual inter- 
view, that is most significant. 

About the hardest thing a purchasing agent 
has to learn is how to say “no” without incurring 
resentment or impairing business friendships, and 
from the bald mathematical ratio of sales effort 
to purchase volume, this is the buyer’s problem 
more often than not. The only way he can con- 
sistently do this convincingly lies within himself. 
If he is not naturally endowed with this gift, he 
must try to develop the feelings and attitudes 
that enable a man to do a necessary impersonal 
act firmly and fairly, in a personal and friendly 
way. Techniques alone are not enough. The pur- 
chasing-sales contact remains one of the most 
personal of all business relationships, and the 
honesty and fairness of the decision must be com- 
municated along with the act. Perhaps the best 
counsel on this point is to paraphrase the advice 
that has already been cited for the salesman, and 
to admonish the buyer to put himself in the sales- 
man’s place. 
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It's a difficult art. Often the first step is 

to throw the purchasing manual out the window. Here’s 

the play-by-play of how one experienced buyer handles the 
hazards of buying in a strange town from unknown suppliers. 


rs LATE November. A cold 
rain is coming down. You're 
standing shoe-deep in mud in an 
open field 10 miles from East 
Bergville waiting for the project 
engineer. Your job: P.A. for a 
construction company. 

You’re “on location” because 
this is the best way to set up field 
purchasing contracts. The key to 
successful purchasing on a con- 
struction job is personal contact 
—it’s also more efficient, saves 
money and can often mean new 
business for your company. 

However, there is one major 
drawback to personally negotia- 
ting all field purchase agreements. 
Frequently you find yourself in 
a strange town where you don’t 
know the local suppliers and 
where competition among vendors 
is limited. That’s when the pur- 
chasing manual goes out the win- 
dow. 


Purchasing's Responsibility 


No one has devised a set way 
of operating under these condi- 
tions. But there are two basic 
principles to follow when arrang- 
ing field purchase contracts: 

(1) try to see the top people in 
any company you're doing busi- 
ness with; (2) remember that pur- 
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An Inside View 


By Gordon P. Smith 


Purchasing Agent, Dravo Corp., Pittsburgh, Pa. 


chasing has an important respon- 
sibility for public relations—both 
in the community and with local 
suppliers. 

Here, for example, is how we 
handled field purchases for a re- 
cent construction job near a small 
town in the South: 

The purchasing agent arrived in 
town about a month before con- 
struction was scheduled to start. 
Before he even unpacked his suit- 
case, he was on the phone inviting 
a dozen of the town’s leading 
citizens to lunch the next day. 
Included were the mayor, head 
of the local Chamber of Com- 
merce, some bankers, president of 
a trucking line and a few other 
civic leaders. 

Purpose of the lunch was to 
help Dravo become a part of the 
community while we were doing 
the construction work and also to 
get a line on who were the best 
suppliers in town. The luncheon 
guests were told that Dravo 
wanted to spend money in the 
community. It also was stressed 
that our company wanted a fair 
shake on prices and quality. 

When the luncheon was over, 
the P.A. left with a list of recom- 
mended suppliers and also some 
new friends in important places. 


of Field 


The next step was to follow up 
the vendor leads. On such field 
safaris, it often pays to call on 
the vendors cold. Ask for the 
president or plant manager and 
be vague about why you are call- 
ing. If you’re mistaken for a sales- 
man, so much the better. You can 
get an entirely different slant on 
a vendor if he thinks you're a 
salesman rather than a P.A. who 
has just arrived in town, money- 
bag in hand. Salesmen aren’t 
always greeted with open arms. 
I once cooled my heels in a re- 
ception room where there was a 
prominent sign reading, “We shoot 
every third salesman. The second 
just left.” 

If it’s possible, try to have in- 
formal talks with the men in the 
vendor’s plant. This can be most 
informative. Recently I called on 
a trucking company and noticed 
that they had a fine looking fleet 
of trucks. But in talking to some 
of the drivers, I learned that they 
didn’t have enough trucks to han- 
dle the extra business we were 
thinking about giving them. This 
isn’t the kind of information 
you normally get frem an order- 
hungry sales manager. 

Once you find the vendors you 
want, try to establish as friendly 
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P.A. for Dravo Corp.’s Machinery Div., Gor- 
don Smith has found that personal contact 
with suppliers is the best way to solve the 
intricate problems of field purchasing. 


Purchasing 


a relationship as possible. It’s sur- 
prising, particularly in dealing 
with small companies, how often 
the price of materials will drop 
15 to 20 per cent if you’re able 
to strike up a good relationship 
with the supplier. 


Renegotiate Contracts 


On Dravo jobs, almost all field 
purchase agreements are set up 
on a fixed-price blanket-order 
basis with credit and payment 
terms established. Once the terms 
have been negotiated with per- 
haps several reputable suppliers, 
the field superintendent issues or- 
ders against the blanket order. 
If market conditions change and 
we feel the contract price should 
be adjusted, we phone the vendor 
and talk it over. This is another 
case where it pays to be on good 
terms with suppliers. 

If we need any items which 
aren’t covered under the blanket 
contract agreements, the field su- 
perintendent has a free hand up 
to $250. Above that amount, the 
purchases must be approved by 
our Office. 

This system is a marked im- 
provement over the way we used 
to handle the problem. Previously 
field superintendents were pretty 
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much on their own. Since most 
of them were unfamiliar with 
purchasing techniques and be- 
sieged with labor and other con- 
struction problems, it’s not sur- 
prising that many of their buys 
weren't the best. But now that 
we try to know the field suppliers 
personally, we not only get better 
buying but also can exercise more 
control over all phases of con- 
struction purchasing. Further, by 
giving this service to our con- 
struction men, they contact us 
about their material needs before 
they become purchasing problems. 

This close personal contact with 
suppliers is just part of a pur- 
chasing agent’s overall public re- 
lations responsibility. Purchasing 
has just as much opportunity to 
practice good public relations as 
the sales department does. Most 
purchasing agents see more people 
from other companies in a day 
than several salesmen put to- 
gether. And purchasing has the 
advantage of being in the position 
to spend money rather than ask 
for it. 


Purchasing Can Help Sales 


You never know exactly how 
or why good public relations pays 
off. It may be that one of your 


suppliers will end up being a cus- 
tomer. This doesn’t mean reciproc- 
ity. But if you have something 
that someone else needs, if your 
price is right, and you can do a 
good job, it doesn’t hurt to have 
established good public relations 
from the buying end. 

There’s another way public re- 
lations pays off. Frequently sup- 
pliers hear about local construc- 
tion projects long before there’s 
any general news about them. If 
you have done business with them 
in the past, they may give you an 
advance tip about a project that 
is being scheduled. This gives 
your company a chance to make 
an early bid. 

There’s one other way a pur- 
chasing agent can practice good 
public relations. Be sure you have 
an attractive, pleasant reception- 
ist in your office. [Ed. Note: At 
Dravo, the receptionist is a former 
Conover model.] If you have 
ever spent any time at all sitting 
in reception rooms, you know that 
the receptionist gives you your 
first impression of the company 
Why not make that first impres- 
sion a good one? You never know 
when the “salesman” calling on 
you may be another purchasing 
agent. 
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From bar stock to finished part in four basic stages. Bar stock is cut off 
then it is upset. Rough and finish machining operations follow. 


What the P.A. Should Know About 


Upset Forgings 


By T. C. DuMond 


A THIRD FORGING process is 
known variously as upsetting, up- 
set forging, or machine forging. 
Upset forging is one of the less 
glamorous metal forming methods, 
but even though it is less well 
known than it might be, the proc- 
ess is steadily making records of 
better than 50% metal savings on 
many types of parts. Savings of 
this degree are in comparison with 
machining parts from solid bar 
stock, the most likely method of 


This is the tenth in a series of 
articles on the technical aspects 
of purchasing. The material that 
will be presented is meant to 
provide a “refresher course” for 
experienced buyers and basic in- 
struction for trainees or buyers 
new to specific commodities. Mr. 
DuMond is the author of the 
well-known book, “Fabricated 
Materials and Parts” (Reinhold 
Publishing Corp., New York.) 
A mechanical engineer, he has 
spent years in technical writing 
and editing. He has published 
two other books on engineering 
materials and fabricated shapes. 


making parts of the size and 
shape being considered. 
Applications of the process are 
not as widespread as those of drop 
or press forging, but the method 
has most advantages of these pro- 
cedures plus some of its own. The 
nature of the process is such that 
it is applicable only to parts of 
cylindrical shapes that are usual- 
ly, but not always, symmetrical. 
Upsetting is commonly used to 
produce such items as axle shafts, 
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pinions, axle housings, valves and 
valve stems, engine cylinders, 
worm gears, socket wrenches, 
bolts, rivets, caps and cones. 
Clevises and forks, which are not 
necessarily symmetrical, can also 
be made as upset forgings. 

Among the advantages peculiar 
to machine forgings are the low 
labor costs involved, low finish- 
ing costs and scrap loss and the 
high speed of drop forging. Prop- 
erties of parts made by this meth- 
od compare favorably with those 
by the other hot forging methods. 
When shapes required are com- 
patible with the process costs can 
be considerably lower than for 
either drop or press forging. Up- 
setting is frequently used to make 
blanks for subsequent drop forg- 
ing. 


The Process 


The first major difference be- 
tween upsetting and the other hot 
forging methods lies in the fact 
that forging machines for up- 
setting operate horizontally. Form- 
ing is done in two steps. Bar stock 
is fed into the machine, in proper 
lengths, into a stationary die. At 


this point, movable dies grip the 


stock back of the area to be 
formed. Metal beyond the holding 
die is then forced into the opening 
of the forming die by a heading 
tool which pounds the metal into 
place. When the final shape is 
achieved, the finished part is 
sheared from the remaining bar 
stock. 

Each step in the process is 
known as a pass. Simple shapes 
are made in one pass; complex 
shapes in two or more passes. 
When severe contours are re- 
quired it is usually more satis- 
factory to use several different 
sets of dies. In the latter instance, 
the variety of tooling might ex- 
ceed that used for other forging 
processes. 

Forging machines are classified 
according to the bar size they are 
capable of handling and range in 
size from % inch up to 9 inches. 
Machine sizes effectively restrict 
the range of part sizes. Because 
of the action of upsetting ma- 
chines, moderately large pieces 
can be made from small diameter 
bar stock. 

Generally, assuming that the 
application is well chosen, up- 


Ausust 18, 1958 


setting is less expensive than 
other forging methods. The great- 
est saving is on labor, because 
this operation is more nearly auto- 
matic than the others. On small 
parts, production can range from 
50 to 200 pieces per minute. 


Cost Factors 


Materials cost are, of course. 
with those for either 
drop or press forging. These costs 
fall into the low to moderate 
range. 

Die costs could be somewhat 
higher than for other forging 
methods, depending upon the 
number of sets required to com- 
pletely shape the parts. 

Quantities required to justify 
machine forging are in the high 
range. Naturally, the more parts 
involved the less will be the cost 


identical 


piece. Large quantities are 

essential when several 
passes, and consequently, several 
die sets, are required. 

Finishing costs are in the medi- 
um range. Unlike other forging 
methods, upsetting does not result 
in a flash formation on parts. 
Therefore, there is no need for 
a trimming operation. 

Scrap loss is at a minimum. 
As shown, there is no flash, so 
no metal is lost in this manner. 
What scrap there is comes from 
the stub ends of bar stock which 
are too short to be fed into the 
machine’s gripper dies. 


per 
most 


Materials 


Materials present no particular 
problem to an upsetting machine. 
Virtually any metal or alloy that 
is considered forgeable is suitable 





It is possible to upset a wide variety of shapes starting with round bar 
stock. With parts like these upsetting can cut costs substantially. 
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for making machine forged parts. 
The range of materials is much 
greater than can be formed by 
press forging. Included are: car- 
bon and alloy steels; stainless 
steels; and copper, aluminum and 
magnesium alloys. These metals 
are formed hot at temperatures 
comparable to those used for drop 
forging. 


Advantages and Limitations 


As might be assumed, the form- 
ing action of upsetting or machine 
forging results in a metal struc- 
ture similar to that provided by 
drop forging. Thus, many of the 
advantages and limitations of that 
process also apply to parts of this 
type. 

Additional plus and minus fea- 
tures to be considered for machine 
forgings include: 

1. Parts capable of being pro- 
duced are limited to those 
which are cylindrical in 
shape. 

. Size of parts is limited to 
that which can be formed 
from 9-inch maximum bar 


Upsetting is not only cheaper than machining from bar stock in many cases, 
it also gives a grain structure that is greatly superior. 


70 


stock. Small diameters are 
best suited to the process. 


. Certain design restrictions 


are less rigid than for other 
forging methods because the 
dies are moveable and do not 
interfere with part removal. 


. Dimensions can be held with- 


in somewhat closer limits 
than in other forging meth- 
ods. 


. No metal flash is generated 


in upsetting. Therefore, it is 
not necessary to trim parts 
after forming. This feature 
also reduces scrap losses. 


. Scale marks are more likely 


to develop in forging certain 
materials by this process than 
in either drop or press forg- 
ing. Thus, it might be neces- 
sary to provide more surface 
metal for subsequent ma- 
chining. 


. It is often possible to save 


on metal requirements by 
using upset forged parts. The 
process forces a section of 
metal of small diameter to fill 
a larger diameter die open- 


ing, thus, in effect, increas- 
ing its diameter. This process, 
then, is almost the opposite 
of the machining process in 
which a larger volume of 
metal is whittled down to a 
smaller size. 


Sizes and Limitations 


Because the standard upset 
forging machines range in size 
from 1 inch to 9 inches, it can 
be seen that the smallest parts 
must have diameters in excess of 
1 inch. At the other extreme, the 
top size limit is between 12 and 
15 inches, depending upon the de- 
sign of the part. Lengths of the 
upset portion of a bar can be as 
much as three times the diameter 
of the bar for one blow of the 
machine without danger of buck- 
ling. Weight, of course, depends 
upon the overall part length, 
which is variable, and the metal 
being formed. 

Although upset forging is capa- 
ble of producing parts to dimen- 
sional tolerances as close as plus 
or minus 0.005 inch, more satis- 
factory tolerances are in the range 
of plus or minus 0.030 to 0.010 
inch. The degree of accuracy de- 
pends upon many factors, most 
important of which are the metal 
being forged and the design of 
the part. When extremely close 
dimensional tolerances are need- 
ed, coining is usually required. 


When to Choose 


Upset forging should never be 
considered unless _ substantial 
quantities of parts are required. 
Just how many this might be de- 
pends to a considerable extent 
upon whether or not the part is 
of complex shape. If the die re- 
quirements are relatively modest, 
then the quantities required to 
make the part economically will 
not be as high as for difficult 
shapes. ; 

Next, comes the matter of shape 
and size. If the part is between 
one inch and 15 inches in diam- 
eter and is both cylindrical and 
symmetrical, upset forging can be 
considered. Finally, one must 
consider the materials problems. 
In this regard there is ample lati- 
tude with upset forgings, because 
most materials that are considered 
forgeable can be shaped by the 
method. 
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. 
SEVEN YEARS ago, Industrial 
Nucleonics Corp. grossed $300,000. 
Today, with annual sales of better 
than $5 million, purchasing is re- 
sponsible for almost $2 million. 
Hard pressed to keep up with the 
pace in this “young company in 
a hurry”, 31-year-old Purchasing 
Agent J. D. Spillers has had to 
continually streamline his forms. 

Most of the 900-odd purchase 
orders issued each month are for 
complex computer elements, re- 
cording instruments, and other 
components. In a business where 
scientific advance is so rapid that 
new components coming on the 
market constantly obsolete in- 
ventory, fast turnover gets top 
priority. That’s why all quotation 
requests are sent by air mail. It 
adds emphasis to a routine form. 

Purchasing recently developed 
a system using a combination Pur- 
chase Order-Receiving Report- 
Inspection Report-Request for 
Quotation and Follow-up. It is 
unique in form and makes short 
work of all these operations. 
The system has these advantages: 

1. Pricing information appears 
on all copies. 

2. Invoice processing is greatly 
speeded up, since there is no ref- 
erence to price history. 

3. Receivals have complete his- 
tory of specifications, receiving 
inspection, and prices. 

4. Specifications are spelled out 
for vendors and all departments. 

5. Thirty to thirty-five per cent 
of previous clerical effort has been 
eliminated. 

Here’s how the system works: 
A specification sheet listing de- 
tailed requirements comes to pur- 
chasing from engineering. A girl 
types all information from the 
spec sheet on to the purchase 
order form, but doesn’t date the 
form. Then she snaps out the re- 
quest for quotation copy, fourth 
in the combination set. Duplicates 
for each vendor are then run off 
on a duplicating machine, ad- 
dressed, and a quote date and 
quote request number established 
by the buyer are typed on each 
one. The vendor is asked, by 
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High Speed Forms For 
High Speed Buying 


Every piece of paperwork you use requires some 
kind of action. Here’s how one purchasing depart- 
ment cuts time and cost with a combination, multi- 


functional purchase order form. 


By C. D. Francisco 


Pre-typed purchase order requires 
very little clerical effort to complete 
when order is placed. 


Engineering spe- 
cifications sug- 
gest sources— 
purchasing 
decides who will 
get the order. 
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Receiving and inspection report copies vary in posting and dis- 
tribution—carry special instructions. 


printed instructions, to quote by 
a specific day. Ordinarily this is 
also the purchase order date, but 
it could vary a day later or 
earlier. 

Pertinent information regarding 
the vendor’s proposed perform- 
ance is printed at the bottom of 
the quote request. This includes 
his normal lead time, proposed 
shipping schedule, and tooling or 
special charges. This gives him a 
convenient, fast way to return his 
quotation right on the request 
form. 


Acknowledgment Form Out 


In the meantime, the buyer has 
filed the rest of the combination 
form in an open file under the 
quotation request date. When the 
quotation is returned, the buyer 
decides which vendor will get the 
order. The typist then simply 
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dates the order, addresses it to 
the chosen vendor, inserts his 
price, requested delivery date, 
vendor designated pari number, 
and sends him one copy—the 
original. Experience has shown 
that the vendor either didn’t re- 
turn the acknowledgment copy or 
his own form. So the acknowledg- 
ment copy has been taken out of 
the set. 

When an order is placed, the 
buyer pencils in dates at bottom 
of the follow-up copy and gives it 
to an expediter. He files by first 
pencil date for order follow-up. 
Pertinent questions regarding the 
order are printed at the bottom 
of the follow-up copy. There are 
also printed answers for fast reply. 
Buyers used to take a lot of time 
composing and dictating letters for 
order follow-up, but that’s elimi- 
nated now. 


When a vendor gets a follow-up 
request, it’s a copy of the purchase 
order. He doesn’t even have to 
take the time to look in his file 
for a reference. The communica- 
tion is fast, and eliminates most 
expediting telegrams. 

The combination form is in 
seven parts, each containing print- 
ed information applicable to the 
function of the particular part. 
Copies are distributed to: 

(1) Vendor—original purchase 
order 

(2) Purchasing—vendor file 

(3) Receiving—receiving record 

(4) Vendor—for quotation re- 

quest 

Expediter—for follow up 

Receiving inspection—inspec- 

tion record 

Requisitioner—notification of 

order placed 


Trouble Spots Noted 

Duplicating equipment at the 
receiving area eliminates extra 
receiving copies or another form 
set for partial receivals. Use of 
a variety of colored paper for 
distribution of receiving-inspec- 
tion alerts certain departments 
that rejectable material has been 
received. For example, if the en- 
try at the bottom of the receiv- 
ing-inspection copy notes a re- 
jection, additional copies are 
duplicated on different color 
paper and distributed to pur- 
chasing (blue), to the requisi- 
tioner (white), and affixed to re- 
jected material (orange). If P. A. 
Spillers happens to be out in the 
plant and sees an orange copy of 
a purchase order attached to some 
material, he knows even before he 
gets back to his desk that purchas- 
ing action is required. A quick 
phone call to his office and he 
can find out if action has already 
been taken. If not, and it’s neces- 
sary, he can call the vendor right 
from out in the plant area. 

There are pros and cons with 
respect to the subject of price in- 
formation appearing on all pur- 
chase order copies. P. A. Spillers 
feels that it’s important, particu- 
larly because of the type of items 
they buy, that prices be on all 
copies. Small items may cost 
plenty, but even if they didn’t, 
Spillers knows it’s important that 
other departments appreciate 
what materials cost. 


(5) 
(6) 


(7) 
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Wune SAMUEL JOHNSON 
one time wrote, ‘It is one of the 
maxims of the civil law that defi- 
nitions are hazardous,” no court 
has had the temerity to attempt 
the definition of those two mythi- 
cal features, a reasonable time 
and the reasonably prudent man. 

In its performance of a subcon- 
tract for the furnishing of 500 
lifting screws for the Army Ord- 
nance Department the subcon- 
tractor ordered from a dealer 
“One 36-tooth” gear. To cut two 
threads to the inch on a lathe 
previously capable of only as low 
as four threads this 36-tooth gear 
was required. 

The gear wrapped in a paper 
bag was delivered by messenger 
to the subcontractor. He neither 
noticed the marking on the gear 
nor counted the teeth. Checking 
the first lifting screw he was satis- 
fied the lathe was cutting two 
threads to the inch. Later pro- 
duction was stop-checked by 
Ordnance Inspectors and 
proved. 

After about fifteen days and 
166 pieces threaded, one was run 
as a matter of routine through 
another machine to clean up 
roughness. By the process there 
was disclosed errors of 1/32 per 
inch over the 22 inch threaded 
portions of the screw. Investiga- 
tion showed a 35 instead of a 36 
tooth gear with the consequent 
scrapping of these 166 pieces. 


ap- 


When to Inspect 


In the suit brought by the pro- 
duction shop the dealer contended 
in its defense that the purchaser 
had failed to examine the gear 
when it had been delivered and 
by that omission and its use in 
these operations, it had waived 
any right it might otherwise have 
had for damages. 

In affirming a judgment award- 
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How Long Can You “Sit” 
On Incoming Goods? 


The courts say you must reject goods within a 
reasonable amount of time. But how long is that? 


Here are some court interpretations of the word 


“reasonable.” 


By Albert Woodruff Gray 


"What's the rush 2" 


IT'S HARD TO SAY WHAT THE PHRASE “A REASONABLE 
AMOUNT OF TIME” MEANS. 


ing the buyer the damages found 
by the jury in its verdict of $8,- 
267, the appellate court said, “The 
dealer would have us hold here 
as a matter of law that the pur- 
chaser should have examined the 
gears immediately, counted the 
teeth and discovered the defect. 
However the law contemplates ‘a 
reasonable opportunity of examin- 
ing them for the purpose of ascer- 
taining whether they are in con- 
formity with the contract.’ 
“What constitutes a reasonable 
opportunity is always a question 
of fact to be determined accord- 
ing to a man’s standard by the 
trier of fact, in this case a jury.” 


Then of the law as it is applica- 
ble generally to the duty of the 
buyer to inspect goods that have 
been purchased the court con- 
tinued, “The buyer’s right of in- 
spection includes a _ reasonable 
time within which to make it and 
imposes on him the duty to make 
it within that time after the goods 
have been received or tendered 
for acceptance, what is a reason- 
able time being a question of fact 
dependent upon the circumstances 
of each case, the situation of the 
goods, the nature of the business 
and the customs of the trade. 
What time may be deemed a rea- 
sonable one is a question of fact 
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to be determined in view of all 
the circumstances of the case.” 

This same illusive definition of 
a reasonable time within which 
defective merchandise must be 
returned or its defects waived by 
the buyer, appears in the decision 
of a Federal court in Michigan a 
few years ago. In that instance 
a radio manufacturer in Grand 
Rapids had ordered from a Wor- 
cester, Massachusetts manufac- 
turer three and a quarter million 
bolts or screws. 

With its return of approximate- 
ly 80° of the first 200,000 of these 
bolts to be delivered the radio 
manufacturer sent a memoran- 
dum, “The following dimensions 
were found to be out of drawing 
tolerance; knurl is tapered .001 
also undersize from .001 to .002.” 

After the receipt of 35,000 more 
of these bolts the purchaser can- 
celled the order for the remainder 
of the goods. 

In its decision of the suit 
brought by the bolt manufacturer 
for a recovery of damages for 
what it claimed was a breach of 
contract, the Federal court said, 
“The purchaser examined the 
bolts received and discovered that 
a substantial number did not con- 
form to specifications, within a 
reasonable time after he received 
them and he gave notice of can- 
cellation of the contract within a 
reasonable time after this dis- 
covery. He was entitled to cancel 
the contract because of the bolt 
manufacturer’s breach of its im- 
plied warranty to deliver bolts 
conforming to specifications.” 


Time For Rescission 


This conclusion the court pre- 
faced with, “The question as to 
what is a reasonable time for 
rescission of a contract, is not an 
abstract question which can be 
answered merely by reference to 
a certain period of time but de- 
pends on the particular circum- 
stances, as the subject matter, the 
relation and location of the 
parties, their opportunities for 
communication, change in condi- 
tion of the property or injury to 
the buyer by delay and any other 
factors which bear on the issue 
as to what should reasonably be 
expected or required. 

“In determining what is a rea- 
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sonable time within which to 
rescind, consideration should be 
given to what is a reasonable time 
for inspection and testing the 
goods, for a reasonable time with- 
in which to rescind includes a 
reasonable time for inspection and 
testing.” 


Buyer's Obligation 


Against this background of 
precedents the conclusion of a 
New York court is inescapable. 
There, of the buyer’s rejection of 
goods as defective six months 
after delivery, it was said, “The 
buyer cannot play fast and loose 
in the matter. Nor is he permit- 
ted to select his own time, consult 
his own convenience and watch 
the rise and fall of the market 
before exercising the right of 
rescission.” 

Absence from these decisions 
and from the statutes of a clear 
definition of the reasonable time 
within which goods must be re- 
jected and the repeated assertion 
of this feature, leaving the burden 
of definition to the dealer with 
only hope and optimism for his 
guide, suggests the remark made 
long ago by Justice Bradley of 
the United States Supreme Court 
“When the question is whether a 
thing can be done or not, it is 
always easy to find persons ready 
to say how not to do it.” 


Definite Period 


However, in an action involv- 
ing a carload of honey that came 
for decision before a Wisconsin 
court many years ago the ghost 
of that conjectural period of rea- 
sonable time was definitely laid. 


"Linspected the machine 


and | want to return it." 


——— 
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That purchase contract among 
other things, provided, “Examina- 
tion and Approval.—— If ship- 
ment is not accepted and disap- 
proved within three full business 
days after arrival and goods are 
subject to buyer’s privilege of 
examination, contract shall be 
considered as fully complied with 
on seller’s part.” 

In the disposition of the con- 
troversy of whether the three 
days ran from the arrival of the 
car or from the time the ship- 
ment had been placed at the dis- 
posal of the purchaser, the court 
said, “The contract is construed 
to give the buyer the privilege of 
examining before approval. This 
being so it is held that under the 
contract the buyer had three busi- 
ness days in which to make such 
examination after the honey had 
been put in a suitable place to 
make the inspection.” 

Another instance of the use of 
this stipulation specifying the 
time within which inspection by 
the buyer must be made, was in 
a contract for the sale of ma- 
chinery by a Texas company. 
There it was stipulated, “Reten- 
tion of any property shipped un- 
der this agreement after five days 
from arrival at destination, shall 
constitute an acceptance of the 
same.” 

Of the effect of this provision 
the court before which this con- 
troversy was brought for review, 
said, “In the absence of any gov- 
erning provision in the contract 
the buyer would have the right of 
inspection upon arrival at desti- 
nation and if the property shipped 
did not comport with the contract 





Mm / 


~ 


4 “ X ye 


THE COURT ALLOWS A REASONABLE AMOUNT OF TIME IN WHICH TO 
INSPECT GOODS. OBVIOUSLY THIS BUYER HAS WAITED TOO LONG. 
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Fresh towel appears 
only when special 
fin, exclusive with 
Nibroc, is pressed. 








Money dribbling away because paper 
towels are being wasted. Stop such waste 
and slash towel consumption up to 20% 
with the exclusive new Nibroc® delayed- 
for use 
with any white or natural shade Nibroc 
multifold towel. No waste butt rolls —no 
time device to get out of order. Trouble- 
free waste-control mechanism discour- 


feed economy towel dispenser 


ages “two-or-more-pulls”— users enjoy 


Nibroc towels that are unexcelled in ab- 


sorbency, strength, softness. Mail the coupon today for case 
histories showing substantial dollar savings. 








CITY STATE 


Brown Company 
150 Causeway St., Boston 14, Mass. 


Please send me case-history proofs of 20% savings with 
new NIBROC DELAYED-FEED ECONOMY TOWEL DISPENSER 


NAME 
COMPANY 


STREET 








BROWN fig COMPANY 


General Sales Offices : 150 Causeway St., Boston 14, Mass. 


Mills: Berlin and Gorham, New Hampshire 


NIBROC TOWELS - NIBROC TISSUE - NIBROC CABINETS +» NIBROC WIPERS 


For More Information Write No. 199 on Inquiry Card—Page 32 
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ne would have the right to refuse 
acceptance. The effect of the 
quoted provision was merely to 
place a 5 day limit upon the exer- 
cise of this right.” 


Fraudulent Sales 


However, irrespective of such 
stipulations or of the repudiation 
of a sale within a reasonable time, 
when the ground for rescission is 
based on fraud, there is no sale, 
hence, no imposition of such re- 
strictions. In an instance of this 
character, jewelry had been sold 
to a North Carolina dealer with a 
provision in that sales contract 
that all right to make claims were 
waived unless such a claim was 
made by registered mail within 
two days of the receipt of the 
goods. 

“We sold some of it,” the pur- 
chaser admitted, “and it was 
brought back in a short time, 
brassy—no gold about it. To sell 
this would ruin a man’s business.” 

When the defense of the worth- 
lessness of these goods was in- 
terposed to a suit for the price 
the seller contended that no no- 


tice of rejection had been given 
as stipulated in the contract. 

“It is probable that a limit of 
two days for inspection would be 
held reasonable where the defects 
are of a character that may be 
disclosed by an ordinary inspec- 
tion but where, as in this case, 
the defects are claimed to be 
latent and such as are not readily 
discoverable by inspection no such 
limitation will protect the seller. 
Under such circumstances the 
buyer’s right of inspection in- 
cludes a reasonable time within 
which to ascertain the quality of 
his purchase.” 


Adjustment Attempts 


Another feature that frequently 
serves to waive the obligation of 
the buyer to give notice to the 
seller of defects, is attempts by 
the seller to overcome the buyer’s 
objections to these defects. In the 
sale of farm machinery in Iowa 
the manufacturer attempted for 
several weeks to adjust the ma- 
chine and overcome its functional 
shortcomings. 

When ultimately 


suit was 
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brought for the purchase price 
and these facts were asserted by 
the buyer in his defense, the court 
ruled, “These trials must have 
covered over nearly the entire 
period during which the machine 
was in buyer’s possession and it 
is quite clear that he was induced 
to keep it and continue the en- 
deavor to make it work by the 
encouragement, assurance and re- 
quests of these representatives of 
the seller. 

“All this was done after the 
expiration of the two day limit 
for giving notice by the purchaser 
and without any claim or objec- 
tion that no notice had been given. 
Under the uniform holdings of 
this court we must hold that the 
requirement for written notice 
was waived.” 

This rule of law that notice 
must be promptly given by the 
buyer of defects in goods which 
he purchases, has been sum- 
marized by Prof. Samuel Willis- 
ton, of Harvard University, in his 
book on the law of sales. 


Implied Assent 


“If the buyer receives goods 
into his possession and fails to 
inspect them until they have left 
the place where he should have 
inspected them or in any event 
fails to do so within a reasonable 
time after he has opportunity for 
inspection, he thereby looses the 
advantage of the condition and 
thereafter is to be treated as hav- 
ing assented to take or keep title 
to the goods. 

“In the early cases it seems to 
have been assumed that the time 
to inspect the goods was as soon 
as they were offered to the buyer; 
but it soon became apparent that 
goods were often of such a char- 
acter or so packed that immediate 
examination was impossible when 
testing or opening the packages 
was essential. The courts have 
allowed the buyer, under such 
circumstances, a reasonable time 
to make the examination. In some 
cases this has been carried very 
far. 

“No more definite rule can be 
laid down than that such a time 
as is reasonable, having regard 
to the nature of the goods and 
all the circumstances of the case, 
is permitted.” 
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protect your products all the way with 


_— " aa * ; ry, Gara 22 ee 
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AMERICA’S MOST WIDELY USED WRAPPING PAPER 


Tough, pliable, with all the original strength of the wood fibres. 
GATUR HIDE. protects your products, your sales, your profits. 


Volume-produced in natural kraft, white or colors. In weights 
and sizes to meet every wrapping need. And, when custom- 
imprinted, GATVR HIJEe wrapping gives your products valuable 
extra advertising and identification through all channels 

of distribution. 


If you have a protection problem in wrapping, handling 
or shipping, call us. You'll get immediate service on all sizes, 
weights and colors from 


your most dependable source of supply... 


INTERNATIONAL 
PAPER 


SOUTHERN KRAFT C vis N 
NEW YORK 


ate 
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| Insulating Material Withstands 
An acid-resistant insulating and 


refra ial has been de- 
refractory material bas been de- Extreme [Temperatures 


ing Corp., One Gateway Center, 
Pittsburgh 22, Pa. The material, 
called Foamsil, is 99% pure fused 
silica. It will not oxidize or absorb 
moisture and is unaffected by all 
acids except hydrofluoric and hot 
phosphoric. 

The material offers continuous 
insulating protection and with- 
stands thermal shock within the 
range of —450 F to 2200 F. The 
insulating value of one inch of 
Foamsil equals 18 inches of acid 
brick at an operating tempera- 
ture of 250 F. 

Foamsil owes its existence to 
Pittsburgh Corning’s success in 
causing pure silica to boil and 
foam. When cooled, a_light- 
weight, rigid, block results. The 
product is essentially the same as 


the opal. It looks like porous brick Demonstrating the insulating qualities of Foamsil, a man safely holds a 


and consists of millions of tiny, 92-inch block of the new material against his face while the block is sub- 
completely sealed air cells. jected to a 6000 F flame from an oxyacetylene torch. 


Man-Made Diamonds Give Higher 
Grinding Efficiency 


Man-made industrial diamonds 

used in grinding wheels perform 

/ Ry: oe an average of 35% better than nat- 
" (011) MAN-MADE AND NATURAL ural diamonds for carbide grind- 

DIAMONDS ing applications. This finding is 

1 RESINOID AND VITRIFIED waeets based on a series of tests con- 

iets aed tN ducted by the Metallurgical Prod- 

This chart shows the re- PT agen = ucts Dept., General Electric Com- 


sults of comparison tests meng en pany, Detroit 32, Mich. 
of the relative grinding Sentai sen ecassene At present the synthetic dia- 
efficiency of man-made monds are made about as large 


aac eee a as = foe, as coarse grains of sand, satisfy- 


ficiency of the natural = | muaaene cur ing over 70 percent of all diamond 
diamond wheel is rated bort and powder applications. The 
at 100%. man-made diamonds are available 
now from General Electric for 
diamond wheel users of resinoid 
and vitrified bonded wheels. 
These diamonds provide a de- 
>= ena pendable, unrestricted domestic 
supply of a material. 





WHEEL SPECIFICATIONS 
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Aeroquip Flexible Hose Lines resist vibration, shock and abrasion encountered in foundry operation. 


Aeroquip Hose Lines Plus Engineering Service by 
Distributor Solve Equipment Installation Problem 


PHILBRICK-BOOTH & SPENCER, INC., OF HARTFORD, 
CONNECTICUT, RELY ON LOCAL HYDRAULIC SPECIALISTS 


Installation of a new sand slinger in the foundry of Philbrick- 
Booth & Spencer, Inc. required the addition of a 1000 psi. 
hydraulic system. Engineering and installation problems were 
solved when the foundry called in Faxon Engineering Compony, 
Hartford distributor of Aeroquip Hose Lines. Faxon engineers 
designed and installed a hydraulic system using Aeroquip Hose 
and Reusable Fittings. The system has proved trouble free. 

The Aeroquip Distributor, listed in your Yellow Page Phone 
Book, is best qualified to assist you with all industrial fluid line 
problems in your plant. Call him first! 


This Beardsley Piper sand slinger has a 1000 psi. 
hydraulic system engineered by the local Aeroquip 
Distributor, Faxon Engineering Company. 


AEROQUIP CORPORATION, JACKSON, MICHIGAN 


INDUSTRIAL DIVISION, VAN WERT, OHIO e WESTERN DIVISION, BURBANK, CALIFORNIA 


AEROQUIP (CANADA) LTD., TORONTO 19, ONTARIO 
LOCAL REPRESENTATIVES IN PRINCIPAL CITIES IN U.S.A. AND ABROAD « AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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maintenance 


EFFICIENT ECONOMICAL GUARANTEED 


J-95188-R 


nanan witli iene you can se SURE...1F:ts ~Westi nghouse 


WESTINGHOUSE ELECTRIC CORPORATION 





Products and ideas 


Nylon Fittings Prolong 
Plastic Pipe Life 





Insert type fittings are now being made of high 
tensile strength and high impact nylon. The fit- 
tings bring new resistance to the corrosion and 
mechanical abuse encountered by flexible pipe 
systems in such applications as jet well installa- 
tions, industrial piping and air conditioning. The 
lightweight, high-impact, low-cost adapters, coup- 
lings, tees and elbows are available in sizes rang- 
ing from %” to 2”. They may be procured from 
Plastiline, Inc., White Plains, N. Y. 
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Multi-Tier Unloader 


An adjustable unloader will handle glass and 
cans packed in 2, 3 or 4 tiers. The machine is 
quickly adjustable to size of container to be 
handled. It permits manual unloading at rates 
equal to the speed at which modern unscramblers 
discharge glass and cans. Because the dumping 
table is always level, there is no chance of con- 
tainers tipping over and jamming operations. The 
table of the unloader moves automatically to the 
correct level to feed each successive tier of con- 
tainers onto the unscrambler. Island Equipment 
Corp., P. O. Box 380276 manufacturers the un- 
loader. 

Write No. 19 on Inquiry Card—Page 32 
For More Information Write No. 202 
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preventive maintenance 


STOPS MILL MOTOR FAILURE 


PROBLEM A major steel producer found they 
had to expand their preventive maintenance 
inspections of mill motors or face possible equip- 
ment breakdown. 


SOLUTION — They consulted with their West- 
inghouse salesman and discovered that they 
could have their mill motors inspected and main- 
tained more economically on a scheduled basis 
by Westinghouse Engineering Field Service. 


RESULT — No down time from mill motor failure 
in over two years. Find out more about Preven- 
tive Maintenance Inspection service today; call 
your Westinghouse salesman or write: Westing- 
house Electric Corporation, Box 868, 3 Gateway 
Center, Pittsburgh 30, Pa. 


you caw st SURE...1F rvs 


Westinghouse 
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20% WASTE 20% LESS SHELVING NEEDED 
WITH ORDINARY SHELVING WITH ERECTOMATIC 





























SAVING IN INITIAL BUILDING COST: 2000 SQ. FT. x $10/SQ. FT.—$20,000 | NEARLY ENOUGH 
SAVING IN ANNUAL RENTAL: 2000 SQ. FT. x $3/YR./SQ. FT. $6,000 f TO PAY FOR THE 
OVER 3 YR. PERIOD — $18,000 | NEW SHELVING 


A typical example of the savings in space made possible by Hallowell Erecromatic steel shelving is illustrated above. 


8000 square feet of Hallowell ERECTOMATIC 
Steel Shelving can hold as much 


as 10,000 square feet of ordinary shelving 


Reduction in floor space and shelv- SAVINGS IN INITIAL BUILDING COSTS 
ing is made possible by quick- (per 100 sq. ft. of storage space eliminated) 
change shelf positioning and % ton Sctidinn hick our Sid oe 
exclusive corner post construction, saved by 
permitting more effective utilization ERECTOMATIC 1e00 | 1100 | 1200 
of area between shelves. >. 50 55 60 
10... 100 110 
More effective utilization of the area 15. 150 | 165 
between shelves can provide major sav- 20. 200 | 220 
ings in industrial and commercial shelv- 
ing installations—whether you own, rent, 
or are planning to build the area SAVINGS IN ANNUAL COST 
required for storage. (per 100 sq. ft. of storage area saved) 









































Hallowell ErecToMatic® Steel Shelving 
seagate ; 1 . ft. 
permits such utilization. Quick-change » fpsathy wap SS 
shelf positioning eliminates waste in ERECTOMATIC 200 | 300 | 400 | 500 | 600 | 700 | 800 | 900 | 1000 
omg aioe Saas a ae s. 10 |.15 | 20 | 25] 30 | 35 | 40} 45 | 50 
storage areg ‘ 70° - 
sive corner post construction permits 10. 20 30 40 50 60 70 80 90 | 100 
full utilization of shelf width, too. Typical 15 30 45 60 75 90 | 105 | 120 | 135 | 150 
savings in initial building costs andannual 20. 40 | 60 | 80 | 100 | 120 | 140 | 160 | 180 | 200 
costs are listed in the tables opposite. Ask 
your authorized Columbia-Hallowell 
dealer for details. Jenkintown - Pennsylvania 
a " Standard Pressed Steel Co. © The Cleveland Cap Screw Co. ® 
Or write Columbia-Hallowell Division, Columbia Steel Equipment Co. @ National Machine Products Co. 
SPS, Jenkintown 31, Pa. or SPS West- ® Nutt-Shel Co. ¢ SPS Western e Standco Canada ltd. e 
ern, Santa Ana, Calif. Unbrako Socket Screw Co., ltd. 
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Products and ideas 


Vibrator Breaks Bridging 
in Storage Bins 





The nuisance of materials bridging in storage 
bins so as to hamper their steady flow in weighing 
operations is eliminated with a new type vibrator. 
The device agitates the material instead of the 
bin or duct. The vibration is not applied directly 
to the side walls of the hopper or duct, but to 
screens inserted within the chamber. These 
screens extend downward to the discharge out- 
let. By this arrangement, less energy is expended 
as only a smal! mass of steel has to be agitated. 
The vibrator is made by Thayer Scale Corp., 
Pembroke, Mass. 

Write No. 20 on Inquiry Card—Page 32 


Flat-Top Conveyor Handles 
Parts of Any Shape 


A flat-top hinged steel belt conveyor has been 
engineered for flush-with-floor (moving sidewalk) 
or for conventional above-floor mounting. Each 
belt link overlaps and interlocks to provide a 
virtually smooth surface. The conveyor in flush- 
with-floor installations offers a “moving sidewalk” 
for heavy warehouse loads. When thus mounted, 
truck and personnel] traffic can cross with the belt 
in motion. The conveyor is ideal for handling all 
types of parts and containers, regardless of shape, 
in in-plant operations. Conveyor is made by May" 
Fran Engineering, Inc., 1721 Clarkstone Rd.., 
Cleveland 12. Ohio. 

Write No. 21 on Inquiry Card—Page 32 
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renewal parts 


HEAD-OFF TRANSIT BREAKDOWN 


PROBLEM — Like many industrial users of 
electrical apparatus, this transit system’s equip- 
ment was out of service excessively because of 
electrical failure. 


SOLUTION — Westinghouse and transit engi- 
neers traced this electrical equipment failure to 
replacement parts made to tolerances not speci- 
fied by original equipment manufacturers. 


RESULT — By using genuine renewal parts, this 
equipment is operating like new. Westinghouse 
can also help you with your industrial equipment. 
Call your Westinghouse salesman or write: 
Westinghouse Electric Corporation, Box 868, 
3 Gateway Center, Pittsburgh 30, Pa. 


J-95194 


you Caw 88 SURE...1F rs 


Westinghouse 
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Alcohol 
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Effective 
assistance 
beWot-hetetebetsy 
forms 


if you'd like 


Promptest 
Tebetomess 
delivery 


Qualified 
technical 
help 


Certainty 
of supply 


THIS KIND OF ALCOHOL SERVICE 


we'd like to hear from you 


you purchase alcohol — whether anhydrous . . 
ecially denatured ... or pure—you want, first of all, 
roducts that consistently meet your specifications 
r quality, uniformity and accuracy of make-up. 
S.1. alcohol formulations meet, and, in many cases, 
exceed these specifications. 


:00d alcohol service should also include assurance 
of fair pricing practices. 

is a U.S.I. customer, you have this assurance. 
Good alcohol service should include quick delivery. 
U.S.1.’s network of denaturing facilities, and ware- 
housing and distribution points, just about guar- 
untees this. 

[t should include technical personnel to help deter- 
ne the proper denatured alcohols for new applica- 


USI. has such people. 


For More Information Write No. 


It should include pointers in handling the complex 

regulations and forms governing purchase and use. 
Our long experienced sales personnel can be of 
much help here. 


Finally, good alcohol service should offer certainty 
of supply. 

U.SJ. has never failed to supply an established 

customer. 


These are the features that make up our alcohol serv- 
ice. They can save you a lot of trouble. If they check 
with your idea of a good service, why not have a U.S.I. 
sales representative call on you. 


GSPousnn CHEMICALS CO. 
Division of Nationel Distillers ond Chemical Corp. 


99 Park Ave., New York 16, N. Y. 
Branches in principal cities 
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Products and ideas 





Electrical Network Analyzers 
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A basic-unit network analyzer has been de- 
signed with control center arrangement that will 
accommoda‘e any future expansion of analyzer 
facilities. The analyzer was designed for en- 
gineering colleges or other users who require 
only a small unit initially. The basic model en- 
ables engineering students to simulate electric 
power generation and distribution problems that 
exist on power systems throughout the country 
It incorporates three generator units and 24 cir- 
cuit elements. Full expansion of the basic model 
is possible to a 21-generator, 400-circuit analyzer. 
I. T. E. Circuit Breaker Co., Switchgear Div., 
19th & Hamilton Sts., Philadelphia 30, Pa., is the 
manufacturer. 

Write No. 22 on Inquiry Card—Pag: 37 


Urethane Insulates 
Over Wide Range 


a alla 

A new type thermal insulation can be supplied 
in snap-on form. The product, tradenamed Ure- 
thane, has a low k factor, excellent resistance to 
physical damage and unusual resistance to chemi- 
cals and solvents. The insulation is designed for 
service between —200F and 250 F. It is ideal for 
all refrigeration work and low pressure (5psig) 
steam lines. Being resilient, the insulation will not 
crack due to thermal movement of piping. Allied 
Chemical Corp., 61 Bway, New York 6, developed 
the insulation. 

Write No. 23 on Inquiry Card—Page 32 
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apparatus repair 


UPRATES DISTRIBUTION TRANSFORMERS 


PROBLEM An electric utility had to have 
more distribution transformer capacity to meet 
increasing load requirements. 
SOLUTION Westinghouse determined that 
many of the 7% and 10 kva transformers in use 
had tanks of sufficient size to accommodate 
Westinghouse-designed 15 kva core and coil 
assemblies. 
RESULT — Transformers were MODERNIZED 
by installing new 15 kva core and coil assemblies 
and bushings to give the needed load capacity. 
Ask about Westinghouse repair plant facilities 
that are available for the repair, uprating and 
modernization of distribution and power trans- 
formers. Call your Westinghouse salesman or 
write: Westinghouse Electric Corporation, Box 


868, 3 Gateway Center, Pittsburgh 30, Penna. 
J-95192-A 


H 0 W 


*This easily identified rating decal is added to all rebuilt 
transformers on request. 


you Can se SURE...1F rvs 


Westinghouse 
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Moline link attachments adapt 
Moline Chains to many jobs 


STANDARD ATTACHMENTS 
Only a few of the wide variety 
of Moline Chain attachments are 
shown here. 


Conveying and Elevating 


THERE IS NO LIMIT to the number of jobs which can be handled 
by Moline Chains. With the wide variety of standard link attach- 
ments available, the possibilities for adaptation are endless. Both 
right and left hand types are made to the exact size and pitch of 
the regular chain links. 

With Moline Chain, equipped with standard attachments, you 
can push, pull, scrape, elevate and carry an endless variety of 
materials and objects. 

At the same time you can cut your overall chain costs because 
Moline Chains and attachments are engineered for maximum 
efficiency... trouble-free performance ...and long life. Only 
Moline Chains are triple-tested to guarantee maximum quality 
control. 


Write for descriptive literature today! 


MOLINE MALLEABLE IRON COMPANY 


St. Charles, Illinois 
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Products and ideas 


Polyolefin Resins for 
Versatile Uses 





Fortiflex polyolefin resins are now being formu- 
lated to serve'a number of new uses. Included 
among these are monofilaments for such products 
as rope and outdoor furniture webbing, wire cov- 
ering, blown containers and bottles, paper coat- 
ing, film and pipe. These new polymers have been 
designed for sustained stress service and load 
bearing. In addition, the polymers exhibit im- 
proved flow and processability characteristics. 
The new resins are formulated by Celanese Corp. 
of America, 180 Madison Ave., New York 16, 
N. ¥. 


Write No. 24 on Inquiry Card—Page 32 


Fully Accessible 
Large A-C Motors 


A line of squirrel-cage, wound rotor and syn- 
chronous motors, from 250 to 7000 hp, incorpo- 
rates a new concept in design. This design permits 
the enclosure to be manufactured independently 
of the wound stator. During assembly, the en- 
closure is merely bolted to the base of the motor. 
Previously, the enclosure was welded or cast as 
part of the wound stator. The result is that, in 
the newly designed motors, the wound stator is 
fully accessible when required. These motors, 
therefore, permit beiter maintenance. There is 
full freedom for inspection of all internal parts. 
The manufacturer: Westinghouse Electric Corp., 
Box 2278, Pittsburg, Pa. 

Write No. 25 on Inquiry Card—Page 32 


Platinum Plating Costs 
Reduced 


Platinum electro-plating is economical 
enough to use for a wide range of industrial ap- 
plications where previously the high cost was 
prohibitive. This success was achieved by the de 
velopment of a technique that produces a pore- 
free platinum electro-plate directly from the bath 
in one continuous operation. The more costly 
method calls for removing the work from the 
bath at frequent intervals for burnishing or 
scratch brushing. Developer of the low cost non- 
repetitive plating process is Sel Rex Corp., Nut- 
ley 10, N. J. 

Write No. 26 on Inquiry Card—Page 32 
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engineering service 
INCREASED CAPACITY 25% 


PROBLEM 


An electric utility needed additional capacity. 
Existing three generators were 50 years old and 
had to remain in normal service to supply power. 


SOLUTION 


Westinghouse engineers modernized and uprated 
the 50-year-old generators from 2000 to 2500 kva 
through a newly designed split stator wound with 
Thermalastic® coils. 

RESULT 

25% increase in capacity with no unscheduled 
down time due to planned service installations. 
For modernization of any size motor or generator, 
consult with your Westinghouse salesman or 
write: Westinghouse Electric Corporation, P.O. 
Box 868, Gateway Center, Pittsburgh 30, Pa. 


J-95195 
you Caw BE SURE...1F rs 


Westinghouse 
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SAFE, SURE 
SHIPPING! 


Continental 
Steel Containers 


Positive protection 

Superior lithography 

Fast delivery 

Top quality 

Full line 

Re-usable 

@ Famous Continental service 


Call Continental when you need steel 
containers. Get top quality plus 
outstanding Continental service. 
Engineering and research assistance 
available to help you solve any pack- 
aging problem. 





Fiaring Pails Tight-Head Paiis Lug Cover Pails 








PERMA-LINED TO 
PROTECT HARD-TO- 

HOLD PRODUCTS 

® Airless hot sprayed 

r enamel lining assures 

a complete interior cov- 

erage, guarantees 

100% protection. 


CONTINENTAL (C> CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St, Chicago 3 
Pacific Division: Russ Building, San Francisco 4 

For More Information Write No. 210 
on Inquiry Card—Page 32 
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Highline Protects Workers 
in Dump Cars 


The chance of accidents to 
workmen unloading dump cars or 
hoppers is minimized by use of 
a newly developed safety cable. 
Suddenly moving loads cease to 
be a hazard to the person working 
inside the car. The safety device 
consists of a small hand winch 
with a %-inch 6 x 37 wire rope 
and universal anchor clamp fit- 
tings. In use, the wire is clamped 
to each end of the car and made 
taut by means of the winch. The 
workman then attaches his safety 
belt to the secured highline cable. 
This arrangement prevents the 
man falling through should the 
load “let loose.” Lowery Broth- 
ers, Inc., 9332 S. Anthony Ave., 
Chicago 17, Ill., engineered the 
device. 

Write No. 27 on Inquiry Card—Page 32 


Tools, Used Like Fuses. 
Protect Machine 

The same principle, as is in- 
volved when a fuse burns out, is 
being used to protect an automa- 
ted machine tool. The failure of 
a cutting tool immediately shuts 
down the machine. In the case of 
this machine, the tools are long 
slender drills for drilling deep 
holes. Each drill has been made 
part of an electrical circuit. If 
one of the drills breaks, there is 
obviously metal missing. This 
breaks the electrical circuit. This 
current interruption then shuts 
down the machine. Replacing the 
broken drill will restart the ma- 


chine—just as in replacing a fuse | 


in an appliance. The manufactur- 
er is Buhr Machine Tool Co., Ann 
Arbor, Mich. 

Write No. 28 on Inquiry Card—Page 32 


ALL-POSITION 
WELDING 


is faster, 
eas r 
than ever 
TAL: 
You Use 
ITALY 


AIRCO 


EASYARC 
10 


Airco Easyarc 10 iron pow- 
der type electrodes are un- 
excelled for out-of-position 
welding. 


Weld tanks of galvanized or 
plain surfaces. 


Weld pressure vessels, fired 
or unfired. 


Weld steel castings, and a 
wide variety of machinery 
parts, pressure pipe, and con- 
struction steels. 


Airco Easyarc 10 electrodes 
are used with DC reverse 
polarity. Produce welds of 
excellent shape, with mini- 
mum undercutting. Permit 
fast deposition and easy con- 
trol of weld metal. 


FREE — Send for the handy Airco Elec- 
trode Guide. It will help you select the 
right electrode for your specific job. 
Request catalog 1318. 


Authorized Airco Dealers 
in principal cities 








aS) 
AIRCO 
=" 


Air REDUCTION 
| SALES COMPANY 


A division of Air Reduction Company, Incorporated 
150 East 42nd Street, New York 17, N. Y. 
For More Information Write No. 211 
on Inquiry Card—Page 32 
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Automatic Turret Lathe 
Easily Sets Up 


A turret lathe with 10” chuck 
capacity has been developed for 
high speed production of hard- 
to-machine tough alloy compo- 
1ents. The small heavy-duty ma- 
chine will hold close tolerances. 
It produces smooth finishes and 
handles a wide variety of work in 
the small to medium size range. 
To withstand the strain of hogging 
out tough metal fast with heavy 
feeds under full power, construc- 
tion of the machine is rugged 
throughout. Its base is a heavy 
steel weldment. As the machine 
has no cams to change, set-up 
time has been substantially re- 
duced. The manufacturer: Potter 
& Johnson Co., Pawtucket, R. I 
Write No. 29 on Inquiry Card—Page 32 


Electric Towel Sterilizes 


Dried Hands 
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An electric towel, through the 
use of two ozone lamps, enables 
ultra violet radiation to kill air- 
borne bacteria on hands being 
dried. A special deodorant block 
scents both the hands and the 
room with a pleasant fragrance. 
The towel operates on any 15 amp 
line. It is estimated that the elec- 
tric drier will save 92% of wash- 
room towel costs. These savings 
include cost of towels, mainte- 
nance, sanitation and storaging. 
The electric towel is marketed by 
Activeair Devices, Inc., 1537 Ber- 
gen St., Brooklyn 13, N. Y. 
Write No. 30 on Inquiry Card—Page 32 
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Ist Choice 
of industry... 


the V-belt 
with concave sides 


Here’s why: 
The Concave Sides of Gates V-Belt 
insure longer life... lower costs 


U. S. PAT. 


Try this. Bend a Gates V-Belt as if it were \\ ro. 1813698 
going around a sheave. Feel how the concave 
sides (Fig. 1) fill out ... become straight (Fig. 1A). 
This precise fit insures full contact with the 
sides of the sheave... grips the sheave evenly, 
distributing wear uniformly across the sides of 
the belt. Uniform wear lengthens belt life. 


Make the same test with a straight-sided 
belt (Fig. 2). Feel how the sides of the bent belt 
bulge out, concentrating wear at points shown 
in Fig. 2A. Uneven wear shortens belt life; 
increases costs. 


Because Gates V-Belts with Concave Sides are so universally 
preferred, they are also the most widely available. Gates V-Belts 


are carried by leading distributors in industrial centers through- 
out the world. 


The Gates Rubber Company, Denver, Colorado 


LEP. World's Largest Maker of V-Belts TPA 342 
<a 

ULCO M4 
Gates V:::: Drives 
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Sales soaring, but profits sagging. That was the 
problem confronting Cobehn, Inc. 


The company’s portable spray cleaner is widely 
accepted for its ability to remove contaminants from 
small parts ...even after assembly. With it, preci- 
sion parts such as contact points, ball bearings and 
instrument components — even down to micro- 
miniature size—can be rendered microscopically 
clean in seconds. 


However, rising material and fabricating costs 
were trimming profits — prompting a cost-saving 
study. Frasse engineers were consulted—their solu- 
tion was aluminum. Frasse-supplied 5052 alumi- 
num sheets provided the necessary strength and 
formability — at lower, cost. Today Cobehn uses 
aluminum exclusively and benefits from these 


Call FRASSE for ALUMINUM > 


advantages: 


@ ALUMINUM COSTS LESS—pound for pound, you 
get three times as much metal (often three times 
as many parts), less weight to ship and handle. 
@ EASIER WORKABILITY — fabricating time and 
costs are reduced. 
® LONGER TOOL LIFE — aluminum lengthens tool 
life; saves machining costs and down-time. 
@ APPEARANCE —aluminum requires less finishing; 
its clean lustre adds to the saleability of a 
product. 
® ALUMINUM IS ALWAYS AVAILABLE OVERNIGHT 
FROM FRASSE. 
Perhaps aluminum can be your happy ending too, 
If you have a cost problem, why not profit from the 
experience of Frasse engineers? There’s no obliga- 
tion—simply write or call your nearest Frasse office. 
You may be glad you did. 


Screw Machine Stock - Bars - Rods - Wire 
Sheets - Plates - Tubing - Pipe - Fittings - Valves 
Extrusions + Tool and Jig Plate 

















Peter A. 


Frasse 








& Co., Inc. 





























NEW YORK 13, N. ¥. 
17 Grand St. 
WaAlker 5-2200 


PHILADELPHIA 29, PA. 
3911 Wissahickon Ave. 
BAldwin 9-9900 


LYNDHURST, N; 4. e 


BUFFALO 7, N. Y. 
P.O. Box K, Sta. B 
BEdford 4700 


BALTIMORE, MD. ¢ 


SYRACUSE 1, N. Y. 
P.O. Box 1267 
HOward 3-8655 


ROCHESTER, N.Y. 


HARTFORD 1, CONN, 
P.O. Box 1949 
JAckson 9-6861 
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vow [wad vesicn LEADERSHIP SAVES YOU MONEY 


FROM THIS 
TO THIS 


Result: Twlaud SAVED 100 Pounds SHIPPING WEIGHT 
PER UNIT for this Customer* 


@ This 525-pound, 6-cylinder gasoline marine engine was shipped for years in the bulky wood crate shown 
above, which added 125 pounds to the shipping weight. But when Inland engineers were put on the job, they 
found the way to ship these same engines more safely, in corrugated containers weighing only 25 pounds, 
complete with bottom pallet. 

But shipping costs weren't the only savings accomplished. The costs for packaging materials and labor 
were reduced more than 50% per unit! In addition, the Inland corrugated containers have sufficient com- 
pression strength to permit 2-high shipping and warehousing, and are designed to provide complete pro- 
tection for the engines, even if they should be turned upside down. 

Your Inland package engineer is a corrugated shipping container specialist. When your product packaging 


is entrusted to him, you can be sure you are getting the benefit of every possible packaging economy appli- 
cable to your product. 


*Name on request. 


Twloud Bows Euilt Good Will 


CALL YOUR INLAND PACKAGE ENGINEER 


INLAND CONTAINER CORPORATION 


INDIANAPOLIS 6, INDIANA 


puoi a Dar 
J MILLS: Macon, rgia; Rofie, Georgt4. PLANTS AND L FFICES: Indianapolis, Indiana; Middle- 


town, Ohio; Milwaukee, Wisconsin; Evansville, Indiana; Detroit, Michigan; Macon, Georgia; Erie, Penr 
Ashtabula, Of Orlando, Florida; Rome, Georgia; Biglerville, Pennsylvania; Dallas, Texas; Chicago, IIlinois. 


Other Sales Offices in Principal Cities - Consult Your Telephone Directory 


sylvania; 
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GROUND SUPPORT 
COMPONENTS 
by LAVELLE 


Radar consoles, shelters, and heat exchangers for portable 
aircraft heaters are typical of the components fabricated by 
Lavelle for ground support of jet aircraft and missiles. 











Lavelle facilities are especially geared for meeting the new 
and varied needs of manufacturers of servicing, control and 
ground support equipment. Lavelle production specialists, 
using advanced methods and facilities, are ready and able to 
produce intricate, light sheet metal weldments and assemblies 
to exacting specifications. Lavelle designed and built tools, 
production control, craftsmanship and rigid inspection assure 
consistent component quality . . . dependable job delivery. 


Lavelle has the capabilities to produce ground support system 
parts and assemblies you need .. . when you need them. Call 
on Lavelle for the finest in specialized fabricating services. 


a 
Write for illustrated brochure describing Lavelle’s services in detail. © 


tL 





oka, 


Z, Aavelle S 


LAVELLE AIRCRAFT CORPORATION - NEWTOWN, BUCKS COUNTY, PA. 
Between Philadelphia, Pa., and Trenton, N.J. 
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Improved Control of 
Automatic Machinery 


A miniaturized, 10-bit analog- 
to-digital shaft converter incorp- 
orates high resolution in combina- 
tion with positive ambiguity eli- 
mination. The converter has wide 
applications in the computer 
control of automatic machinery. 
It also is of value in self-regulat- 
ing chemical processing and other 
automated industrial operations 
demanding multi-positional re- 
porting. The 10-bit resolution ob- 
tained with only a 34%” disc yields 
up to 1024 position reports. As a 
result, linear machine feeds can 
be controlled to within tolerances 
of .001 of the travel. The device 
is made by Librascope, Inc., 808 
Western Ave., Glendale 1, Calif. 
Write No. 31 on Inquiry Card—Page 32 


Adjustable Boring Bar 


A boring bar that accomodates 
three individual heads has been 
placed on the market. Boring di- 
ameter capacity ranges from 232” 
to 3-34”. Each head provides a 
14” diameter adjustment. The bar 
incorporates a simple assembly 
which is attached to a heat treated 
alloy steel bar. To provide inter- 
changeability and reduce inven- 
tory, standard precision ground 
or utility “throw-away” inserts 
are used with the new boring 
heads. The adjustable type bar is 
adaptable to a wide range of bor- 
ing operations. It is made by Ken- 
nametal Inc., Latrobe, Pa. 

Write No. 32 on Inquiry Card—Page 32 
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Roebling Hose 
Reinforcing Wire... 


The best things come 
in no-charge 


packages 


When you buy Roebling Hose Rein- 
forcing Wire it is delivered to you 
on no-charge spools that mean sav- 
ings to you. 

This modern method of packag- 
ing does away completely with de- 
posits and the bookkeeping involved; 
it contributes, too, to lower freight 
costs. Thus, you avail yourself of a 
precision-made and quality con- 
trolled product, without any han- 
dling, shipping and inventory incon- 


veniences. 








Roebling Hose Reinforcing Wire, 
used for braiding reinforcement, is 
produced in a complete range of 
sizes. Write Wire and Cold Rolled 
Steel Products Division, John A. 
Roebling’s Sons Corporation, Tren- 


ton 2, New Jersey. 


Your Product 


Roebling 


is Better for it 


ROE BLING 


Branch Offices in Principal Cities 


Subsidiory of The Colorado Fuel and iron Corporation 
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Fuller Rotary Two-Stage Compressor, C135-135H. Capacity 680 c.f.m., 100-lb. pressure, 690 r.p.m.. 150 hp. motor. 


16,000 HOURS OF OPERATION WITH NO MAINTENANCE 


Empire Steel 
Pennsylvania, 


Castings, Inc., Reading, 
installed a C-135-135H 
Fuller Rotary Two-stage Compressor in 
April 1953. After 32 months—approxi- 
mately 16,000 hours of operation—the 
compressor received a routine inspection, 
when a new set of blades was installed in 
the higher-pressure cylinder. 


The Empire engineers report no down- 
time since replacement, although they’ve 
added 4,000 operating hours. Prior to 
switching to Fuller, their former experience 


with compressors was a different story— 


as many as several overhaulings in one 
year. With Fuller equipment furnishing a 
constant high capacity air supply, pro- 


duction costs have been greatly reduced. 
Here’s how Empire uses compressed air: 


* In the molding department, supplying all 
air for pneumatic rammers, all squeeze 
and jolt machines, automatic set-out and 
lifting mold conveyors, 
automatic shake-out machines, mold clean- 


apparatus of 


ing and spraying equipment. 


*In the core department, for ramming 


FULLER COMPANY 
170 Bridge St., Catasauqua, Pa. 


SUBSIDIARY OF GENERAL 


AMERICAN TRANSPORTATION CORPORATION 


Chicago - San Francisco « Los Angeles - Seattle - Kansas City - Birmingham 


PIONEERS 


equipment, spraying and torch drying 
equipment, core oven operation as well as 


core blowing equipment. 


*In the cleaning department, pneumatic 
chipping hammers and grinders, black- 
smith requirements, sand-blasting, pres- 
sure testing and miscellaneous tools. 


*In the heat-treating department, heat 
treating furnace operation and cooling 
equipment. 


To get all the facts and engineering data, 
write today for Bulletin C-5A. 


Fuller 


OF HIGH-EFFICIENCY VANE TYPE ROTARY COMPRESSORS SINCE 1930 





How U.S. Steel Supply's 
Special Services 


Slashed our inventory 80%’ 


reported by Mr. Ben Warmer, President, 
Coast Pro-Seal and Manufacturing Company 
Los Angeles, California 


“We've reduced our on-hand inventory of air- 
craft quality aluminum 80% since taking advan- 
tage of U.S. Steel Supply’s Any Steel, Anywhere, 
Any Time Service,”’ says Mr. Warmer. 

“Previously, because of consistent growth, we 
found ourselves being squeezed for additional 
production space. But, by reducing our inventory, 
we released not only the space we needed, but 
$45,000 in available working capital as well. 

“‘We immediately used this money to purchase 
and install five new rolling mills, which, along 
with the five mills then in operation, gave us 
adequate production facilities. 

“Rush orders are no problem either. U.S. Steel 
Supply’s Any Steel, Anywhere, Any Time Service 
gives us delivery of the material we need ... 
when we need it.” 

Do you have an inventory problem? Perhaps 
U. S. Steel Supply’s Any Steel, Anywhere, Any 
Time Service can help you solve it. Ask for our 
new and helpful brochure entitled, ““Value Analy- 
sis at Work.”’ Write to U. S. Steel Supply at 


the address below. USS is a registered trademark 


Remember ... you get Any Steel, Anywhere, Any Time Service from... 


U.S. Steel Supply 
iiaton ol United States Steel 


Stee! Service Centers Coast t a * Me Address: P. 0. Box 1099, Dept. $8, Chicago 90, | © Genera! Offices: 208 La Selle St hicage 4, Wi 
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Here it is 
...and It’s 





Pot. Applied For 


Ri LkZAID Hex Wrench 


gives you Time-Saving, Positive, 4-Sided Grip on Hex 
Nuts, Square Nuts, Valve Packing Nuts, Unions, Gas Cocks 


Here’s the adjustable wrench you’ve always needed for hexes, 
squares and flatheads, rough or finished. Extra useful on every 
job. No more barked knuckles or rounded nut shoulders. New 
wide-open jaw goes on easy .. . won’t slip off. 4-sided grip 
gives extra leverage. Stays to adjusted size during use. 


For hexes 


Available in 3 Sizes 
Ne. 11, %” to %"—No. 17, 4%" to 1'4"—No. 25, 1” to 2” 


Flatheads, too. 


Famous RIGID heavy-duty construction with guaranteed 
housing. Narrow jaw design makes work easy in tight places 
even on thin nuts. Comfort-grip I-beam handle has handy 
hang-up hole. The new RIGID Hex Wrench gives you more 
for your money than wrenches costing twice as much. Try it, 
buy it at your Wholesaler’s. 
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Products 





Semi-Automatic Vertical 
Cartoner 


A machine delivers cartons un- 
der continuous mechanical control 
onto any existing conveyor sys- 
tem. The cartoner offers easy ac- 
cess for filling by as many as five 
operators. Cartons move in con- 
tinuous motion from a hopper on 
the horizontal forming and bot- 
tom closing unit. From thence, 
cartons are transferred onto a 
vertical unit for filling and auto- 
matic closing.. The cartoner de- 
livers up to 120 cartons per min- 
ute. Sizes handled range from *4 
x % x 2 in. to 4x 4x 12 in. The 
manufacturer is Bivans Corp., 
2431 Dallas St., Los Angeles, 
Calif. 
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Expanding Collet Needs 
No Attachments 


A collet provides an extra ex- 
panding member to hold and lo- 
cate work from the outside. It 
can be used on a variety of ex- 
isting lathes, milling machines, 
grinders and fixtures without the 
use of extra attachments or 
adapters. Because the expanding 
collet holds close shoulder toler- 
ances, accuracy within .0005” is 
possible on concentricity. The ex- 
panding collet may be removed 
and replaced in the machine with- 
out affecting its accuracy as in 
any standard collet. Dunham Tool 
Co., Inc., Danbury, Conn., is the 
manufacturer. 
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Hvars electronically-controlled grinding assures 


more precise diameters for longer, smoother operation 





Completely modern production processes are a major 
reason why purchasing agents, seeking maximum 
performance for every dollar invested in be -arings, 
standardize on HYATTS. This HYATT bearing race 
inner diameter grinding operation, for example, 
assures greater race concentricity than ever before 
attained in quantity production. 


NON-SEPARABLE TYPE 


Uncompromising control of internal dimensions 

and clearances make a difference in bearing performance. 
That’s why HYATT Hy-Rolls always run smoother, 
last longer, and prevent excessive heat and vibration 


problems often encountered with inferior bearings. 
SEPARABLE 


OUTER RACE For lowest bearing cost per hour of service, standardize 
on HYATT Hy-Rolls. Hyatt Bearings Division, 
General Motors C /orporation, Harrison, N. J.; 


SEPARABLE INNER RACE Pittsburgh; Detroit; Chicago; Oakland, California. 





THE RECOGNIZED | LEADER | IN CYLINDRICAL BEARINGS 


WAT Hiy-ROLL BEARINGS 
FOR MODERN INDUSTRY 
For More Information Write No. 220 on Inquiry Card—Page 32 
Aucust 18, 1958 97 











Toughness Champ CAN TAKE IT 


OUR CLUPAK* MULTIWALLS 


These new multiwalls can take punishment that knocks 
out—actually breaks—ordinary multiwalls. 

Our new bags are made with Kraftsman Clupak paper 
that’s much tougher because of a patented, built-in 
“stretch.”” You can maul these new bags—store, trans- 
port, use them with a roughness that wrecks old-fash- 
ioned multiwalls. 


MULTIWALL BAG DIVISION 


And these new bags cost no more than the old ones! 

Our Clupak multiwalls are available now in these types: 
Pasted Open Mouth, Pasted Valve, Sewn Valve, Sewn 
Open Mouth and Stepped End. 

All of them are lighter and tougher. Try them .. . on 
your next carload order, let us include a trial shipment of 
5,000 of our Clupak multiwalls. Call or write: 


*Clupak, Inc.'s trademark for stretchable paper. 


WEST VIRGINIA PULP AND PAPER COMPANY 


230 Park Avenue, New York 17, N. Y. | 
PLANTS: TORRANCE, CALIF.+ST. LOUIS, MO.» NEW ORLEANS, LA.- MOBILE, ALA.» WELLSBURG,W.VA.  |— 
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WOLVERINE // LONG LENGTH COILS 
ARE // LONG ON SAVINGS 


Manufacturing refrigerators, air condi- 
tioning units or, for that matter, any- 
thing requiring copper or aluminum 
tubing? 








If you are you can save time, money 
and space simply by specifying Wolver- 
ine Tube’s long length bunch or level 
wound coils. 


Level wound coils are ideal for contin- 
uous feeding of automatic equipment. 
(For example, the illustration in this 
advertisement, shows the quantity pro- 
duction of return bends.) Level wound 
coils permit high speed unwinding 
without the danger of the tubing be- 
coming snarled or tangled. They often 
eliminate the necessity of standby oper- 
ators. Both level wound and bunch 
coils provide greater inventory flexi- 
bility resulting in production economies 
as well as substantial savings in floor 
space requirements. 


Why not get complete information 
about savings made possible by these 
Wolverine products! This advertise- 
ment attached to your letterhead will 
bring competent counsel from Wolver- 
ine. Mail it—Topay! 


WOLVERINE TUBE 
ONSORN 6 

LAs CALUMET & HECLA, INC. 
SA 17250 Southfield Rood 
Allen Park Michigan 


4 USA PLANTS IN DETROIT, MICHIGAN AND DECATUR, ALABAMA, 
1 THE STANDARDS 


OF AMERICAN sNDUSTIY SALES OFFICES IN PRINCIPAL CITIES 
week Export Dept., 13 E. 40th St., New York 16, N. Y. 
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in 2, 5, 10, 20 
and 30-lb. sizes 


Dioxide 
in 242, 5, 10, 15 
and 20-lb, sizes 


Pressurized 
Anti-Freeze 


in 2¥2-gal. size 


Pressurized 
Clear Water 


in 2¥2-gal. size 





Squeeze-Grip EXTINGUISHERS 


With only one method of extinguisher opera- 
tion to bear in mind, any of your personnel, in 
any location, can pick up an American LaFrance 
squeeze-grip extinguisher and put it to work 
instantly! To operate just pull a pin, squeeze 
grip-levers together, direct discharge at the 
fire — a single procedure for all of these types. 

With these and other American LaFrance 
squeeze-grip extinguishers, you can provide 
split-second protection against all classes of fire. 


MERICAN 
JATRANCE 


Your American LaFrance representative is fully 
qualified to help you select exactly the right equip- 
ment for your fire hazards. His recommendations 
are from the world’s widest selection of fire protec- 
tion equipment. For the full story, write for Catalog 
No. 571. American LaFrance, Division of Sterling 
Precision Corporation, Elmira, N. Y. In Canada, 
LaFrance Fire Engine and Foamite, Ltd., Toronto. 


PROTECTION 
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Gage Measures Concave 


and Convex Welds 


Production of accurate and uni- 
form fillet welds is facilitated by 
use of a fillet weld gage. It meas- 
ures the nine most popular weld 
sizes from %4” through 1”. The 
device is made of cold rolled 
stainless steel. Size indications 
are deeply and _ permanently 
etched for clarity and long life. 
The gage is in handy pocket size, 
444” by 2”. It weighs only 3% oz. 
It comes in a durable plastic case. 
The manufacturer: The Fibre- 
Metal Products Co., Chester, Pa. 
Write No. 35 on Inquiry Card—Page 32 


Flexible Couplings 
For Close Tolerance 


Six sizes of flexible couplings 
that transmit uniform angular 
velocity at high speeds have been 
announced. The couplings elimi- 
nate all back-lash. Shaft sizes 
range from %” to 5/16”. Over-all 
lengths vary from 57/64” to 
1-3/32”. A hydraulically formed 
seamless metal bellows is em- 
ployed as the heart of the flexi- 
ble couplings. This design reduces 
bearing wear and excess friction 
caused by misalignment of shafts. 
Couplings are made by Robert- 
shaw-Fulton Controls Co., Bridge- 
port Thermostat Div., Milford, 
Conn. 
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WHO 


can give you the best and the most 
Steel Equipment for your dollar? 


YOUR LYON DEALER! 


WHERE 


are these LYON Dealers? 


As near as your phone. 
Call the LYON Dealer in your city. 


WHAT 


does your LYON Dealer have to offer? 
The world’s most diversified line 
of quality steel equipment. More 
than 1500 items, a few of which 
are shown at left. 





























WHEN 


you’re considering Steel Equipment, 
what is a logical first step? 


CALL YOUR LYON DEALER! 


LYON METAL PRODUCTS, INC. 


General Offices: 833 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


Lyon also has complete facilities for manu- 
facturing special items to your specifications 


® 


OVER 1500 ITEMS 
for Business, 


Industry, 


Institutions 
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denendability 


for metal cleaning 


DE TREX 


PERM-A-CLOR Na* 

(Trichlorethylene) 
Only DETREX, with experience and facilities 
unmatched in the metal cleaning industry, 
could have produced PERM-A-CLOR Na, 
Setting new standards in stabilization, this 
ultra efficient, superior solvent is another 
example of Detrex leadership in metal clean- 
ing materials, methods, equipment and tech- 
nical research and field service. 

* * * 

Depend on DETREX for Every Metal 
Cleaning and Processing Need 


PERM-A-CLOR NA 
(Degreasing Solvent) 
Solvent Degreasers 
Ultrasonic Equipment 
Industrial Washers 


Phosphate Coatings and 
Paint Bond Compounds 


Rust Proofing Oils and 
Compounds 


Alkali and Emulsion Cleaners 


Extrusion and Drawing 
Compounds 


Spray Booth Compounds 
Aluminum Finishing Compounds 


*PERM-A-CLOR (NA) IS REGISTERED TRADEMARK OF 


DETREX CHEMICAL INDUSTRIES, INC. 


BOX 501, DEPT. P-8, DETROIT 32, MICHIGAN 
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Machine Tool Automation 
in Small Plants 


A numerically controlled ma- 
chine tool, of a size and cost 
suited for “job shop” use by 
smaller plants, is in production. 
It uses the Digimatic numerical 
control system, designed to pro- 
vide maximum reliability. This 
reliability results to a large de- 
gree from the use of rugged high- 
power magnetic amplifiers and an 
electronic interpolator. Utilizing 
the system, contoured parts can 
be “programmed” in the morning 
directly from blueprints and be 
automatically machined by lunch 
time. Only typical machine shop 
personnel are needed to operate 
the tool. The joint manufacturers 
are The Morey Machinery Co., 
New York, N. Y., and Electronic 
Control Systems, Div., General 
Dynamics Corp., Los Angeles 64, 
Calif. 
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“Just find yourself a chair and sit 

down—Tl let you know when your 
turn comes up.” 
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YOU GET 
EXTRA PROTECTION 
against corrosive... 
abrasive or 
explosive elements 


TYPE E f> 
Standard TEFC 
1 to 100 hp 
TYPE JP 
Explosion proof 
1 to 100 hp 


with Wagner totally enclosed motors... 


protected for longer motor life 


NEW NEMA FRAMES These motors are built in the new NEMA 


Frame sizes from 182 through 445U, with ribs that add mechanical 


If vou need motors that will keep product 
the continuity of service that is so i 
operate witl complete de pend ability strength and increase the surface cooling area. Effective cooling svstem 


Wagner totally-enclosed motors are your soundest choice idds to motor life 


Let vour Wagner Sales Engineer show vou how these protected motors 


I'ype EP Motors offer protection 
fumes, steel chips or filings Type JP is « can bring vou savings on initial motor costs, maintenance costs and 


designed ind ipproved for use in expl sive ain ospheres continuity of ope ration 


1 TO 100 HORSEPOWER—4 POLE, 60 CYCLE—NEMA FRAMES 182 THROUGH 445U 


Wagner Electric Corporation 
6400 Plymouth Ave., St. Louis 14, Missouri. Branches and Distributors in All Principal Cities 


BEARING AN BE RELUBRICATED SEALS KEEP BEARINGS CLEAN 


HEAVY DUTY BALL BEARINGS 


The ball bearings used in these motors are of 
the highest quality, with more than ample co- 
pacity to provide long troublefree service under 
heavy loads 


Y 


{si 
Ay 


Factory lubrication will last for many years under 
normal service, but openings are provided to 
permit relubrication that adds years to motor 
life under severe conditions 


Both ends of these motors have running shaft 


seals to keep the bearings clean. Bearing hous 


ings are effectively sealed to prevent escape 
of grease 





YOU GET 
DOUBLE PROTECTION 


against corrosion... 
against falling 
or splashing liquids 


Air intakes and outlets are positioned to provide complete 
dripproof protection. 


TYPE DP 
1 to 125 hp 


DOUBLY PROTECTED— Wagner DP Motors offer the double 
protection of completely dripproof enclosures and rugged 
cast iron frames that can take rough handling and resist 


with WAGNER corrosion 


TYPE DP MOTORS 
designed to meet more 
application needs 


Wagner Type DP Motors offer the double protection oi} rugged corrosion- 
sistant cast iron frames and dripproof en losures so well designed that 
DP Motor can handle many applications that formerly required 


pl ishproof motors. 
CAN BE RELUBRICATED —Factory lubrication will last for 


hese Wagner Motors are built in the new NEMA ratings that pack many years in normal service—but openings are provided 
to permit the relubrication that adds years to motor life 


nore power in less space, are lighter in weight and are easier to maintain. caiies ameiiin inant 


SLEEVE BEARING MODELS AVAILABLE 


he entire line of ratings through 125 hp is available with ball bearing 
onstruction as illustrated, or with steel-backed, babbitt lined sleeve 
bearings that have high load carrying capacity and provide quieter 
operation. 
Let a Wagner Sales Engineer show you how these motors can be applied 


your needs, Call the nearest branch office or write for Wagner 
lletin MI 223. 


1 to 125 HP—1750 RPM—40°C eet 
NEMA FRAMES 182 through 445U “ 


Wagner Flectric Corporation ing air through the motor to reduce stator temperature— 


; . : thus increasing motor life. Blowers, cast as part of the 
6400 Plymouth Ave., St. Louis 14, Missouri. rotor, move large volumes of air without noise or vibration. 


COOL RUNNING—Specially designed baffles direct cool- 








120,000 of these 
~» detonator plugs 

egual 

one 73 Ib. 

bumper strip 


| 
aL 








ORCO 


WW CUSTOMEERING 


The precision pigmy component weighs less than 4» of a gram and is an 
important part of a delicate detonator assembly. The 73-lb. bumper strip 
is a protective part of a “Dodgem” car in amusement parks. 


Big difference in size and application? Sure, but Ohio Rubber is recognized 
as a producer of “customeered” parts made from rubber, synthetic rubber, 
silicone rubber, polyurethane, and flexible vinyl, in all sizes, for any appli- “Ses 
cation, and whether molded, extruded, or bonded to metal. 


Send for 
From design through electronically controlled compound mixing and pro- free booklet 
duction facilities in four plants, Ohio Rubber’s integrated set-up is prepared Feat 
, , . USTOMEERING 
to handle your most exacting rubber and vinyl component requirements. Let saitiee ual 
Orco engineers help on your next problem. See how Orco CUSTOMEERING vinyl parts.” 


can work to your greater advantage. 


THE OHIO RUBBER COMPANY 


A Division of The Eagle-Picher Company ‘ 
é Willoughby, Ohio Ep 
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INSIDE ACCOUNT SALESMAN 





: a 

Local Crucible personnel provide service in depth, Average warehouse staff is backed up by Crucible 
ranging from quick reports on steels available to Metallurgists who, although located at mills, will 
expert assistance with metal working problems. travel. 





maintains broad range 
of local customer services 


— ranges from in-stock deliveries to metallurgical research 


Here’s service in depth, made possible 
by Crucible’s integrated operation. It 
starts with in-stock deliveries of the 
steels you need and goes on to provide 
complete technical assistance for engi- 
neers, production, toolroom and main- 
tenance men. And the entire service is 
available from all of Crucible’s 27 
warehouses — 

(1) Deliveries from local stocks of 
16,000 specialty steel items, including 
all grades, shapes and sizes. 

(2) Basic specialty steel data — com- 
plete breakdowns on properties, char- 
acteristics, as well as machining and 
fabrication details. (Warehouse 
account salesmen can frequently rec- 
ommend the best steel for the end use.) 
(3) Metalworking assistance with un- 
usual machining and fabricating prob- 
lems — by trained, experienced sales- 
service engineers who specialize in tool 
steels, stainless, alloys. 

(4) Metallurgical research — help in 
developing steels for tomorrow’s more 
exacting applications from Crucible’s 
metallurgists, who will come to your 
plant on call. 

Here’s what one purchasing agent 
recently had to say about this over-all 
service: “We need lots of help with new 
steels — ones we haven’t used before. 
The reason we rely on Crucible ware- 
houses is because their men know the 
answers—or can get them for us 
quickly.” 

Why not simplify your own specialty 
steel purchasing problems by taking 
advantage of this integrated service? 
Crucible Steel Company of America, 
Dept. PH13, The Oliver Building, Mel- 
lon Square, Pittsburgh 22, Pa. 


MONTHLY STOCK LIST 


Keep-up-to-date on the 
specialty steels availa- 
ble—when they’re avail- 
able! Ask your local 
Crucible warehouse to 
send you its monthly 
stock list. 


CRUCIBLE 














Crucible metallurgists will come to your plant, if 


necessary, to help engineers use new steels or 


metals like titanium. 


Sales service engineers’ experience with fabricat- 
ing, machining problems can solve toolroom and 


production problems. 


TOOL STEELS — Water, oil, air hardening, shock 
resisting, hot work, plastic and die casting 
steels in all forms, including bars, sheets, 
plates, drill rod, hollows, forgings and flat 
ground stocks 

HIGH SPEED STEELS ble famous ‘‘Rex'’S 
steels: Rex Thrift Finish rounds, hot rolled and 
cold drawn flats and squares, drill rod, forg- 
ings, sheets, plates, and tool bits 

STAINLESS STEELS — Bars, sheet, strip, wire, cold 
heading wire, metalizing wire, plates, angles 

FREE MACHINING STEELS — Crucible 
hexagons, plates and brake die steel 

ALLOY STEELS — Bors, billets, strip and sheet 

COLD ROLLED CARBON SPRING STEELS 

DRILL STEELS — Wing or section twisted augur 
drill steels, hollow and solid drill steels 

ALUMINUM EXTRUSION DIE STEELS 

HOLLOW TOOL STEEL 

WELDING AND HARD FACING ROD 

PLASTIC MOLD STEELS 

PERMANENT MAGNETS 


—and many others 


Max-el® 


Truck drivers speed orders for over- 
night delivery to you—or earlier if 
your order is an “emergency.” 


Me 
Teletype operators get direct reports on 
quantities available everywhere in the ware- 
house system — from Crucible’s inventory- 
control computer room. 


STEEL COMPANY OF AMERICA 


: land « Columbus « Dallas « Dayton 
Branch Offices and Warehouses: Atlanta ¢ Baltimore « Boston « Buffalo « Charlotte « Chicago « Cincinnati « Cleve 

Denver © Detroit « Grand Rapids « Harrison « Houston « Indianapolis * Kansas City « Los Angeles « Milwaukee ¢ New Haven « New York « Ko 
Pittsburgh ¢ Portiand, Ore. * Providence * Rockford « Salt Lake City * San Francisco ¢ Seattle « Springfield, Mass. St. Louis ¢ St. Paul « Syracuse 


Tampa ¢ Toledo « Toronto, Ont. 





Office Equipment and Supplies 





An electric automatic splicer 
capable of splicing digital tapes, 
paper magnetic films and tapes 
has been developed by Prestoseal 
Manufacturing Corp., 37-27 33rd 
Street, Long Island City, New 
York. The design is based upon 
the proper combination of con- 
trolled heat and pressure applied 
within an automatic time cycle. 
It does not require the need of 
cement, adhesives, or glues of any 
type. The fusing is accomplished 
within 2% seconds. The splicer is 
sufficiently flexible so as to handle 
all size digital tapes. 
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Safes are now being designed to 
fit the contemporary elegance of 
today’s modern office. The trend 
is toward the modern-look design. 
A new fire-resistive safe being 
manufactured by Meilink Steel 
Safe Company, Toledo, Ohio is 
not only contemporary in design 
but is functional as well. It fea- 
tures a new boltwork locking 
mechanism that prevents locking 
of the combination or bolts while 
the doors are open or when they 
are not closed in the proper se- 
quence. 
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108 


The Workwall Division of the 
L. A. Darling Company, Bronson, 
Michigan announced recently a 
new catalog featuring a new sys- 
tem of movable office partitions 
and paneling. The upright posts of 
extruded aluminum incorporate 
a patented channel design that not 
only holds panels in a wide vari- 
ety of sizes and finishes, but also 
supports all types of utility at- 
tachments. 
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A new deluxe model Verifax 
Copier which can copy anything 
from a business card to 10 x 16 
inventory form has been an- 
nounced by Eastman Kodak Com- 
pany, Rochester, New York. 
Designated as the Verifax Vis- 
count Copier, the new office copy- 
ing unit is expected to prove 
particularly useful to companies 
requiring copies of larger orig- 
inals. Up to five copies of any 
typed, drawn, written or printed 
original may be made on the 
copier at a materials cost of about 
2% cents per copy. 
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A fully-illustrated 12-page bro- 
chure giving complete architec- 
tural specifications, and detailed 
sectional drawings of the com- 
pany’s new movable wall system 
is now available from the E. F. 
Hauserman Co., Cleveland, Ohio. 
Designated as Type HP, the book- 
let shows some of the design 
variations possible with the new 
system: photographs of panels, 
posts, ceiling trim, door frames 
and other components. 
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Cramer Posture Chair Com- 
pany, 625 Adams Street, Kansas 
City, Kansas, is introducing a 
group of coordinated office chairs, 
available in over 100 different 
color and fabric combinations to 
match or complement each other. 
The supervisor executive chair, 
upholstered in heavy waffle weave 
Trilock, combined with Nauga- 
hyde has a cast aluminum base, 
and a choice of three different arm 
rests. 
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A new electrical pencil pointer 
is being offered the American 
office. The automatic device is 
aimed at reducing pencil pointing 
time. Called Point-O-Matic, the 
new instrument contains a small 
synchronous motor which directly 
drives a fine sanding disk. The 
pencil admittance hole contains a 
spring-loaded switch, which op- 
erates the motor when a pencil 
is inserted, and turns the motor 
off when the pencil is withdrawn. 
The pencil pointer is marketed by 
Johnson Manufacturing Co., 132 
Main Street, Monroeville, Indiana. 
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The Wakmann Watch Co., Inc. 
15 West 47th Street, New York 
recently announced the avail- 
ability of a wonder watch with 
built-in slide rule. Designated as 
the Chronomat, this combination 
chronograph and slide rule can be 
utilized in many ways by men in 
all walks of life. The watch fea- 
tures an all-steel case, 17-jewel 
movement, 60 second and 45 min- 
ute registers, and deluxe hands 
with raised silver figures. 
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Kenro Graphics, Inc., 25 Com- 
merce Street, Chatham, New 
Jersey has prepared a_ booklet 
for purchasing agents concerned 
with production of negatives for 
offset printing and duplicating. A 
descriptive section demonstrates 
why it pays to make your own 
negatives. 
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A new 50-paragraph Selector 
Auto-typist was introduced by the 
American Automatic Typewriter 
Company, 2323 N. Pulaski Road, 
Chicago, Ill. This machine offers 
a wide range of selectivity and 
has the same dimensions as the 
company’s 30 push-button model. 
Any combination of paragraph 
length can be utilized as long as 
the total does not exceed 250 lines. 
Write No. 47 on Inquiry Card—Page 32 
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This excitingly new 


PEERLESS 


LINE OF EXECUTIVE FURNITURE 


combines efficiency and modern styling 


Write today for your 
copy of Brochure 
No. 137. In the return 
mail, you'll get all 
the facts about the 
complete line of 20th 
Century office furni- 
ture by Peerless. 


Our 25th Year 


The Peerless 20th Century Line of Executive 
Furniture is a new design concept in enduring 
metal. Available in a wide choice of functional 
colors; including a complete range of models 
serving today’s needs of the executive office. 


The stylized vinyl edging is a standard 
feature on all style models. All pull shelves are 
Textolite finished; matches your color choice of 
the work top surface. 


Your nearby Peerless Dealer needs but a few 
minutes to present all the facts—to outline all the 
advantages you gain when you consider the 20th 
Century Line for your next refurbish of the “front 
office.”” Ask us for his services . . . you'll find 

he’s an expert on office furnishings and 
office efficiency. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK 


CHICAGO HOUSTON LOS ANGELES 


For More Information Write No. 229 on Inquiry Card—Page 32 





Office Equipment 





Metal offset masters can now 
be prepared by xerography, 
Haloid XeroX Intc., Rochester, 
New York has announced. The 
operation takes four minutes. 
Field tests with unsensitized- 
aluminum offset masters indicate 
runs of 100,000 and more. Run-off 
copies are clean and sharp, and 
metal masters may be easily 
stored or filed for re-use. 


Write No. 48 on Inquiry Card—Page 32 


A new 48-page catalog featur- 
ing 17 new office supplies, acces- 
sories and marking equipment, in 
addition to many other stock 
items, has been released by Bank- 
ers & Merchants, Inc., Chicago, 
Ill. Among the new products de- 
scribed and illustrated is a 
marker with floating ball-valve 
Craftsmanship and Cotton Fiber | action and felt tip, housed in an 


> : 7 unbreakable plastic barrel. 
Make the Obvious Difference in 


WESTON BOND 


Character that catches the eye .. . a crisp, convincing 
feel that commands attention . . . sparkling brightness 
that makes your letters stand out — these are good quali- 
ties to have in your company letterhead. 

In Weston Bonp you get them to the highest degree 
because Weston Bonp is made with cotton fiber, nature's 
finest papermaking material. 

Ask your printer to use WesToN Bonp on your next lot 
of letterheads. He has it in white, colors, white opaque, A new loudspeaking intercom 
litho finish and envelopes to match. Or write for a system, transistorized for compact- 
sample book and make your own comparison. Address ; : : 
Dept. PN. ness and quiet operation, was in- 
troduced recently by Stromberg- 


Carlson, a division of General 

BYRON WESTON COMPANY Dynamics Corporation, Rochester, 
Makers of Papers for Business Records Since 1863 New York. Operation of the sys- 
DALTON, MASSACHUSETTS tem is simple: a “one-two” finger 
touch is all that is required. The 
user depresses the station selector 

WESTON BOND | teva ccs aoa 
listen” bar to talk, then releases 

Cotton Fiber Quality Letterhead Paper | it to listen. 
COTTON FIBER BONDS + LEDGERS + MACHINE POSTING LEDGERS + INDEX BristoLs | Write No. 50 on Inquiry Card—Page 32 
For More Information Write No. 230 on Inquiry Card—Page 32 
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“We like the fact that the information in CONOVER-MAST PURCHASING 
DIRECTORY is contained in one book instead of several. Because of its size, 
it is easy to take from one part of the department to another.”—K. A. Cruise, 
Material Manager, Bendix Aviation Corporation, Kansas City, Mo. 


Save 50% of Y our Source-Finding Time 


By Using 
Conover-Mast Purchasing Directory 


Conover-Mast Purchasing Directory shows you way to locate suppliers of practically any product. 
where to go when you are in the market for any The more you use it the better you'll like it. 
industrial product or service. Hundreds already say that. 


By rigidly excluding all non-industrial listings and If you do not have a copy, write to: 
advertising, CMPD is kept com- - 

pact and is complete in one vol- 

ume. You can keep it right on 


aa =" | Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N.Y 


Use Conover-Mast Purchasing 
Directory for your industrial 
purchases in place of the more 
cumbersome directories. You'll 


CO@mE- BMdORrOO 


find its complete cross references 
make it the easiest and quickest 
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Southeast P.A. Conference 
To be Held In October 


The 15th Annual Conference of 
Purchasing Agents of the South- 
east (District Seven NAPA) will 
be held in Jacksonville, Fla., Oct. 
\2-14. The Florida Association 
will act as host. NAPA President 
Gordon B. Affleck will deliver the 
opening address. 

There will be an Early Bird 
Dinner, Sunday evening, Oct. 12 
in the ball room of the George 
Washington Hotel. The banquet 

ll be held Monday evening, also 
in the ball room. Wayman Parker 
of Sharp & Dohme will be the 


G. G. Garbee, left, retiring president 
of the association receives congratu- 
lations for a job well done from 
Hugh C. Frick, newly elected presi- 
dent. 


after dinner speaker. A_ golf 
tournament will be held Tuesday 
afternoon at the San Jose Coun- 
try Club. Several plants are now 
being reviewed for visitations. 

Sid Jackson, general chairman, 
and his committee chairman are 
working hard to make this an 
outstanding and enjoyable pro- 
gram. C. O. DeLong, president of 
B. F. Goodrich Industrial Prod- 
ucts Co. is one of the many ex- 
cellent speakers scheduled to ad- 
dress the meeting. 


Ozarks P.A.’s 


The Ozarks Association of 
Purchasing Agents held its an- 
nual installation of officers meet- 
ing at Dent’s Dinner House, 
Springfield, Mo. Hugh C. Frick 
is the newly elected president of 
the association. 

An education forum on pur- 
chasing policy was led by Warren 


C. O. DeLong, president of B. F. 

Goodrich Industrial Products Co., 
will address PA’s at the Southeast 
Conference. 


Install 
New Officers 


Smallfield of Pacific Mercury TV 
Manufacturing Corporation. This 
was followed by refreshments and 
a hospitality hour. After dinner, 
Richard Uhr, Mono Manufactur- 
ing Company, gave a “Know Your 
Members’ Commodities” talk, 
which was followed by a film on 
standardization. 


Washington Ass’n Holds Annual Dinner-Dance 


The Purchasing Agents Associ- 
ation of Washington, D. C. held 
its annual installation of officers 
meeting at the Williamsburg 
Room of the Mayflower Hotel. 
The evening consisted of a cock- 
tail hour, followed by dinner, in- 
stallation of new officers, and 
dancing. 

D. A. Cook, the siiaieadalll presi- 
dent, started his term with a fine 
acceptance speech and promised 
big things for the next year. 
George Frediani, the outgoing 
president, was presented with a 
gift and was also the lucky win- 
ner of one of the door prizes. 


ead table are (left to right): C. Hesse, Mr. & Mrs. S. Covey, 
. Prichard, Mr. & Mrs. D. A. Cook, Mr. & Mrs. W. Curtin, 


. Frediani, Mr. & Mrs. 


J. Rooney, Mr. & Mrs. A. Sebastian. 
For More Information Write No. 231 

on Inquiry Card—Page 32> 

PURCHASING 











“Joe Magarac”’ Puts On The 3000 Ton Squeeze 


Like he had four hands, this mighty man of steel 
grabs a white hot 90 inch 120 ton ingot .. . kneads, 
rolls, forges it to relative length and size .. . for 
what? A 50 ton bending roll... a 40 ton turbine 
rotor ...a tough forged steel shaft to drive an 
ocean liner or aircraft carrier ...a rugged spindle 
for a rolling mill? Joe doesn’t know—he just bears 


down with his 3000 ton i squeeze. The Quality 


Control men know. If Joe could hear, they'd tell him. 


Specially trained, long-experienced metallurgists, 
chemists, engineers check physical properties and 
quality standards from the beginning of the steel- 
making. Modern optical, pyrometric and scientific in- 
struments test for quality every step of the way un- 
til the finished forging is swung to the railroad car. 

Constant improvement in forging and casting 
technology and Quality Control procedures assure 


a job well done here. 


ERIE FORGE & STEEL CORPORATION 


ERIE, PENNSYLVANIA 


AMERICAN IRON 





AND STEEL INSTITUTE 





LOOKING FOR MORE FROM 


For steelcutting . . . trim costs 
with Carboloy, Extra-Perform- 
ance Grades 330, 350, and 370, 
and low-cost, General-Purpose 
Carboloy 78 and 78B carbides 


Some steelcutting jobs call for extra-tough, extra-performance 
carbides. Others can only be handled profitably with low-cost, 
general-purpose carbides. That’s why we make them both. 


Where you need increased machine productivity and have 
long production runs to keep cost-per-piece low—use Carboloy 
Extra-Performance Series 300 carbides. Their added strength 
and stamina handle jobs ranging from heavy roughing to high- 
speed finishing . . . at a unit cost and rate no “premium” 
carbide on the market can beat. 


But, for general-purpose steelcutting jobs that don’t require 
the Extra-Performance carbides, use Carboloy Grades 78 and 
78B. Their top-notch performance, at low initial tool cost, will 
keep your machines operating profitably. 

Chances are, your plant should be using both grades. Your 
local Authorized Distributor of Carboloy cemented carbides 
can deliver tools, blanks and inserts you need . . . in a hurry. 


This complete team of Carboloy cemented carbides 
gives you more for your carbide tool dollar! 


—____| GRADES FOR MACHINING STEELS 


| | | GRADES FOR MACHINING 
| NONFERROUS MA 
a 


GRADE 
999 


PURCHASING 





YOUR CARBIDE TOOL DOLLAR ? 


For nonferrous materials 

... boost production rates 
with Carboloy, cemented 
carbides performance-matched 
to your machining jobs 





Aluminum, titanium, super alloys, wood—all have machining 
peculiarities that raise cain with production schedules and tool 
costs. That’s why we make five job-tailored Carboloy cemented 
carbides for cutting these materials. 


With these five grades (see chart, at left), you can get the 
one with exactly the right combination of shock resistance and 
wear resistance to match your job—whether heavy, interrupted 
cuts, or precision finishing. 


Because you’re using performance-matched carbides with 
consistent metallurgical quality, you can schedule heavier pro- 
duction loads . . . and you will get this increased output at 
lower tool-cost-per-piece. 


Your local Authorized Carboloy Distributor has complete 
stocks of tools, blanks, and inserts in these five grades. A 


phone call to him today will get your machines humming 
faster tomorrow. 


For more information on Carboloy Extra-Performance and Gen- 
eral-Purpose carbides, or nonferrous material carbides, write: 
Metallurgical Products Department of General Electric Company, 
11143 E. 8 Mile Street, Detroit 32, Michigan. 


CARBOLOY 


cCawEN T E& O Ga RGGI oO «& 


GENERAL @@ ELECTRIC 
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INQUIRIES ARE ANSWERED PROMPTLY— 
Whenever you call or write for infor- 
mation on prices, availabilities or 
service, you get a prompt reply. 


DELIVERIES ARE MADE ON TIME— 
Orders for the most frequently used 
types of wire cloth are promptly filled. 
If we can’t supply what you want 
from our complete stock, we’ll schedule 
our looms to get it to you as soon as 
possible. 


INSTALLATIONS ARE CHECKED—At 
Cambridge, orders aren’t filled and 
forgotten. Our own sales engineers 
follow up your order to make sure our 
product is giving you the best possible 
service. 


QUALITY, OF COURSE—Individual loom operation and countless 
checks on mesh size and mesh count assure you of highest quality 
wire cloth when you specify Cambridge. 


Let us quote on your bulk or fabricated wire cloth needs. Samples for inspec- 
tion or test purposes are available upon request. Call your Cambridge FIELD 
ENGINEER. He's listed in the phone book under “Wire Cloth.” Or, write direct 
for FREE 94-PAGE CATALOG and stock list giving full range of wire cloth avail- 
able. Describes fabrication facilities and gives useful metallurgical data. 


‘Cm The Cambridge Wire Cloth Co. 


Department AK, 


Cambridge 8, =. 
= 


Maryland 
OFFICES IN PRINCIPAL INDUSTRIAL CITIES 
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New England PA’s Hold 
Summer Outing 





A successful summer outing 
was held by N.EP.A.A. at the 
Commonwealth Country Club 
facilities on Chestnut Hill. The 
outing committee, under the chair- 
manship of Sumner F. Gold- 
thwaite, had provided entertain- 
ment for the diversified interest. 
of members. There was, of course, 
golfi—played by experts and 
played at by duffers. (Some of 
the latter, strangely enough, ex- 
celled in the putting tournament). 
Non-golfers availed themselves 
of the bowling alleys, the swim- 
ming pool or the card tables. The 
usual roast beef dinner was 
served to end the festivities. A 
good time was had by all. 

At an earlier outing, Philip F. 
Bamforth arranged an interesting 
plant visit to the Carling Brewery 
at Natick, for which he is pur- 
chasing agent. Members were in- 
trigued by the elaborate automa- 
tic instrumentation used at the 
brewery to control the flow of 
liquids during the manufacturing 
process. 


Two-Day 8th District 
Conference In Oct. 


The Elmira (N. Y.) Associa- 
tion of the National Association 
of Purchasing Agents will play 
host for a two-day 8th District 
Conference for NAPA members 
at the Mark Twain Hotel in El- 
mira on Thursday and Friday, 
Oct. 16-17. 

Theme for the conference, ac- 
cording to Ralph P. Baker Jr., 
general purchasing agent for 
Corning Glass Works and presi- 
dent of the host association, will 
be “Purchasing’s Challenge,” with 
the program featuring talks by 
several leaders in the purchasing 
field as well as representatives of 
business, education and politics. 

Mr. Baker will serve as con- 
ference chairman, with J. Duke- 
hart Chesney of Rensselaer, 
N. Y., 8th District vice president, 
as honorary chairman and H. E. 

(Please turn to page 118) 


For More Information Write No. 234 
on Inquiry Card—Page 32> 


PuRCHASING 








Aco flanges on this fractionating tower 
fitted and welded better, saved shop time. 


YOU GET 3-WAY SAVINGS WITH ALCO FLANGES 


Because ALCO produces and forges its own flange steel, 
controlling metallurgy to your exact requirements, you 
benefit three ways by specifying ALCO. 

First, the precise chemistry and steel structure of the 
flanges mean that you can set your welding procedures 
for economy and for a better weld. 

Second, since your flanges are uniform in metallurgy, 
forging and machining, you will find that they reduce 
assembly time and eliminate delays in fitting. 

If your steel specifications are unusual, ALCO’s steel 


ALCO 


ALCO 


producing facilities provide a third important benefit— 
prompt delivery of flanges in special steels. 

The added value in ALCO seamless forged and rolled 
flanges costs you no more. Welding-neck, slip-on, lap- 
joint, blind, TEMA hub and ring flanges, as well as many 
other types are available from 18 to 145 in. OD. 

For complete information on the many advantages of 
ALCO flanges, call your nearest ALCO sales office, or write 
for 54-page catalog to ALCO Products, Inc., Department 
151, Schenectady, New York. 


PRODUCTS, INC. 


NEW YORK 


SALES OFFICES IN PRINCIPAL CITIES 


LOCOMOTIVES - DIESEL ENGINES - 


NUCLEAR REACTORS - SPRINGS - STEEL PIPE - 


FORGINGS -. OIL-FIELO EQUIPMENT 





DODGE 


aa oO OR UT om a 
you 


a <<. 


TAPER-LOCK 


SHEAVES 
Easy on—easy off! Mount flush! 


TAPER-LOCK 
SPROCKETS 


No reboring — no waiting! 


SC AND SCM 
BALL BEARING PILLOW BLOCKS 


"The seal won't blow!"’ 


Write for Bulletins! 


Taper-Lock Sheaves. Drive tables 
and technical data. Bulletin A-661 


Taper-Lock Sprocket and Dodge 
Roller Chain data. Bulletin A-644 


Rolling Bearings—SC, SCM and 
Dodge-Timken. Bulletin A-638 


DODGE MANUFACTURING CORPORATION 
1300 Union Street + Mishawaka, Indiana 


For More Information Write No. 235 
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Putnam of Elmira, N. Y., a na- 
tional NAPA director and im- 
mediate past president of the El- 
mira group, as conference vice 
chairman. 

The program, now being ar- 
ranged by Victor H. Pooler Jr., 
senior buyer for Ingersoll-Rand 
Co., Painted Post, will feature 
talks by Gordon Burt Affleck of 
Salt Lake City, Utah, national 
president of NAPA; George A. 
Renard, associate editor, The 
Journal of Commerce; Dean S. 
Ammer, executive editor, Pur- 
chasing Magazine, and Paul V. 
Farrell, editor, Purchasing Mag- 
azine. Other speakers will be an- 
nounced at a later date. 

A. Kemp Stevens, director of 
purchases for Aircooled Motors 
Inc., Syracuse, is handling ar- 
rangements for exhibitions, with 
booth space still available to sup- 
pliers. Reservation applications 
from conference participants are 
now being prepared by C. E. 
Woodhouse, president of Brady 


Electric Co., Elmira, assisted by . 


William Emerson, manager of the 
Mark Twain Hotel in the same 
city. 

Special programs and enter- 
tainment are being arranged for 
wives of NAPA members, with a 
visit to the Corning Glass Center 
in Corning, N. Y. 

Other members of the general 
committee, in addition to Baker, 
Chesney, Putnam, Pooler, Stevens 
and Woodhouse are Edward C. 
Craumer, assistant purchasing 
agent, Corning Glass Works, con- 
ference treasurer; R. E. Campbell, 
assistant purchasing agent, Ben- 
dix Aviation Corp., Elmira 
Heights, publicity and public re- 
lations; Carl J. Ramberg, buyer, 
Ingersoll-Rand Co., Painted Post, 
N. Y., entertainment; and C. Iver 
Johnson, purchasing agent, Le- 
Valley McLeod Inc., Elmira, ar- 
rangements. 

The conference sessions regu- 
larly attract upwards of 500 pur- 
chasing agents from NAPA 
chapters in Elmira, Syracuse, 
Buffalo, Rochester, Troy-Albany, 
New York City, northern New 
Jersey, and the Toronto area in 
Canada. 


Central Iowa and Steaks 


The Central Iowa Association 
of Purchasing Agents held a re- 
cent meeting at Kellog, Iowa in 
the Midwest Metal Stamping 
Company Park. It was the best 
attended meeting of the year. 
Sixty-three purchasing agents at- 
tended with 50 guests. 

New York cut steaks were sup- 
plied by Art Minor, John Morrell 
and Company, Ottumwa, lowa 
and broiled on the famous Mid- 
west Charcoal Steak Broilers. 
The Midwest gang broiled 120 
steaks in less than 20 minutes. 

Art Holmdahl, president of 
Midwest Metal Stamping Co. ex- 
tended a hearty welcome to the 
group and expressed a desire that 
they return some time in the 
future. 

New officers were elected for 
the coming year: Matt Karpan, 
president; Art Minor, vice-presi- 
dent; Alvin Rempp, vice-presi- 
dent; Don Balvin, treasurer; Herb 
Lubke, national director; Bob 
Reeves, secretary; Wm. Lange- 
feld, director; George Mosher, di- 
rector; Don Foster, director. 

New members voted into the 
association were Harrison L. 
Willson, Viking Pump Co.; Loras 
Groff, Plumb Supply Co.; Arthur 
N. Boeckelmann, Solar Aircraft. 


Packaging, Handling. and 
Shipping Show In 
Chicago, Oct. 12 


Although the City of Chicago 
has been host this year to some 
of the country’s largest conven- 
tions and trade shows, including 
the Lions, Kiwanis and Shrine, 
it already has unrolled its “Wel- 
come” mat for the Society of In- 
dustrial! Packaging and Materials 
Handling Engineers. 

By proclamation of Mayor 
Richard J. Daley, the week of 
Oct. 12 has been formally desig- 
nated “Packaging, Handling and 
Shipping Week” in Chicago. Dur- 
ing that week, the SIPMHE-spon- 
sored annual triple feature event 
of the packaging, materials han- 
dling and shipping world will be 

(Please turn to page 120) 
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DODGE 
PILLOW BLOCKS 


Timken Bearing Equipped 


America’s super-quality line— 
with a 34-year record of keeping 
performance up and costs down! 
Five types—to fit practically 
any service condition. All as- 
sembled, adjusted, lubricated 
and sealed at the factory for 
precision performance—long 


life — dependability. 


SPECIAL DUTY TYPE ———~» 


Designed for extreme precision 
and high load capacities. 


Fully self-aligning. 


Special Duplex Timken Roller 
Bearing with tapered bore. 


Split tapered sleeve with straight 
cylindrical bore extends through 
entire length of housing. 


Easy to mount or demount. 
Adapter nut (or collar) clamps 
adapter sleeve to shaft with ex- 
treme firmness. 


Automotive type piston ring seals. 
Bearing is sealed both on and off 
the shaft. 


Rugged semisteel outer housing. 


Elongated boit holes provide for 
lateral adjustment. 


Special dust cap protects lubri- 
Cation fitting. 


Shaft sizes 1%" to 8. Ask your 
local Dodge Distributor—or write 
us for Bulletin A670 giving com- 
plete technical data on America's 
most complete line of mounted 
bearings. 


DODGE MANUFACTURING CORPORATION, 1300 Union St., Mishawaka, Ind. 


CALL THE TRANSMISSIONEER, your 


local Dodge 


Distributor. Factory trained by Dodge, he can give 


you valuable help on new 


cost-saving methods. 


Look in the white pages of your telephone directory 


for “Dodge Transmissioneer.”’ 


of Mishawaka, Ind. 
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Precision-Annealing 


cvs WIR 


PHOSPHOR BRONZE 


extra stamina 
and formability 


These photos will give 
you an idea of how Waterbury 
Rolling Mills precision-annealed 
phosphor bronze can improve your 


production. 


Close up shows how WRM precision- 
annealed phosphor bronze withstands 
severe bend. 


Close up of ordinary-annealed spring 
temper phosphor bronze shows surface » 
beginning to rupture at the bend. 


By a closely-controlled anneal prior to finishing, Waterbury 
produces spring-temper phosphor bronze with up to 3 times normal formability 
(elongation) plus higher fatigue life. The finer, more uniform grain structure 
produced by this process also improves surface finish and insures consistent 
production quality. 

Over 50 years of specialization enables WRM to produce 
phosphor bronze with special ability for your application. 


Available in strip, sheet or coil. 


Send for this new, free, 60-page catalog 
of WRM facilities, abilities and metal specifications. 


ALSO NICKEL SILVER &2 OTHER COPPER ALLOYS 


For More Information Write No. 237 on Inquiry Card—Page 32 
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held in Chicago—the 13th Annual 
Packaging, Handling and Ship- 
ping Show, the yearly Technical 
Short Course, and the annual Na- 
tional Protective Packaging and 
Materials Handling Competition. 

The show and competition will 
be held at the Chicago Coliseum 
Oct. 14-16, while the Short Course 
will be at the Chicago Y.M.C.A. 
Oct. 13-15. 

In addition, the Packaging In- 
stitute of New York will hold its 
annual forum at the Edgewater 
Beach Hotel Oct. 13-15 and will 
join SIPMHE in a special joint 
program at the Coliseum the 
afternoon of Oct. 15. The Packag- 
ing and Handling Committee of 
the Air Craft Industries Associa- 
tion will meet Oct. 15-16 at the 
Bismark hotel. 





AFMA Purchasing Group 
Hears Purchasing Editor 


At an open forum during the 
American Feed Manufacturers 
Association’s recent Golden Jubi- 
lee Convention in Chicago, C. D. 
Francisco, midwest editor of 
PurcHASING spoke on “The Pur- 
chasing Agent in Modern Busi- 
ness”. The association’s Com- 
mittee of Purchasing Agents and 
convention delegates heard how 
modern industrial purchasing 
methods could be applied to feed 
ingredient buying. They also 
learned something about the re- 
lationship of product function to 
its value in determining purchas- 
ing policies. 

The AFMA Committee of Pur- 
chasing Agents, which has been 
operating on a “temporary” basis 
since the fall of 1953, was given 
permanent status by the AFMA 
Board of Directors. In its present 
status, comparable to the Nutri- 
tion Council and Executive Traffic 
Committee, the Committee of 
Purchasing Agents will continue 
to work toward improvement in 
purchasing procedures, with pri- 
ority given to relations with al- 
lied industry associations. 

For More Information Write No. 238 
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Super power 









for 1001 
cleaning jobs! 





No. 95 for general use ee 
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Furnate cleaning attachments 
\ and popular No. 65@ 


A Black & Decker Vacuum Cleaner for every use! 


ACCORDION TYPE HOSE ex- 
tends to 10 feet. Tough, 
durable, sucks in bolts, nuts 
without harm. Wraps around 
motor housing for easy 
storage. 


COMPLETE ACCESSORY LINE for 
every need. For furnace 
cleaning combine No. 65 
Vacuum Cleaner with attach- 
ment assortment or select 
No. 648 Furnace Cleaner. 


VERSATILE—COMPACT enough 
to fit through narrowest of 
passageways Completely 
mobile. Roll easily over 
rough floors. No. 55 mounts 
on 55 gal. drum and dolly. 


HANDY ACCESSORY RACK on 
No. 95 carries all attach- 
ments you need to do the 
job. Attached to handle, it 
can be removed easily for 
quick cleaning. 


Everywhere Sel! 








Whatever your cleaning problem—office, halls and 
carpets; factory floors or scrap pick-up, there’s a 
Black & Decker Heavy-Duty Vacuum Cleaner to 
do the job! All completely mobile—all packed with 
twice the suction—-with plenty of guts for both 
wet and dry cleaning. 


Choose the model you need: No. 65—perfect for 
general all around use, takes 3% gallons of liquid; 
¥% bushel dry. No. 95 for constant, heavy-duty use 
—13 gallons wet; takes 1% bushel dry. No. 55 for 
extra-capacity—mounts on a 55 gallon drum, 
Mail coupon for free demonstration. 


lack & Decker: 


Quality Electric Tools . . . Power-Built to set the pace 


Leading 
Distributors 


THE BLACK & DECKER MFG. CO., Dept. 1708, Towson 4, Md. 
(In Canada: Brockville, Ontario) 


Please arrange a demonstration of 
] No. 55, (] No. 65, [] No 95 Vacuum Cleaner(s) 
(] Send additional literature 
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an Good Collar Formation 
is Easy 


with 


FAIRMO! 


ALUMINUM 


coiled sheet 


When choosing aluminum coiled sheet for 
heat transfer products, alert manufacturers 
demand deep-drawing, non-earing stock for 
rapid as well as uniform forming of collars with- 
out cracking or buckling. Close adherence to 
required gauge tolerance is of prime importance 
in manufacturing cost. 

The low-cost, highly efficient product you’ve 
made from Fairmont aluminum will give years 


of use to satisfied customers, because Fairmont 
aluminum resists corrosion and breakdown. 
Along with rigid quality control, Fairmont 
offers “‘individualized” attention to manufac- 
turers’ requirements for coiled and flat sheet in 
1100, 3003, 5005, 5050 and 5052 alloys. Let us 
show you why Fairmont aluminum is being 
specified by the foremost heat transfer product 
manufacturers. Write or call today for details. 


Sales offices in Principal Cities 


FA i R iV. Oo N T aacuminum COMPANY 


SUBSIDIARY OF CERRO DE Pasco CorrorATION 
Dept. U-4 * FAIRMONT, WEST VIRGINIA 
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This man is handing you 


the “Touch of Gold” 


ing wheels have the ‘‘Touch of Gold’”’. 
Norton has more than 200,000 types 
and sizes of grinding wheels. For 
every grinding job there is a Norton 
wheel that will do it best. 

Norton representatives help shop- 
men select that right wheel and are 
available wherever grinding is done. 


This Norton grinding wheel is a 
money-maker for everybody. Every 
time it touches the work it adds value 
. .. provides increased production for 
management. . 
power for operators... 
ucts for the users. 

That’s why men say Norton grind- 


. improved earning 


better prod- 


Making better products. 


NORTON COMPANY, Headquarters, 
Worcester 6, Massachusetts. 


NORTON 


ABRASIVES 


.to make your products better 








RE-NEW-COAT Resurfaces, 
Protects and Decorates 
Masonry Buildings 

In One Application! 


Re-New-Coat, with an outstanding rec- 
ord of performance even under severe 
conditions, actually anchors itself into 
masonry surfaces and becomes part of 
the structure itself. It is resistant to 
alkali, acid fumes, smokes, gases and 
other corrosive factors. Remarkable ad- 
hesive qualities of Re-New-Coat, due to 
presence of Devran Epoxy Resin, in- 
sure a firm tight bond to masonry. 
ECONOMY — Because of the several mil 
thickness of dense structurally strong 
coating, built with only one application, 
there is no need for a second time- 
consuming application. 


LONG LIFE PROTECTION — Prolonged pro- 
tection against surface erosion is just 
one of the beneficial characteristics 
inherent in Re-New-Coat. 


WEATHER PROTECTION — Masonry struc- 
tures subjected to constant erosion 
caused by driving rains and chemical 
fumes common to industrial areas are 
effectively protected for years to come. 


LI 
Goes 


Det.oit ” 


TRUSCON “RE-NEW-COAT”® 
with Devran Epoxy Resin 
actually extends the life 

of your buildings! 
e 


FIELD DEMONSTRATION 


Ask for field demonstra- 
tion in one or more of 
the attractive colors 
available! 


TRUSCON Laboratories 
Vept. N-12, 17U0 Caniff 
Detroit 11, Michigan 


(CD Have field engineer call for appointment. 


(CO Send more information on RE-NEW-COAT 
at once. 


l 

I 

! 

| 
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| 

| 
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Company 
Address 
City. a 
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Ellison Elected President 
Chicago Ass’n 


Seymour Ellison 


Seymour Ellison, purchasing 
agent for Perfection Gear Com- 
pany of Harvey, Illinois, has been 
elected president of the Purchas- 
ing Agents Association of Chi- 
cago for the coming year. 

Ellison started his business 
career as assistant city prosecutor 
for Chicago in 1930, after attend- 
ing Northwestern University, the 
University of Illinois and De Paul 
University, where he received his 
law degree. He has been associ- 
ated with Perfection Gear since 
1936, where he is office manager 
as well as purchasing agent. 

An active member of the Pur- 
chasing Agents Association of 
Chicago since 1941, Ellison has 
served on numerous committees 
and was instrumental in helping 
to develop purchasing curriculum 
at Illinois Institute of Technology. 

Other officers elected were: first 
vice-president—J. C. Frehner, 
Purchasing agent for Bowman 
Dairy Company; second vice- 
president—D. L. Harwood, vice- 
president for Fairbanks Morse & 
Company; secretary—L. R. Seen, 
purchasing manager for Borg & 
Beck Div. of Borg-Warner Corp.; 
treasurer—Harry H. Wise, pur- 
chasing agent for Cenol Co., Inc. 
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Albany 1, N. Y. 


Eastern Metals Warehouse, Inc. 


Albany 89-3281 


Birmingham 5, Ala. 
Allegheny Ludium Stee! Corp. 
FAirfax 2-0548 


Buffalo 7, N. Y. 
Brace-Mueller-Huntley, Inc. 
Victoria 8700 


Cambridge 38, Mass. 
Achorn Steel Company 
HAncock 6-9592 


Charlotte 1, N. C. 
Edgcomb Steel Company 
FRanklin 5-3361 


Chicago 32, lil. 
Allegheny Ludium Stee! Corp. 
LAfayette 3-8650 


Chicago 32, lil. 

U. S. Steel Supply Div. 
BRunswick 8-2000 
Cincinnati 1, Ohio 

Allied Abrasives & Tools, Inc. 
MUlberry 1-2222 


Cleveland 3, Ohio 
Allegheny Ludium Steel Corp. 
UTah 1-0500 


Dallas 22, Texas 

Peery Steel Company 
FEderal 1-4354 

Dayton 4, Ohio 

Allegheny Ludium Steel Corp. 
HEmiock 8386 


Denver 16, Colorado 
Union Supply Co. 
AMhurst 6-2292 


Detroit 20, Mich. 
Allegheny Ludium Stee! Corp. 
JOrdan 4-6900 


Flint 1, Mich. 
Hall Steel Co. 
CEdar 4-6672 


Grand Rapids 8, Mich. 
Good Steel Service, Inc. 
CHerry 1-4425 


Hartford, Conn. 
L. L. Ensworth & Son, Inc. 
CHapel 9-7791 


Houston 1, Texas 
Peden Iron & Steel Co. 
CApital 2-2121 


Indianapolis 1, Ind. 

Allegheny Ludium Stee! Corp. 
MElrose 2-6521-2-3 

Los Angeles 22, Calif. 
Allegheny Ludium Stee! Corp. 
RAymond 3-1181 
Milwaukee 12, Wisc. 
Allegheny Ludium Stee! Corp. 
WOodruff 4-3500 
Minneapolis 10, Minn. 

Junger Steel & Supply Co. 
WAlnut 7-8080 


Avucust 18, 1958 


New York 17, N. Y. 
Allegheny Ludium Steel Corp. 
MUrrayhill 2-0369 


Philadelphia 34, Pa. 
Edgcomb Steel Co. 

GArfield 3-6300 

Rochester 1, N. Y. 
Brace-Mueller-Huntley, Inc. 
COngress 6-6560 

San Francisco 7, Calif. 
Allegheny Ludium Steel Corp. 
GArfield 1-1804 

Shelton, Conn. 

Trico Manufacturing Co. 
EDison 7-6214 

St. Lovis 8, Mo. 

Allegheny Ludium Steel Corp. 
JEfferson 3-6700 

Springfield 1, Mass. 
Allegheny Ludium Steel Corp. 
REpublic 4-4996 

Syracuse 1, N. Y. 
Brace-Mveller-Huntley, Inc. 
HOward 3-3341 

Worcester 8, Mass. 

Prott and Inman 

Pleasant 6-9592 

York, Po. 

Edgcomb Steel Co. 

47-1411 


for quick 
warehouse 
service, 
technical help 


on tool 
steels 


call 
Allegheny 
Ludlum 


Warehouses stocking Allegheny Ludlum’s Tool and Die Steels 
are located conveniently throughout the country. There's one 
near you. Jot down its phone number and call the next time 
you have a problem or need steel. 


Allegheny Ludlum stocks a complete line of tool steel sizes and 
grades. Call your nearest A-L representative; you'll get quick 
service and counsel on such problems as heat treating, machining, 
grade selection, etc. Or write for A-L’s publication list which 
gives full data on the more than 125 technical publications offered. 
They'll make your job easier. 

ALLEGHENY LUDLUM STEEL CORPORATION, Oliver 
Building, Pittsburgh 22, Pa. Address Dept. P-8 


ALLEGHENY LUDLUM ; 


Tool Steel warehouse stocks throughout the country... Check the yellow pages 
every grade of tool steel... every help in using it 
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Stop sticky products 
from. sticking 


WITH SYL-OFF, THE SILICONE COATING 


fe — > ‘ot a Be a 
Jet z ss 
i 4 ee ee ey: 


Syl-off coated paper pulls cleanly from sticky asphalt,... and from an adhesive film that has no backing. 


RELEASES STICKY PRODUCTS QUICKLY, CLEANLY... SAVES MONEY 


Virtually nothing sticks to this completely new 
surface coating for package liners, wrappings, 
and interleaving sheets. SYL-OFFt, the Dow 
Corning silicone coating, gives quick and com- 
plete release from even the gummiest products 
. . . adhesives, asphalt, candy, glue, unvulcan- 
ized rubber . . . nothing is wasted. SYL-OFF 
won't affect appearance or physical strength 


t +.«. Dow CORNING CORPORATION 


Adhesives, defoamers, lubricants, release 
agents, paint resins, laminating resins, cosmetic 
and polish additives, electrical varnishes, 
water repellents, Sight Savers”, paper coat- 
ings, resin intermediates, gums, Silastic® 


When you consider the entire cost, 


silicones cost less. 


of package . . . can’t contaminate products . . . 
lasts as long as the paper stock itself. Any way 
you look at it, SYL-OFF is a money saver: if you 
package, SYL-OFF is comparable in cost to con- 
ventional nonadhesive coatings and weighs 
less—cuts freight charges; if you receive tacky 
materials, you save money in reduced waste, 
scrap and labor. 


YOUR BEST SOURCE FOR ALL SILICONES... DOW CORNING 


(silicone rubber) . . . These are but a few of 
the many Dow Corning Silicones cutting costs 
for industry — and helping to make good 
products better. For more information, write 
Dept. 208, Dow Corning. 


Dow Corning CORPORATION 


MIDLAND. MICHIGAN 


ATLANTA BOSTON CHICAGO CLEVELAND DALLAS DETROIT LOS ANGELES NEW YORK WASHINGTON, BD. C. 
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- - - Soft sell is the secret to my 
success.” 


CHEMICALS, METALS, MINERALS FOR THE 
CHEMICAL PROCESSING AND METALWORKING INDUSTRIES 


METAL & THERM™MIT 
CORPORATION 


GENERAL OFFICES: RAHWAY, NEW JERSEY 


Welding electrodes, machines @ Ceramic opacifiers 

Stabilizers for vinyls © Plating processes, materials 

et a @ Plastisols, protective coatings 

Bactericides, fungicides for @ Titanium and Zirconium minerals 
pulp and paper @ Metals and alloys 


Share your Purchasing Department humor with us 
+ «+ « Thanks for this smile go to: 


Mr. 3. A. Heilman, Assistant to Director of Purchases 
Crown Cork & Seal Company, Inc. 

$300 Ashton Road 

Philadelphia 36, Pa. 
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Worried abour..e 


Trespassers? 


Your answer to 4 basic 


plant problems 


Anchor has built its fence with exclusive 
features to give you more of the positive 
protection you need. Special terminal posts 
remove all potential toe and hand holds. 
Anchor's exclusive deep-driven anchors 
combine with H-Beam line posts to give 
you a fence of unmatched strength and 
rigidity. Gates are one-piece welded con- 
struction, designed to stay rattle and sag 
proof. And Anchor chain link fabric is 
galvanized after weaving for extra-long, 
corrosion-resistant life. 

Every Anchor Fenceis erected by Anchor’s 
own trained experts, and backed by 
Anchor's 66 year reputation as a leader in 
industrial fencing. Call your local Anchor 
office for a free estimate, today, or write: 
ANCHOR FENCE, 6615 Eastern Avenue, 
Baltimore 24, Md. 


Plants in Balti , Md; Hi , Texas; and Whittier, 
Cal. Sold direct from fectery Branches and Warehouses 
in principal cities. 
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Alabama PA’s Hear 
Buying Talks 


A recent luncheon meeting of 
the Purchasing Agents Associa- 
tion of Alabama was held at the 
Thomas-Jefferson Hotel. Presi- 
dent Jim Day, Moore-Handley 
Hardware Company, called the 
meeting to order. Carl Thomas, 
Owen-Richards, announced the 
names of the following new mem- 
bers who were elected into the 
association. They are: J. T. 
Whiteside, King Stove & Range, 
Sheffield, Ala.; Charles T. Finney, 
Flag Etica Corporation, Florence, 
Ala.; Percy E. Sealy, SBS Electric 
Supply, Florence, Ala.; R. Allen 
Green, Martin Supply, Sheffield, 
Ala.; Louis F. Haddock, Grayes 
Concrete Products, Florence, 
Ala; W. C. Maham, Diamond 
Alkali Co., Florence, Ala.; Wal- 
lace C. Curry, Tennessee Valley 
Authority, Wilson Dam, Ala.; 
Henry B. Johnson, Daniel Con- 
struction Co., Sheffield, Ala.; 
Elmer H. Clark, Jr., Huntsville 
Hospital, Huntsville, Ala.; Harley 
R. Hope, Thiokol Chemical Cor- 
poration, Redstone. 

The meeting was then turned 
over to Clint Wieberg, who pre- 
sided. A special panel gave a 
number of three minute talks on 
the problems and side lights of 
buying in their specialized fields. 
Personnel of the panel were: In- 
stitutional Procurement—Bernice 
Cohron University Hospital; Utili- 
ties Procurement—George Cole 
Alabama Power Company; Dis- 
tributor Procurement — Robert 
Duquette Moore-Handley Hdwe. 
Manufacturing Procurement — 
Carl Dreher American Cast Iron 
Pipe; Governmental Procure- 
ment—George Wilson Jefferson 
County. 

Mrs. Bernice Cohron compared 
the purchasing requirement of a 
hotel with that of a hospital. She 
stated their likeness and then how 
they differed. Mrs. Cohron stated 
that a hospital had to: purchase 
items ranging from safety pins to 
anesthetics. The one major prob- 
lem is that the necessity for the 
items purchased could be a mat- 
ter of life or death. Mrs. Cohron 
ended her talk with the statement 





“a catalogue and a supply of pur- 
chase orders does not make a 
good Purchasing Agent”. 

George H. Cole stated that the 
major difference between utili- 
ties procurement and purchasing 
for other fields is that a much 
greater proportion of utility pur- 
chase is for capital or durable 
goods. As far as the difference in 
problems, the utility purchasing 
agent must face more long term 
deliveries. Escalation is another 
big factor that effects utility pro- 
curement. 

Robert Duquette stated that a 
distributor had three basic pur- 
poses; buy, warehouse and sell. 
The industrial purchaser becomes 
an information center. The buyer 
is responsible for the collecting, 
weighing, acting, merchandising, 
cataloging and the following 
through of each of the different 
purchases covering such a variety 
of items. Warehousing is a major 


(Please turn to page 130) 
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prove it. 


Write for performance charts 


based on A.S.A. tests. 


CDRIGHT )f31!)) INDUSTRIES 


Clifton * New Jersey 
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In continuous lengths: the bronze casting you want in the shape you want! The advantages 
of custom-shapes in long lengths instead of individual castings. The uniformity and machinability 
of bronze alloys with no hard or soft spots: no sand, dirt, or dross to dull tools or reduce cutting 
speeds. The superior physical characteristics of continuous east bronzes: impact, tensile, and yield 
strength, and hardness. improved as much as 100% over the same alloys cast by other methods. 
Asarco will custom cast practically all standard tin-bronze alloys in the shapes, lengths and diameters 
you need. Asarcon 773 (SAE 660). general purpose bearing bronze, is available from stock in 
260 standard sizes, solids and tubes. Check with your local Asarco distributor or write: Continuous- 
Cast Products Dept.. American Smelting and Refining Company, Barber, N. J.,Kingwell Bros., Ltd., 


157 Minna St.. San Francisco. In Canada: Federated Metals Canada. Ltd.. Toronto and Montreal. 


CONTINUOUS -CAST DEPARTMENT OF 
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WE ADVISED PURCHASING TO 
SPECIFY TECHNICAL CHARTS FOR ALL OUR 
RECORDING INSTRUMENTS ! 


Fast, economical service 
for precision charts! 


Technical eliminates the problem 
of purchasing circular and strip 
charts from many different sources 
... Offers you one source for over 
12,000 different sizes and “‘makes’”’ 
of charts. You get quicker service, 
lower costs, other advantages made 
possible by specialization. 


Over 3,000 firms use Technical Charts! 


Association News 
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problem of the industrial dis- 
tributor and the warehouse space 
must be assured before an order 
can be issued. Mr. Duquette 
pointed out that the distributor 
type business works on a low 
profit basis and after all taxes are 
paid they work the last four days 
of the work year for the profit 
that is made. 

Carl Dreher stated that inven- 
tory control is a constant problem 
in the buying of raw materials. 
It is very important that there be 
good communication between 
management, purchasing and 
operations in order to estimate 
the materials that must be avail- 
able in order to continue produc- 
tion. Mr. Dreher stated that a 
daily study of market conditions 
is made to determine prices at 
which cast and steel scrap can be 
bought most economically. With 
each new day there are new and 
different problems to cope with 
which help to keep the work 
interesting. 

George L. Wilson stated that 
the major factor in governmental 
purchasing was the use of com- 
petitive bids. One of the problems 
is the idea that the County should 
be a dumping ground for just 
about everything. 


National Power Show 
In December 


More than 200 manufacturers 
of power and allied equipment 
have contracted for space in th: 
23rd National Exposition of Pow- 
er and Mechanical Engineering. 

he Exposition will be held at the 
New York Coliseum, next De- 


Both large and small firms-from coast 
to coast use Technical’s specialized 
service. Many arrange for periodic 
shipments of annual requirements. 


c€CHNICa SALES CORPORATION 


16599 MEYERS ROAD DETROIT 35, MICHIGAN 
National Representatives for 


cember 1 to 5, and the heavy vol- 
ume of early commitments repre- 
sents a massive investment in the 
potential market. 

As heretofore, the display will 
be staged under the auspices of 
The American Society of Mechan- 
ical Engineers, whose 78th annual 
meeting occurs concurrently. 

A feature of this year’s display 
will be a number of exhibits of 
heavy equipment, built to cus- 
tomer specifications. 
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ISA Show, Philadelphia, Booth 1044 & 1046 
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e air break contacts in all ratings 
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e silver alloy contacts 
e bimetallic overload protection 
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Westinghouse REDUCED VOLTAGE STARTERS 


IMMEDIATE DELIVERY | 
FROM THESE 3 
WESTINGHOUSE 


DISTRIBUTORS 


No waiting ...no delays. A quick phone call 

to your nearby Westinghouse distributor gives you prompt 
delivery and service on the Westinghouse Reduced 
Voltage Starter you need. — 





THREE PHASE 60 CYCLE 220 VOLTS 








o 


REDUCED VOLTAGE 
STARTER SELECTOR 
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FROM THESE WESTINGHOUSE DISTRIBUTORS ...“OFF THE SHELF” 
SERVICE FOR ALL YOUR REDUCED VOLTAGE STARTER NEEDS 


ALABAMA 
BIRMINGHAM 
Moore-Handley 
AL 2-4121 


MOBILE 
Moore-Handley 
HE 3-7411 


MONTGOMERY 
Moore-Handley 
AM 3-5534 


ARIZONA 
PHOENIX 
Westinghouse Electric Supply Co. 
1110 North 21st Avenue 
AL 8-8211 


ARKANSAS 
LITTLE ROCK 
Westinghouse Electric Supply Co. 
119 Sherman Street 
FRanklin 2-5154 


CALIFORNIA 
HAYWARD 
Westinghouse Electric Supply Co. 
21612 Western Boulevard 
EL 1-6442 


LOS ANGELES 54 
Westinghouse Electric Supply Co 
905 East Second Street 
MAdison 39-4161 


NORTH HOLLYWOOD 
Westinghouse Electric Supply Co 
13213 Sherman Way 
POplar 5-8916 

OAKLAND 
Westinghouse Electric Supply Co. 

711 East 8th Street 
TE 4-9900 

SAN JOSE 
Westinghouse Electric Supply Co 
292 Stockton Avenue 
CYpress 7-5929 

TULARE 
Turnupseed Electric Service, Inc. 

340 East Inyo MUrdock 6-3401 


COLORADO 


STanley 7 


DENVER 
Mine & Smelter Supply Co 
3800 Race Street 
KEystone 4-3111 
Wazee Electric Co 
2020 West Barberry Place 
AComa 2-4533 


DISTRICT OF COLUMBIA 
WASHINGTON 18 
Westinghouse Electric Supply Co 
935 Brentwood Road, N. E. 
HUdson 3-8974 


FLORIDA 
JACKSONVILLE 6 
Westinghouse Electric Supply Co 
545 East Fourth Street 
Elgin 3-7431 


GEORGIA 
ALBANY 
Westinghouse Electric Supply Co 
610 North Washington Street 
HE 2-1285 
SAVANNAH 
Westinghouse Electric Supply Co 
580 indian Street ADams 3-9682 


IDAHO 
BOISE 
Westinghouse Electric Supply Co 
318 Seuth Capitol Boulevard 
P. O. Box 1518 


ILLINOIS 

CHICAGO 7 

Westinghouse Electric Supply Co. 

113 North May Street 

TAylor $-5000 
DANVILLE 

Westinghouse Eleetric Supply Co 

603 Nerth Gilbert Street 
ROCKFORD 

Westinghouse Electric Supply Co 

2121-15th Street 


INDIANA 
EVANSVILLE 


Westinghouse Electric Supply Co. 
1251 Diamond Avenue HA 3-1152 


INDIANAPOLIS 7 

Westinghouse Electric Supply Co 

1560 Stadium Drive ME 2-3301 
TERRE HAUTE 

Walker Electric Supply Co., Inc. 

124-130 South Third Street 

C-1385 


IOWA 
DAVENPORT 


Westinghouse Electric Supply Co. 

402 East Fourth Street 3-9966 
DES MOINES 

Westinghouse Electric Supply Co 

2515 Dean Avenue AM 2-3181 
FORT DODGE 

lowa Electric Supply Co 

1012 First Avenue, North 
WATERLOO 

Westinghouse Electric Supply Co. 

300 West Third Street 

ADams 4-4679 


KANSAS 
WICHITA 


Westinghouse Electric Supply Co 
2940 South Minneapolis HO 4-5394 


KENTUCKY 
LOUISVILLE 
Tafel Electric and Supply Co 
333 East Brandeis Street 
MElrose 6-1381 


LOUISIANA 


BATON ROUGE 
Westinghouse Electric Supply Co 
2511 Michelli Drive 
EL 7-0603-4-5 


MARYLAND 
BALTIMORE 


Tristate Electrical Supply Co., Inc 
HOpkins 7-5600 
CUMBERLAND 
Tristate Electrical Supply Co., Inc 
PArkview 2-0060 
FREDERICK 
Tristate Electrical s 
MOnument 2-2136 
HAGERSTOWN . 
Tristate Electrical Supply Co., Inc 
REgent 3-1212 


upply Co., Inc 


MASSACHUSETTS 


PITTSFIELB 
Electric Supply and Repair Co., Inc 
48 Pear! Street 2-1539 


MINNESOTA 
DULUTH 


Westinghouse Electric Supply Co., Inc. 

230 Lake Ave. S RA 7-7423 
MINNEAPOLIS 15 

Westinghouse Electric Supply Co. 

515 South Seventh Street 

FEderal 8-7001 

PAUL 1 

Westinghouse Electric Supply Co 

253 East Fourth Street CA 7-6581 


MISSOURI 
JOPLIN 
Continental Electric Co. 
415 Junge Boulevard 
KANSAS CITY 
Continental! Electric Co 
1321 West 13th Street 


MA 4-2417 


GR 1-1180 


MONTANA 

BUTTE 

Westinghouse Electric Supply Co. 

949 South Montana Street 
KALISPELL 

Industrial Supply Co 

175 East N. R. R. Street 

SK 6-5900 


2-2374 


NEBRASKA 
OMAHA 
Westinghouse Electric Supply Co. 
117 North 13th Street 


NEVADA 
LAS VEGAS 
Osborne Electric Supply Co., Inc. 
835 West Bonanza Road 
DUdley 2-7393 


NEW JERSEY 
NEWARK 5 
Westinghouse Electric Supply Co. 
528 Ferry Street 12-3450 
TRENTON 9 
Westinghouse Electric Supply Co. 
745 East State Street OWen 5-5421 


NEW MEXICO 
ALBUQUERQUE 
Westinghouse Electric Supply Co 
816 First Street, N.W CH 3-3708 


NEW YORK 

BUFFALO 2 

Buffalo Electric Co., Inc. 

75 West Mohawk Street 
JOHNSON CITY 

Westinghouse Electric Supply Co. 

419 Grand Avenue 
POTSDAM 

Van Ness Co., Inc 

29 Depot Street 
SYRACUSE 

Westinghouse Electric Supply Co 

961 West Genesee Street 


WA 4420 


74-3331 


NORTH CAROLINA 

RALEIGH 
Electric Motor & Repair Co 
P. 0. Box 1950 TEmple 3-2781 


NORTH DAKOTA 
FARGO 


Westinghouse Electric Supply Co 
405-14th Street, North 


OHIO 
CLEVELAND 14 

H. Leff Electric Co. 

2341 Payne Avenue TOwer 1-7400 
Westinghouse Electric Supply Co 

1809 East 22nd Street TOwer 1-5660 
Westinghouse Electric Supply Co 

700 East 165th Street IVanhoe 1-7840 


COLUMBUS 15 
Westinghouse Electric Supply Co. 
266 North Fourth Street 
CApital 1-5571 


YOUNGSTOWN 1 
The Phoenix Electric Co 
533 Lincoln Avenue Riverside 4-4519 


OKLAHOMA 


OKLAHOMA CIT 

Westinghouse tiectric Supply Co. 

850 N.W. Second CEntral 2-7101 
TULSA 

Westinghouse Electric Supply Co 

307 East Brady Di 3-7155 

OREGON 

EUGENE 

Tillman & Booth, Inc. 

215 West Fifth 
KLAMATH FALLS 

Tillman & Booth, Inc. 

Sixth & Broad 

East Side Electric Co. 

P. 0. Box 190 

TUxedo 4-3184 
MEDFORD 

Westinghouse Electric Supply Co 

P. 0. Box 1152 SP 3-4556 
PORTLAND 9 

Westinghouse Electric Supply Co. 

815 N. W. 12th Avenue CA 2-9851 


TU 4-4171 


PENNSYLVANIA 
CHAMBERSBURG 
Tristate Electrical Supply Co., Inc. 
CO 4-4631 
PHILADELPHIA 
Westinghouse Electric Supply Co. 
141 North Lith Street WA 2-8950 
PITTSBURGH 12 
Westinghouse Electric Supply Co 
209 West General Robinson Street 
FA 2-5500 


SOUTH CAROLINA 
COLUMBIA 
Electric Motor and Repair 
P. 0. Box 806 


Co. 
ALpine 2-2181 


TENNESSEE 

CHATTANOOGA 

Mills & Lupton Supply Co. 

749 East 12th Street 
KNOXVILLE 

Westinghouse Electric Supply Co. 

403 East Fifth Avenue 
MEMPHIS 

Shelby Electric Co., Inc. 

112 East E. H. Crump Boulevard 

Whitehall 8-1546 

Westinghouse Electric Supply Co. 

845 North Main Street JA 7-9431 
NASHVILLE 

Tafel Electric & Supply Co. 

401 Sixth Avenue, South 


AM 6-6171 


4-8644 


CH 2-7305 


TEXAS 
BEAUMONT 


Westinghouse Electric Supply Co. 
1655 Louisiana Street 
TErminal 3-6333 


CORPUS CHRISTI 
Westinghouse Electric Supply Co. 
110 North Staples Street 
TU 2-3351 

EL PASO 
Triangle Electric Supply Co. 
333 West San Antonio Street 
KEystone 3-1611 


HOUSTON 

Westinghouse Electric Supply Co 

1903 Ruiz CA 5-1341 
LUBBOCK 

Westinghouse Electric Supply Co 

605 Main Street POrter 5-6396 
SAN ANTONIO 6 

The Perry Shankle Co 

1801 South Flores Street 

CA 6-5191 

Westinghouse Electric Supply Cc, 

1211 East Houston Street 

CA 7-9271 

UTAH 

OGDEN 

Westinghouse Electric Supply Co. 

2660 Lincoin Street 

EXport 4-2691 


SALT LAKE CITY 
Westinghouse Electric Supply Co. 
210 Rio Grande Street 
DAvis 2-2441 


VIRGINIA 

HARRISONBURG 

Tristate Electrical Supply Co., inc 

4-7514 
RICHMOND 

Westinghouse Electric Supply Co 

511 East Byrd Street Mi 3-0111 
ROANOKE 

Westiaghouse Electric Supply Co. 

732 First Street, S.E 

Diamond 4-3271 


WASHINGTON 
SEATTLE 4 


Westinghouse Electric Supply Co 

1051 First Avenue, South MAin 3-7001 
SPOKANE 

Westinghouse Electric Supply Co 

N. 1023 Monroe Street FA 8-3371 
TACOMA 2 

Westinghouse Electric Supply Co. 

1325 South Tacoma Way GR 4-9476 


WISCONSIN 

GREEN BAY 

Westinghouse Electric Supply Co 

619 Main Street HEmiock 5-3751 
MADISON 

Westinghouse Electric Supply Co, 

110 North Thornton Avenue 

AL 5-4867 


MILWAUKEE 
Westinghouse Electric Supply Ce., Inc 
1600 W. Cornell LO 2-8904 


J-22134-3 

















CONTAINERS — 
TUBING 


Made of high grade 
materials — designed 
for your particular 
packaging require- 
ments as well as con- 
tainers that meet mil- 
itary specifications 


CLEVELITE* 


Laminated phenolic 
tubing — standard in 
the electrical and 
electronic industries 
with low-cost appli- 
cations in many other © 
fields. 


No Lap 


A complete line of 


sleeves, expanding 
drums, belts, cartridge 
rolls and mandrels. 
A wide range of grits 
and sizes. Samples 
furnished on request. 


Write for latest brochures that can save you money. 


*Reg. U. S. Pat. Off. 








(ocr FEVELANY CONTAINER 


CLEVELAND 
DETROIT 
CHICAGO 
MEMPHIS 


LOS ANGELES 


PLYMOUTH, 


JAMESBURG, WN. J. 
\\\ [OGDENSBURG, N.Y. 


THE SALES \\ 
OFFICES: \° 
NEW YORK CIty 
WASHINGTON, D. C. 
ROCHESTER, N.Y. 


6201 BARBERTON AVE. + CLEVELAND 2, OHIO “ES NAnTFono, 
ALL-FIBRE CANS + COMBINATION METAL AND PAPER CANS henamue 
+ SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES. DIVISION 


CLEVELAND CONTAINER CANADA, LTD. Pee A 
Plonts ond Sales Offices: TORONTO AND PRESCOTT, ONT. Seles Office: MONTREAL 


wis. 
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Brown Trailer Division, Clark 
Equipment Company has ap- 
pointed R. A. MacLachlan sales 
manager for its newly-created 
western area. He has been as- 


R. A. MacLachlan 


sociated with Brown for more 
than twelve years and will head- 
quarter at the area’s sales and 
service branch in Denver, Colo- 
rado. He will direct sales of 
Brown aluminum trailers, cargo 
van truck bodies and used trail- 
ers in Washington, Oregon, Cali- 
fornia, Idaho, Nevada, Utah, 
Arizona, Montana, Wyoming, 
Colorado, New Mexico and west- 
ern Texas. 


Metal Carbides Corporation, 
Youngstown, Ohio, producers of 
Talide Carbides, has appointed 
Karl P. Hockenbery as district 
sales manager for the Michigan 
area. Headquarters will be in the 
firm’s district office and ware- 
house at 20485 Van Dyke St., 
Detroit, Michigan. 


Walter R. Staby has been ap- 
pointed regional manager for the 
Valve Division, Homestead Valve 
Manufacturing Company, Corao- 
polis, Pa. Mr. Staby, who has 
been active in the major valve 
and fittings markets on the west 
coast for nearly twenty-five years, 
will have as his area the states of 
Washington, Oregon, Idaho, Mon- 
tana and the northern parts of 
California, Nevada and Wyoming. 
His headquarters will be at Whit- 
tier, Calif. 


PURCHASING 





——— 


Take a new look at where to get faster delivery 
and service on specialty steels 


Wherever you are, there’s a Carpenter Mill-Branch 
Service-Center in your area. Have you been in touch 
with us recently? If not, we believe it will be worth 
your while to place a call today. 


For example, look at your inventory of specialty steels 
from the standpoint of manpower and paper work re- 
quired to handle it . . . the valuable space it may be 
wasting ... the dollars that may be tied up unnecessarily. 


Carpenter’s ability to meet your day-to-day specialty 
steel needs quickly, and without hesitation can do much 
to help you reduce a host of inventory problems. We're 


[arpenter 


continually building our stocks of tool, stainless and 
alloy steels for fast delivery. 


Important, too, is the cooperation you'll get from the 
folks at Carpenter. Whether it involves the order desk 
people—your Carpenter Representative, the warehouse 
crew or the office staff—they’re all part of a team work- 
ing for you. 


For service that’s backed by more dependable action... 
and delivery that’s backed by a wider selection of spe- 
cialty steel grades and sizes—call the Carpenter Service- 
Center nearest you, now. The Carpenter Steel Co., 
182 W. Bern St., Reading, Pa. 


4 


Mill-Branch Warehouse Service 


Mill-Branch Warehouses, Offices and Distributors in Principal U. S. Cities 
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Electric Fusion Welded Pipe is made in sizes from 14” OD 
to 96° OD with wall thicknesses to 1.531”, and in a 
variety of materials (including stainless and alloy steels). 
This pipe offers many opportunities for substantial econo- 
mies, particularly in high pressure-temperature services 
and also in pipeline river crossings and other 
applications involving special design 

requirements. Pipe pictured 

is 16” OD x 1” wall 

thickness and is 

. stainless steel. 


Precision Press Forgings (as well 

as Hammer Forgings and Extru- 

sions) are made in quantity on a 

production basis as missile, rocket and 

engine components, heavy machinery 

parts, etc. This 64%” OD x 1” wall thick- 

ness press-forged stainless steel part is a Heat 
Sink for a long range missile. 


This 42” OD x 16” long Stainless Steel 
Jet Engine Turbine Case is representa- 
tive of products formed by Taylor Forge 
ring rolling methods. Seamless rings 
are made in sizes to 120” OD with 
practically any required section. 


Forged Hecders with contoured outlets, made 
with any re sired outlet arrangement, are widely 
used for v. ve settings, gas compressor station 
manifolds, scraper traps, refinery charge heater 
headers, and many other applications in gas, 
oil and process piping. They are also made in 
heavy wall thicknesses for high pressure- 
temperature central power 


| ‘* 





SERVING INDUSTRY 
with many 
essential products 


Oba-Kebantepet- nea 
DT = el=peter-neyc= 


Perhaps you think of Taylor Forge only as a maker of highest 
quality Welding Fittings and Forged Flanges—and certainly they 








are most important lines with us. But Taylor Forge is also an 
outstanding producer of many other less widely known though 
equally essential products. 


The few examples pictured here are representative of the many 
diverse parts made by Taylor Forge to serve American Industry. 
One thing they have in common is the dependability, the 
integrity, that has always been associated with the name 
TAYLOR FORGE. 


Taylor Forge & Pipe Works 


General Offices and Works: P. O. Box 485, Chicago 90, Illinois 
Plants at: Carnegie, Pa., Gary, Ind., Houston, Texas, Fontana, Calif., Hamilton, Ont., Canada 
District Sales Offices: New York, Boston, Philadelphia, Pittsburgh, Atlanta, Chicago, 
Houston, Tulsa, Los Angeles, San Francisco, Seattle, Toronto, Calgary, Montreal. 


A \ 


Taylor Forge was America's 
first and is still the foremost 
manufacturer of Welding 
Necks, Nozzles, Large Diam- 
eter Flanges and similar 
boiler, heat exchanger and 
other pressure vessel com- 
ponents. Such parts are made 
in any size and material for 
any service condition. 


Spiral-Weld Pipe, our original product, 
(first made as spiral riveted pipe nearly 
60 years ago), remains to this day a 
major item and its use continues to 
expand. its money saving features are 
widely recognized in services such as 
ges gathering lines; gas, oil and water 
well casing; irrigation pipe; water 
piping in sand, gravel and min- 

ing operations; and in fact, 

wherever the use of light 

weight pipe is indi- 

cated. it is also 

widely used as 

pipe piling. 





Webcor goes on record 
for COTTON* 
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Fairfax Toweling used by Webcor, 
Inc., is supplied by American Linen 
Supply Co., Chicago, Ill. 


e From four Chicago plants of Webcor, Inc., come the tape recorders, 
phonographs, record players and laminations of one of the best known 
brands in its field. To the public, Webcor means quality, advanced engineer- 
ing, and ultimate design in music reproduction equipment. To company 
personnel, Webcor means serious interest in employee comfort and satis- 


faction—as indicated, for example, by the cotton toweling provided in all 
plant and office washrooms. 

The “at-home” comfort enjoyed by Webcor’s 2700 employees goes along 
with other major advantages of cotton: reduced maintenance costs, less 
time required to keep washrooms clean, minimum fire hazard, stepped-up 
washroom traffic. 

Why not see what cotton can do for you, in your plant or building. For 
full information on cotton towel service, write Fairfax, Dept. S-8 111 West 
10th Street, New York 18, N. Y. 

Here’s How Linen Supply Works... 

You buy nothing! Your linen supply dealer furnishes 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 


creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 


Clean Cotton Towels... 
Sure Sign of Good Management 


* aa.’ 
- 
Fairlax-Towels &:‘ 
exe 
WELLINGTON SEARS COMPANY, 111 WEST 40TH ST., NEW YORK 18, N. Y. 
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The appointment of Neil C. 
Reed, as eastern district manager, 
was announced by Borg-Warner 
Industrial Cranes of Chicago, Ill. 
Mr. Reed was formerly district 
manager of the Elevator Division 
of Westinghouse Electric Corpo- 
ration. He will center his activi- 
ties at the company’s district 
office, Bloomfield, N.J. Mr. Reed 
will be responsible for the over- 
head crane and materials han- 
dling equipment sales activities 
on the Eastern seaboard. 


Joseph E. Lang has been ap- 
pointed district sales manager at 
the Hoboken, N. J. plant of Hinde 
& Dauch, Division of West 


Joseph E. Lang 


Virginia Pulp and Paper Com- 
pany. Mr. Lang brings with him 
to Hinde & Dauch many years’ 
experience in the corrugated in- 
dustry. For the past year, he has 
served as a consultant for the 
McLaughlin Research Corpora- 
tion of New York. 


Dynatron Corporation, West 
Hartford, Conn. has named 
Robert H. Chirgwin vice-presi- 
dent in charge of sales. Formerly, 
Mr. Chirgwin was vice-president 
and sales manager of The New 
Haven Clock and Watch Com- 
pany and general sales manager 
of The Lux Clock Company. He 
is experienced in the manufacture 
and national distribution of auto- 
motive accessories and equipment 
to both automobile manufacturers 
and the automotive wholesale 
trade. 
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New Tubing Mill Produces at 
Speed of 350 Feet Per Minute! 


pega 


~ « 6 


, 
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It’s Cities Service for 


Hydraulic System 


On January 1, 1957, P&H Tube Cor- 
poration put a new mill in production 
at Bossier City, Louisiana—the only 
one of its kind in the United States. 

Equipped with special drives and 
worm gears, this unique mill actually 
produces at the rate of 350 feet per 
minute —twice the speed of conven- 
tional tubing mills! 

With speeds like this, you might ex- 
pect lubrication troubles . . . but P&H 
Tube Corporation has none. One big 
reason is the careful study of each ma- 
chine made by Cities Service Lubrica- 
tion Engineer Neil Carmony—and the 
lubrication recommendations he made. 

In hydraulic units, for example, 
Carmony recommended Pacemaker 
200-T Hydraulic Oil . . . for he knew 
its ability to withstand the severest op- 


and all lubrication 


erating temperatures and speeds. He 
knew that due to its exceptionally high 
viscosity index and superior com- 
pounding, Pacemaker 200-T would 
give maximum resistance to thinning, 
oxidation, rust and corrosion. 

The wisdom of this decision, as well 
as the choice of other lubricants shown 
in the chart at right, was demonstrated 
recently when P&H Tube Corporation 
ran off 125,000 feet of tubing in an 
ordinary eight hour shift—with normal 
time-out for change-overs! 

That’s production with a capital P! 
And if you'd like to improve your 
production picture, a Cities Service 
Lubrication Engineer can help you, 
too. Call the nearest office or write: 
Cities Service Oil Company, Sixty 
Wali Tower, New York 5, N. Y. 


CITIES iy SERVICE 
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RODUCTS 


Electrode Wheel welds tubing. Be- 
cause of extreme heat and consider- 
able water, Lubrication Engineer 
Neil Carmony recommended Cities 
Service Trojan S-1 for bearings. 





What the Cities Service 
Lubrication Engineer Recommended 


Pacemaker 200-T 
Trojan H-2 Grease 


Hydraulic units 
Bearings 

Drive units Pacemaker Oils 
Bearings by the Trojan S-1 


mill's electrodes 
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DELTA 


American Pallern and Hi-Speed Ralary 


FILES 


See Your 
DELTA 
Industrial 
Distributor 


Aly v cut faster 


yy YY \\\, ) ~— 


v last longer 
a 


DELTA FILE WORKS, INC., PHILADELPHIA~37, PA: 


A|PLUMB Subsidiary 
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A $700,000 expansion program, 
including construction of a new 
warehouse and additions to pro- 
duction facilities, has been com- 
pleted at the plastic products 
plant of B. F. Goodrich Industrial 
Products Company, Marietta, 
Ohio. The new warehouse adds 
72,000 square feet of floor space 
to the plant. It meets the chal- 
lenge of an increasing demand for 
Koroseal products, further cen- 
tralizes the company’s shipping 
operations and makes available 
new manufacturing areas former- 
ly used for storage. 


Federal Electric Corporation, 
Paramus, N.J., announced that it 
has been awarded a $17,679,122 
contract by the United States Air 
Force to maintain and operate 
the White Alice communications 
system in Alaska for the current 
fiscal year. The White Alice sys- 
tem serves military, Civil Aero- 
nautics Administration and civ- 
ilian needs in Alaska. 


Columbia - Southern Chemical 
Corporation, Pittsburgh, Pa., has 
begun construction of a large 
cement plant at Barberton, Ohio. 
The new unit is designed to pro- 
duce 1.5 million barrels of cement 
annually. Site grading and pre- 
liminary construction work for 
nine cement storage silos is under- 
way. A multi-million dollar plant, 
the new manufacturing facility 
will include a rotary kiln which 
will be 450 feet long and 13 feet 
in diameter, one of the largest 
moving pieces of equipment in the 
United States. The plant is sched- 
uled for completion by December, 
1959. 


A new manufacturing and re- 
pair plant will be built by West- 
inghouse Electric Corporation in 
Baldwin, Fla., twenty miles west 
of Jacksonville. The building will 
house about 18,000 square feet of 
shop and office space. The new 
plant will serve railroads, indus- 
trial concerns, and electric utility 
customers in the ever-growing 
industrial areas of Florida and 
southern Georgia. 
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one-point 
torque 
adjustment 


Brake fast—hold fast 
even when power fails! 


Built-in safety features of Louis Allis Brakemotors give you positive 


control for braking operations 


You can always rely on Louis Allis Brakemotors—even 
when power fails! A spring-set, solenoid-released brake 
lever system provides the split-second response that 
prevenis accidental damage and injury — and holds the 
load safely until the emergency has been corrected. The 
brake can be released manually—and will automatically 
reset when power is applied. 


Louis Allis Brakemotors defy abuse and shock. They 
provide fast braking for precise positioning and positive 
holding — for controlled deceleration and stopping of 


MANUFACTURER OF ELECTRIC 


MOTORS AND ADJUSTABLE 


inertia loads. That’s why they’re first choice for applica- 
tions like the above motor-driven reel used for retriev- 
ing 3-conductor cable which furnishes power for a ship- 
unloading crane. 


Integral and gearmotor Brakemotors are short, compact 
— save space. They are available in sizes from 1 to 200 
hp — A.C. or D.C. — in open, drip-proof, totally en- 
closed, and explosion-proof enclosures. See them at your 
Louis Allis District Office. Or write The Louis Allis Co., 
439 East Stewart Street, Milwaukee 1, Wisconsin. 


LOUIS ALLIS 


SPEED DRIVES 
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HERE'S HOW A MILFORD RIVETER 
CUTS PRODUCTION COSTS, 
SPEEDS ASSEMBLY AUTOMATICALLY! 


The floor-mounted Riveter shown here is only 
one of a full line of automatic riveters by Milford. 
Bench or floor models . . . single or multiple 
spindle . . . manual or automatic operation, the 
Milford Riveter line is designed to solve your 
toughest assembly problems, can be adapted 
to your particular operation. 

For a complete line of tubular rivets . . . 
for fast, trouble-free assembly .. . 

look to Milford! 


\ 
MILFORD —T 
MILFORD RIVET 
& MACHINE CoO. 


MILFORD, CONNECTICUT @ HATBORO, PENNSYLVANIA 
ELYRIA, OHIO @ AURORA, ILLINOIS @ NORWALK, CALIF. 
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Alumina production has started 
at the Burnside, Louisiana plant 
of the Ormet Corporation, New 
York City. The company is the 
nation’s newest and fourth largest 
aluminum producer. Full-scale is 
scheduled for late summer at the 
$55,000,000 plant. Ormet’s second 
production facility, a $110,000,000 
aluminum reduction plant near 
Clarington, Ohio, is already in 
production. Owned jointly by Olin 
Mathieson Chemical Corporation 
and Revere Copper and Brass 
Inc., the corporation was formed 
in 1956 to construct, own and op- 
erate primary aluminum produc- 
tion facilities for the two com- 
panies. 


Westinghouse Electric Corpora- 
tion, Pittsburgh, Pennsylvania, 
has announced plans to build a 
product distribution center in San 
Lorenzo, just south of Oakland, 
California. The new building will 
be part of a nationwide network 
of distribution centers being 
established. The 107,000 square 
foot facility is scheduled for com- 
pleticn by the end of November, 
1958. 


A new air separation and lique- 
fication facility costing about 
$9,000,000 has been opened at 
South Acton, Massachusetts, by 
Air Reduction Sales Company, a 
division of Air Reduction, Inc., 
New York City. The first of its 
kind to be built in New England, 
it will produce daily 75 tons of the 
liquefied gases, including oxygen, 
nitrogen and argon. These prod- 
ucts are used in various industrial 
applications particularly in the 
electronics and shipbuilding in- 
dustries. The Acton plant is the 
fifth modern facility of its type to 
be constructed by the company in 
recent years. 


Four Cleveland area business- 
men have joined to form a new 
engineering firm for the design 
and production of special air 
heating systems for industry. The 
new company, Air Heaters, Inc., 
maintains offices in Youngstown 
and Elyria, Ohio. 
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Counting problems and counter applications 

vary as widely as words in the dictionary. But there’s 
one place where ai/ these problems can be met and 
solved, quickly and at low cost. 


That place is the stockroom of your Veeder-Root 
Distributor. There on his shelves, in the bright red, white 
and blue packages, are the basic Veeder-Root electrical 
and mechanical counters that can be adapted to 
oe machines and processes in every industry from 
Co unt on ae q automotive to zinc die-casting. 


A Sounds like a “big order.”’ Just try him 
WE & ie R = ROOT “9 with an order and see for yourself! 
. 4 ; Ae For your nearest distributor, write D. G. Dresser, 
to help you build business with ‘ Veeder-Root Inc., Hartford 2, Connecticut 
Mechanical, Electrical & Hand 


Counters for every eG Everyone can count on 
industrial application a VEEDER-ROOT 
"The Name that Counts’ 


MOA set. oS Hartford 2, Connecticut 
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Behind this catalog is a large, modern plant, 
offering the reserve capacity and flexibility needed 
to meet both your regular and emergency require- 
ments for washers of all types — standard and spe- 
cial, any size, any metal, any quantity. If you have 
not received this new 16-page catalog, write for your 
copy. Joliet Wrought Washer Company, 210 Connell 
Avenue, Joliet, Illinois. 


JOLIET 


WROUGHT 


 JASH cr co. World’s Foremost Producer of Washers 
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There is no substitute for Stainless steel 
in homes and home products 





For the lady in the kitchen or the “chef” at 

the outdoor grill, there is nothing like the 
gleaming efficiency of Stainless Steel. Everything 
made of Stainless Steel has lasting beauty and 

is so easy to keep clean. No other metal 
contributes so much to better living. 


Specify McLouth high quality sheet and strip 
Stainless Steel. McLouth Steel Corporation, 
Detroit 17, Michigan. 


Mc LouTH STAINLESS STEEL 





CUT COSTS 4 WAYS 


with AURORA Fnd-Suction 
Centrifugal PUMPS 


AURORA TYPE BCH . 


Over-all view of interior of Airco’s 


new South Acton plant. 
EXTREMELY HIGH EFFICIENCY 


Required head and capacity delivered with lower HP motors. Saves space, a a 
saves initial outlay, saves operating costs. Consolidated Chemical Indus- 


LOW NPSH CHARACTERISTICS tries, Division of Stauffer Chem- 
Saves head room where critical suction conditions exist ical Company, Houston, Texas, 
LONGER TROUBLE-FREE OPERATION has brought a new plant on stream 
Better construction. finer materials keep lines operating for less cost. to produce anhydrous hydrogen 
FASTER MAINTENANCE WHEN NEEDED chloride at Fort Worth, Texas. 
Exclusive features enable easy disassembly without disturbing pump- The new facilities will serve 
Te a ee petroleum refineries and chemical 
SEND FOR BULLETIN 119-C manufacturers in the South, Mid- 

west and East. Shipments are be- 
AURORA PUMP jpuwisiox ing made in cylinders and in ton- 


THE NEW YORK AIR BRAKE COMPAK iG) nage lots, by specially-designed 
AURORA > ILLINOIS tube trailer trucks. 


12 LOUCKS STREET AURORA-ILLINOIS : 
For More Information Write No. 261 on Inquiry Card—Page 32 Multiwall and grocery bag man- 


ufacturing operations have been 
— established on the West coast by 


“FOR West Virginia Pulp and Paper 
Company, New York City. The 


Bands For ale TE facilities are located in a new 
plant in Torrance, California. 


While the company has long sup- 


Eve Pur ose t Zi plied the commercial printing 
ry p DELIVER ¥ = market on the West coast, this 
marks the first time that manu- 


facturing operations have been 
established west of the Rockies. 











Burton Manufacturing Com- 
pany, Santa Monica, California, 
has been awarded a contract for 
portable mach calibrators to be 
used on the flight line for ground 
support of the Republic-105. 


A new $4.6 million chemical 


ONE PIECE — SEAMLESS ; plant recently opened at Tippe- 
Outstretch - Outlast all others canoe Laboratory, Lafayette, Indi- 


; ana, will increase by 50 percent 
We a por ws Bs 4 the capacity for manufacturing 
special needs. ymou : : : 
Seendand tunis annul Haan fine organic chemicals for Eli 


Specifications. NATIONALLY 


Lilly Company, Indianapolis, In- 
DISTRIBUTED — AT YOUR OF NEW YORK ‘ ' 
REGULAR EUPPLEEEe diana. The 20-acre chemical unit 


consists of a processing building, 
PLYMOUTH RUBBER CO., INC. WIRE _@ WRITE @ PHONE service building, warehouse, sol- 


. NEWARK 365 WO 6-0600 : 
Since 1896 vent recovery and storage facil- 


CANTON, MASSACHUSETTS ATLAS SCREW & SPECIALTY CO., INC. ities, solvent incinerator, and 
DEPT. es ’ 


ns «| 450 BROOME STREET, NEW YORK 13, N. Y | waste treatment and _ disposal 
For More Information Write No. 262 For More Information Write No. 263 facilities. 
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How Would You Like to Get 25% or Even 56% 
More Work out of Your Present Electric Trucks ? 


\ . 5 
VsvYox: 

a penn 
“ ntl pnctiow _— 
{ Dn keon oo G « 

V3 gue TC eae “-— 

Here’s the secret. Unique advanced tubular con 
struction. Every positive plate packs more power 
So you get greater battery efficiency—more power 
in the same size to fit your present trucks. 


Aucust 18, 1958 


With the new Exide-Ironclad Bat- 
teries now available, your present 
trucks can work 25% to 56% longer 
than with batteries you have bought 
in the past. Now electric industrial 
trucks can do more work per shift, 
work longer, cost less than ever to 


own and operate. Only Exide bat- 


teries offer the twin advantages of 


more power and longer life. Find 


out just how much you can gain. 
Call your nearby Exide office. Or 
Exide 
The Electric Storage Battery Com- 
pany, Philadelphia 2, Pa. 


Exide 


write Industrial Division, 
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TECHNITE 


high speed steel 
band saw blades 


® Faster speeds and feeds 
mean lower cost per cut 

® High Speed steel stays 
hard, sharp and accurate 


® Narrow kerf reduces waste 
gives more pieces from stock 


® Cuts stainless, high alloys, 
aircraft metals 


® Available in regular or 
Shark Tooth 


Cuts? 


See Your Capewell Distributor 


APEWELL MFG. CO. 
HARTFORD 2, CONN. 
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Amphenol Electronics Corpora- 
tion, Chicago, Illinois, has an- 
nounced the formation of a new 
western division to be located in 
Chatsworth, California. A 20,000 
square foot plant has been erected 
to house the division and oc- 
cupancy is expected soon. 


General Electric Company plans 
to construct a new $1,000,000 high 
voltage laboratory in Philadel- 
phia, Pa. Construction of the lab- 
oratory will begin immediately 
with completion scheduled for 
July, 1959. The new laboratory 
will have facilities for testing 
switchgear products rated 750,- 
000 volts and higher. It will con- 
tain testing equipment which will 
simulate overvoltage conditions 
produced by lightning and other 
dynamic overvoltages which occur 
on transmission and distribution 
lines of electric power companies. 

The new research and develop- 
ment facility will be an addition 
to the $10,000,000 Switchzear 
Laboratory at 76th and Linebergh 
Boulevard which was completed 
in 1952 for the short-circuit test- 
ing of circuit breakers, switches, 
contactors and other electrical 
power devices. Announcement of 
the new research facility is a part 
of “Operation Upturn”, General 
Electric’s broad program to ac- 
celerate business recovery by 
bringing all company resources 
into action. 


F. C. Kent Corporation, recently 
acquired subsidiary of Bart Man- 
ufacturing Corporation, has moved 
from Irvington, N.J. to a new 
larger plant in Newark, adjacent 
to the parent company’s main 
plant. 


The Andrew M. Martin in- 
terests have announced acquisi- 
tion of the Copolymer Corpora- 
tion, Los Angeles, California. 
Copolymer specializes in the com- 
pression molding of glass-rein- 
forced polyester shapes for all of 
industry, and has recently estab- 
lished a division for filament wind- 
ing of fiberglas parts featuring 
unusually high physical proper- 
ties. 





FOR LASTING 

GOOD LOOKS...USE 
ALCOA ALUMINUM 
FASTENERS 


Build lasting good looks—sparkling 
sales appeal—into your aluminum prod- 
ucts with Alcoa® Aluminum Fasteners. 
Get perfect color match, avoid dis- 
coloring and weakening corrosion. 
Avoid ugly stains with bright, carefree 
Alcoa Aluminum Fasteners. 

With Alcoa Aluminum Fasteners 
you are protected against galvanic and 
atmospheric corrosion. And they are 
readily available in all standard types 
and sizes at your local Alcoa distributor; 
or call your nearest Alcoa sales office. 
Look in the Yellow Pages of your tele- 
phone directory. 











ALSGA a | ALCOA THEATRE 
; ALUMINUM Exciting Adventure 

! FASTENERS Alternate 
A mmuanmimmsmeneg Monday Evenings 


Your Guide to the Best in Aluminum Value 





Aluminum Company of America 
2248-H Alcoa Bidg., Pittsburgh 19, Pa. 


Gentlemen: Please send complete specification data 
and samples of Alcoa Aluminum Fasteners. 


Nome. 1 
Title saaecnieatepeionond 


Compeny——____ 
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how 
do you 


your 


production? 


TONS 
per hour 


In order to maintain a uniform 
production rate of 80 tons per 
hour with varying sizes of pipe, 
this pipe mill must change its 
line speed from 30 ft. per minute 
to 80 ft. per minute to compen- 
sate for differing gauges of steel. 
A 500 hp. multi-motor V*S 
Drive does the job. 


RELIANCE 


, is a just-right production speed for 
every job. Run a little faster and you'll 


have trouble 


a little slower and your 


equipment is not being used efficiently. 
A Reliance Variable Speed Drive will give 
you the just-right speed for each job. 


Reliance V*S is an all-electric variable 


speed drive that operates from a-c. circuits. 
The operator varies the drive motor 
rpm. to set up the ideal speed for every 


job. With no rigid set of gear ratios with 
a limiting number of speeds, he has an 


infinite selection of rpm.’s from a wide 
flexible band of operating speeds. 


There is a V*S Drive designed for your 
equipment. Write for Bulletin D-2506. 


YARDS 
per minute 


In order to properly size differ- 
ing types of cotton cloth, the 
textile slasher must operate at 
line speeds varying from 28 yds. 
per minute to 225 yds. per 
minute. A 25 hp. V*S Drive 
does the job. 


REVOLUTIONS 
per minute 


In order to maintain the correct 
tension on the metal on this 
highly accurate rolling mill, the 
speed of the coil winder must 
decrease from 900 rpm. to 450 
rpm. as the diameter of the roll 
builds up. A 20 hp. V*S Drive 
does the job, automatically. 


156 


ELECTRIC AND, 





DEPT. 258A, CLEVELAND 17, OHIO e CANADIAN DIVISION: WELAND, ONTARIO 


Sales Offices and Distributors in Principal Cities 
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Heart of the best printed circuits— 


CDF Di-Clad” 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 


180°C. In addition, CDF offers a full range of Di-Clad laminates 


to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 


Di-Clad Folder DC-58. 


*duPont trademark for its tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON 


f 


( produces an unequalled range of electromechanical parts of 
Teflon* — such as small-and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes, and 
finished parts. Now also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates — your CDF sales 
engineer is the man to call. Meanwhile, write for the new CDF 
Tefion Folders. 


*duPont trademark for its tetrafluoroethylene resin 


CDF 
HIGH-HEAT 
ELECTRICAL 
TAPES 


insulating tapes for hand or automatic 
winding, made of glass-supported silicone rubber, 
silicone varnish, Micabond, with and _ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 


*duPont trademark for its tetrafluoroethylene resin 


Flexible 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 

Known for over sixty years 
as the standard of quality in 
fibre, Diamond® Vulcanized 


Fibre is made in many grades . 


(bone, fish-paper, trunk, 
commercial, built-up) and is 
§ available in sheets, rods, 
tubes, strips, rolls, fabricated 
parts, and formed specialties. 
Write for Catalog DVF-58. 


LOW-COST VULCOID is Resi impreguated Vulcanized Fibre. 

Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. 





CDF 
CELORON® 
MOLDED 
PRODUCTS 


Celoron is a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, etc. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 


PURCHASING 





for electrical and mechanical applications 


DILECTO®, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 


with the grade, so get the expert assistance of your CDF sales engineer. 


Phenolic 


Heat-resistant Phenolic 


Silicone 


Glass Fabric 
Nylon Fabric 


Asbestos Fabric 


Cotton Fabric 


CDF gives fast. technical and delivery service on sheets, tubes, 
fabricated parts of Dilecto plastics. Write for Catalog D-55-C 


RESINS AVAILABLE IN DILECTO: 
Epoxy ” 


; Polyester 
Melamine 


Teflon* 


BASES FOR DILECTO: 

Glass Mat 

Felted Asbestos 

Non-woven Cotton Mat 

Paper (either cellulose or asbestos) 
rods, or complete 


*duPont trademark for its tetrafluoroethylene resin 





For a better motor or generator — 


CDF 
MICABOND® 
INSULATING 
PARTS 


CDF mica V-rings and slot liners insulate America’s best-selling 
motors and generators. Finest-quality mica splittings insure 
highest heat-resistance and insulation under severe operating 
conditions. 

Forms of Micabond® available: Sheets; Tubing; Tapes (with 
backings of cotton, silk, paper, woven glass, and Mylar? poly- 
ester film); Fabricated Parts of various shapes such as Mica 
segments. CDF supplies and fabricates Micabond to your 
strictest specifications — on time and at low cost. Call your 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58. 


tduPont trademark 


a 


PLASTICS 
FABRICATION 
sees BY CDF 
SAVES YOU TIME, MONEY, WORRY 


Let CDF’s well-equipped machine shops assume the com- 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 
raw-material production and final fabrication. When you 
let CDF do it for: you, there’s no problem of shortages, 
rejects, waste. Undivided responsibility pays off for you! 








BALTIMORE 14, MD. NOrthfield 5-0964 
2451 Ellis Road 
BIRMINGHAM 6, ALA 


FT. WORTH 7, TEXAS 
3414 Camp Bowie 
GREENSBORO, N.C 


FAnnin 3339 


VErnon 3-5713 BRoadway 4-0226 


THERE’S A CDF SALES OFFICE NEAR YOU 


TULSA, OKLAHOMA 


LUther 7-6189 
204 S. Cheyenne St. 


ory ee 2 ae. FEderal 3-6666 
610 Plymo -3388 
NEW YORK DISTRI T SALES OFFICE 


110 95th Street, N 
BOSTON GRanite 2-2150 
1245 he" St., Quincy 69, Mass 
BUFFALO 3, N.Y WAshington 3929 

495 — Square Building 
CHICAGO 11, ILL DElaware 7-6266 

1201 Pelmolive Buildin 
CLEVELAND 14, OHIO 

550 Leader Buildin 
DAYTON 3, OHIO 

3 


g 

CHerry 1-5220 
& 

Clearwater 3-3114 
AComa 2-2236 


DETROIT 35, MICH. . BRoadway 3-0447 


201 Officenter Bidg 





2103 Mimosa Drive 
HARTFORD Hartford-JAckson 9-0397 
15 Harding St., Wethersfield 9, Conn. 
HOUSTON 27, TEXAS JAckson 3-9254 
3302 Mercer Street 
INDIANAPOLIS 5, IND. WaAlnut 5-9803 
709 East 38th St 
LOS ANGELES 
3141 Century Bivd 
Inglewood 4, Calif 
LOUISVILLE 4, KY 
1270 Everett Ave 
MILWAUKEE 19, WIS 
6108 W. Lincoln Ave 


ORchard 3-2266 
ORegon 8-5476 
Highland 6479 


Lincoln 1-7660 


EXPORT DEPARTMENT : BRIDGEPORT PENNSYLVANIA, U.S.A 


SCarsdale 5-1600 
2 Overhill Rd., Scarsdale, N. Y 
—_— 3, NEBRASKA —ATiantic 6548 
110 North 40th St. 
PHILADELPHIA 
—"* BRoadway 5-0800 


PHOENI A ARIZONA ALpine 8-7893 

0. Box 1587 
PITTSBURGH 21, PA. CHurchill 1-0969 
Mission 5-2253 


SPARTANBURG, S. C. 
834 Hayne Street SPartanburg 3-6397 


Pacific a Representatives 
MARWOOD LIMITED 
SAN FRANCISCO 3, CALIF. 
357 Ninth Street HEmlock 1-7893 
SEATTLE 4, roeeren ELliot 4747 
1714 First A 
PORTLAND ‘ ‘OkEGoN CApital 3-5123 
209 S. W. First Ave 
LOS ANGELES 13, CALIF 
MAdison 8-3241 
320 ee “ Street 
an Representative 
CONTINENTAL: DIAMOND FIBRE 
of CANADA, LTD 
46 Hollinger Rd Toronto 16, Ontario, Can 





CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE Af COMPANY « 
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BARECO 


WAXES 
SOLVE 
MANY 
PROBLEMS 


In addition to having most of 

the desirable characteristics of 

natural waxes, Bareco 

microcrystalline waxes are 

superior in many ways: 

¢ laboratory -controlled 
uniformity 

* constant purity 

e dependable domestic supply 

e substantial price advantage 


WAREHOUSE STOCKS 
CONVENIENTLY 
LOCATED FOR 
PROMPT DELIVERY 


Do you have a wax problem? Use 
the coupon below for wax samples 
and/or recommendations. 

If we don’t have the wax 

you need, we'll make it! 


BARECO WAX 
Company 


SALES OFFICE .. . Box 2009, Tulsa, Okla. 
DISTRICT SALES OFFICES: 

150 East 42nd Street, New York 

332 Se. Michigan Ave., Chicago 

119 Coulter Ave., Ardmore, Pa. 


wPeeeeseseeeeeeeeeeeee® 
BARECO WAX CO. 
Box 2009, Tulsa, Okla. 


Gentlemen: Send us BARECO WAX 
SAMPLE to meet following characteristics 





AP-.58-3 


No cost or obligation for samples or recom- 
endations. 














ZONE STATE 
eeeeeeeeeeaeseeeeeeeeee 
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Book Review 





Pricing in Big Business 


by A. D. H. Kaplan, Joel B. Dirlam, 
and Robert F. Lanzillotti 


The Brookings Institution $5.00 


Now, at last, an analytical study 
of how big business determines 
its prices. It is based on inter- 
views with top officials of 20 large 
corporations. The study should be 
particularly interesting to the pur- 
chasing executive since he often 
plays a major role in the pricing 
process. The authors present man- 
agement’s views on pricing and 
then analyze the relatve impor- 
tence of such pricing factors as 
product mix, quality and style 
competition, etc. The book pro- 
vides an excellent picture of in- 
dustry’s pricing process and is in- 
teresting reading even when it’s 
not directly applicable to the pro- 
curement job. 








Correction on 
Handboook Price 


In the July 7 issue of Purchas- 
ing the price of a book titled “The 
Swiss Automatic” was incorrectly 
listed. The correct price is $12. In- 
dividual copies of this book are still 
obtainable from Bechler Service 
Corp., 28 Harbor Street, Stamford, 
Conn. 















































NEW XTRA-SAFE 


MODERN-MAGIC 
CHUCKS & COLLETS 


Solid, one-piece body and 
shank construction. 


EXTRA WIDE, NO-PINCH 
LOCKING RING 


New flanged top on the locking ring pro- 
tects hands from contact with upper retainer 
spring and spindle. Extra width assures 
that the lower retainer spring will always 
be covered, regardless of position. No 
pinched hands! 


PROTECTED, WIDE 
FLANGED COLLETS 


Guard against injury when handling collets 
with greasy hands. You can't drop them, 
and hands won't ride up into the chuck. 


make live-spindle tool changes 
“on-the-run” —safely! 


THREAD TOOL DIVISION 


JONES & LAMSON 


JONES & LAMSON MACHINE COMPANY 
540 Clinton St., Springfield, Vt, U.S.A. 
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POWELL 


world’s largest family of valves 





Fig. 1832—Small Stainless 
Steet Gate Valve for 260 pounds 
W-P. Screwed-in tonnet, inside 
Screw riginig stem, accurately 
201—Sem ; guided solid wedge disc. Alsp 
A dn mi a ro | madelin Nickel and Monel Metal. 
Single gland type. Sizes 1” to 
4”. Can be supplied with screwed 
ends, Other types and higher | 
pressure valves are available. Fig, 1531—:Steel Globe Valve for 150, | 
pounds W.$.P. Quiside screw-sibing stam 
and yoke. Powell Steet Valves are availabe: 
for pressures throggh 2500 pounds 


} 
Fig. 512—Smatt Bronze Gate Vatve tor Fig-B06tA=Newly cesoned Steet +1} Fig-3444targe tron Body Bronze Mounted? 
150 pounds W.S/P- Inside screw non: Swing Check Vatye for 300 pounds} 77-7 1Gate Valve for 125 pounds W-$-F. Qutside 
rising stem. Solid wedge disc, Can W.SP. Has $traight flow theough atea | | (screw fising/stem andjyoke| doubla wedge 
also be supplied with flanged ends wheb dis¢ is in wade open fostién] Ty] | idigc, Also available with solid iwedge Hise 


+. 














NO MATTER WHAT your flow control requirements, Powell offers more kinds or types of valves, 

available in the largest variety of metals and alloys. Powell distributors, located in all principal 

cities, maintain inventories to fill almost any need. For special engineering problems, write direct to: 
THE WM. POWELL COMPANY + Dependable Valves Since 1846 + Cincinnati 22, Ohio 
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you be the judge- 
HERE ARE THE FACTS!! 


Wiping Rags Can Be Used Over and Over Again on 
a Re-wash Basis at the Lowest Cost per Use. 


Cost of Using Reclaimed Specification Rags on 
Rewash 





1 lb. of specification cloths can be bought for .... 22¢ 
These cloths can be rewashed 5 times at a cost of 
9¢ per lb. (based on weight after washing) for 
each rewash 
Cost for 6 usages 
Cost per Ib. usage (67+6) — 11 1/6¢. 
Cost of Using Reclaimed Mill Ends on Rewash Basis 
1 lb. of specification mill ends can be bought for .. 40¢ 
Mill ends can be rewashed 10 times at a cost of 
9¢ for each rewash (based on weight after 
washing) 
Cost of 11 usages 
Cost per Ib. use ($1.30+11) = 11.9¢. 


The Sanitary Institute of America consists of over one hundred members, pledged to maintain a high standard of 


ethics. For a list of members or Institute Specifications write The Sanitary Institute of America, 173 W. Madison Street, 
Chicago 2, Illinois. 


THE SANITARY INSTITUTE of AMERICA 
173 WEST MADISON STREET CHICAGO 2, ILLINOIS 











For More Information Write No. 272 on Inquiry Card—Page 32 








GET MORE OUT OF 
PURCHASING 


Put your own name on the mailing 
label that delivers PURCHASING 
Magazine . . . and see how much 





RE ot is ‘ more you'll get out of the contents. 


The ADAMS line- ‘ : 
are made exactly Se ll See how much you'll gain by having 


as you want them. | Helical Coors ion time to really digest the material 


The next time you need gears (Straight or Coniflex) . . 
be sure to end vail inquiries to Worms and Worm Gears written just for you. 


The Adams Company, 1942 Byer — by A 
$:., Oubsane, tek ote personal copy would always be 


pote handy for easy reference—ready 


Malhiad toy o with help when you need it. 


Involute) 


Lead & Feed Screws . ° 
Shaved Tooth Gears Order a personal subscription now— 


giSPur or Heli) §= «(| -| | $4. a year. Write to PURCHASING 
Magazine, ; 
The ADAMS Company agazine, 205 E. 42nd Street, New 


Sey Dubuque, lowa  —< York 17, N. ¥, 
. 1883 75 years of progress 1958 


For More Information Write No. 273 on Inquiry Card—Page 32 For More Information Write No. 274 on Inquiry Card—Page 32> 
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a ~ 


Every fastener we make is statistically quality controlled ...even though 
beet Tet Bp bela del_decsbebetebel_maObelQ aa del-mbcelel_jmpestelet-suctbest_idelelot-mr-selema lc heap ebest_beus 
are used. When you ask for Lamson fasteners - whether RZ 
standards or specials-—you know you're getting the very best. 
Men who make decisions involving company money have cay 
come to expect and depend on this kind of product from us. 


- 2 
The Lamson & Sessions Co. 
5000 Tiedeman Road, Cleveland 9, Ohio +» Plants at Cleveland and Kent, Ohio * Chicago +» Birmingham 








\ 





BIRD 
BBERLIKE 


CUTS 
FLOORING 
cosTs 

IN 
HALF 


Wherever foot traffic or indoor truck- 
ing is extra heavy—Bird Rubberlike 
gives rugged service at substantial 
savings: 


Low Cost: 
Gives years of wear under the 
toughest conditions—yet costs 
only half as much as rubber. 


Convenient: 
Simple to install, stays in 
place without cementing, 
easy to clean. 


Safe: 
Ribbed surface guards 
ert lew” w against slipping, even when 
Pete ae i hee dg wet. 
: as iy 
Attractive: 
Choose from standard 
black or new color-chip 
designs. 


Send coupon for inform- 
ative booklet. 


Bird & Son, inc., Dep’t CDP 
East Walpole, Massachusetts 
Please send me free booklet on Bird Rubberlike 


Name & Title 
Company 
Street.. 


City & State. 
© Prospective Distributor 
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Now... MUCH MORE 


Quality engineered features include: 
¢ Patented leak-proof hydraulics 
4-1/3” lift in three strokes 
Side thrust free ram 
No-drop handle 
Self-leveling steering wheels 
Pallet entry rollers 
Sectional steel forks 


Taper roller bearings 


for only *358 


Capacities: 2200, y and 4400 Ibs. 


Choice of steel, aluminum, rubber, 
nylon, or plastic wheels. 





FULLY 


PALLET TRUCK 


Write for 
complete information 


STOKVIS cEDERA & CO., inc. 


Dept. No. P8P Secatoag Ave., Port Washington, N. Y. 
For More Information Write No. 276 on Inquiry Card—Page 32 








WLS... 


This illustration (approx. '/, 
actual size) of an actual port 
produced by SPEEDTOOLING 
for one of our customers repre- 
sented a savings of 83% over 
previous production methods. 


Yes, WLS SPEEDTOOLING for small quantity stamping 
needs is a saver every time! A radical production advance 
ment, it eliminates most of the cost required for permanent 
dies. Finished parts are produced to tolerances as close as 
those held by conventional methods costing ten times as 
much. When jobs ore completed WLS SPEEDTOOLING is 
stored for future use. 

Use WLS for production quantities up to 100,600 when low 
cost, fast delivery and possible design changes for virtually 

nothing, are important factors |! 
* Tapping 


© Counter: FREE 


sinking FOR THOSE MANUFACTURERS WHO 
* Plating ARE FACED WITH MANUFACTURING 
Pn re PROBLEMS WE OFFER A FREE BULLE. 
° peared TIN ILLUSTRATING MANY STAMPINGS 
° Welding WE HAVE PRODUCED FOR MANUFAC. 
TURERS AS WELL AS A SAMPLE AND 

COST SUMMARY OF AN ACTUAL PART. 
WE ALSO OFFER FREE QUOTATIONS 
FROM YOUR BLUEPRINTS AT ANY TIME. 


COMPLETE 
FACILITIES 


*® Blanking 
© Forming 
* Piercing 
° Drawing 
* Extruding 
© Stenciling 




















STAMPING COMPANY 
3295 E. 80th Street * Cleveland 4, Ohio 
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..« for finer regulation of water, oil or gas 


First needle valve to combine all the characteristics called 
for in modern industry. Embodies sturdiest basic construc- 
tion—machined from solid bar stock—suitable for pressures 
to 10,000 psi and equally efficient in lower range. Note 
a stem guide fused to body by new 
— — “Conoweld”’ process, eliminating 
faults of conventional two-piece 
valves. Stem 416 stainless steel. Stem 
threads fine pitch for strength and 
micrometer regulation. Body electro- 
zinc plated. Sizes 4%" to 1", globe and 

angle patterns. 


Ask for new Needle Valve Catalog 


MARSH INSTRUMENT CO. Soles Affiliate of Jas. P. Marsh Corp. Dot. G, Skokie, Il. 
Marsh instrument & Valve Co. (Canada) Ltd., 8407 103rd Street, Edmonton, Alberta, Canada 
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MACHINE 
sawing problems 





If your metal sawing requirements are many and varied 
...if you have to cut the smallest, most delicate work or 
heavy solids up to 18"x18" ...if you cut-off bar stock, 
pipe, tubing, moulding or structural shapes—then this i 
MARVEL No. 8 Band Saw is the machine for you. — 
Not only is the MARVEL No. 8 Band Saw a truly 1. 
universal machine capable of handling virtually any metal 
sawing job, but it does its work with unmatched effi- 
ciency, economy, and ease of operation. Many exclusive . - 
No. 8 Band Saw design and operating features such as a 
vertical column design, control tower visibility, column Mitering pipe 
and blade tilting to any angle up to 45° right or left of ; 
vertical for cutting at an angle or miter, are described in par 
Bulletin 875. Write for it today. If you'd like a demon- if ae 
stration, mention the fact in your inquiry, and we'll 
arrange it at your convenience. 


Coping and 
mitering 


Fo) 
ARMSTRONG-BLUM MFG. CO. ttn ne 


5700 West Bloomingdale Avenue, Chicago, U.S.A. 
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a 


Ld 


PLASTIC PLUGS AND CAPS 
FULL PROTECTION 
EASY TO INSTALL 
EASY TO REMOVE 
NON-SHREDDING 


S.S.Wutt_E Plastic Plugs and Caps give full, sure protection 
against damage in handling . . . storing . . . or shipping. 
Installation requires only seconds. Your customers will 
give you a vote of thanks for using these easy, instantly 
hand-removable non-shredding protectors. 

QUALITY LINE Caps and Plugs (Acetate)—strong, tough, 
non-brittle, shock-resistant. Impervious to petroleum-base 
oils and greases. 

THE Economy Line (Elastoplastic Vinylite) also gives 
these important protective advantages, but at lower cost. 
Immediate delivery from stock. Write for samples and 
literature. Ask for Bulletin P5708. Dept. PP 


@ 
PLASTICS DIVISION 
10 East 40th Street, New York 16, New York 
Western Office: 1839 West Pico Blvd., Los Angeles 6, Calif. 
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Employment Service 





Experience: Twenty-five years experi- 
ence as purchasing agent, buyer, ex- 
pediter. Thoroughly conversant with 
all phases of procurement and associa- 
tion with engineering and production. 
Have wide knowledge of raw materials, 
fabricated parts, stampings, tools, etc. 
Recent employment in aircraft indus- 
try. Previous employment as P.A. for 
large electrical equipment manufac- 
turer. 

Education: Drake Business College— 
Business Management LCS. Schools— 
Purchasing — Economics — Merchan- 
dising. 

Will relocate. 

Write Box 162. 





Experience: Fourteen years of indus- 
trial procurement and material control 
supervising purchasing and material 
control departments up to 36 people. 
These departments were responsible 
for the acquisition and flow of mate- 
rials and services required in and for 
the manufacture of finished goods. 
Twelve of these years in Electronics. 
Education: Business college graduate. 
Will relocate. 

Write: Box 165. 





Experience: Four years as assistant 
purchasing agent for medium sized 
manufacturer, with nationwide mul- 
tiple-plant operation. Centralized pur- 
chasing. Experienced in inventory con- 
trol, purchase of raw materials, pack- 
aging, maintenance, office equipment 
and forms. 

Education: B.S. Business Administra- 
tion—Marketing major. 

Will relocate. 

Write: Box 166. 





Experience: Over 12 years heavy in- 
dustrial purchasing supervision, buying 
and coordinating. Supervision of group 
spending $25,000,000 yearly with excel- 
lent cost reduction and quality record. 
Introduced new ideas .to cut down in- 
ventories without risking company 
funds or production schedules. Diversi- 
fied experience includes capital equip- 
ment, construction, architectural and 
engineering services, consulting serv- 
ices, large test facilities and compo- 
nents, materials handling, packaging, 
and chemicals. 

Education: Special courses in Business 
Administration and Management, Pur- 
chasing, Mechanical Engineering and 
Electronics. 

Will relocate. 

Write: Box 167. 





’ Experiece: Two years as government 
purchasing agent on an irrigation proj- 
ect. 

Education: B.A. Pol. Science 

Will relocate. 

Write: Box 168. 


Experience: More than fifteen years 
experience as general purchasing agent 
of four manufacturers producing 25,- 
000 different automotive products and 
textiles. Qualified to solve raw material 
purchasing problems of such products 
as steel, brass, copper, aluminum, 
rayon, nylon, sarans, cotton, asbestos, 
and special chemicals used in com- 
plicated manufacturing processes. 
Education: College graduate. 

Will relocate. 

Write: Box 169. 





Experience: Hired in 1938 as office boy 

for major oil company’s purchasing 

department. Promoted to clerk, buyer, 

division purchasing agent, purchasing 

agent. Responsibilities include develop- 

ment of all major phases of purchasing 

techniques. 

Education: College Business Adminis- 
tration. 

Will relocate. 

Write: Box 170. 





Experience: Purchased all types of 
small tools including cutting tools, air 
tools, gauges, and all maintenance ma- 
terial. At present, buying electronic 


components—transformers, capacitors, 
reactors, etc. 

Education: B.S., Industrial Manage- 
ment. 


Will relocate. 
Write: Box 171. 


Experience: Fifteen years purchasing 
heavy industrial serving paper, chem- 
ical and lumber industries, and rail- 
roads. Have four years as manager 
large industrial distributor. 

Education: ICS Accounting. 

Will relocate. 

Write: Box 172. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, specif 
service. When writing, specify 
whether you want the ap- 
plicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Experience: Eighteen years of indus- 
trial experience with a large company. 
Eight years of this was spent in the 
accounting dept. The past seven years 
Has been in the purchasing field (four 
years as a supervisor). Experience 
mainly in equipment and construction 
materials, Also have experience in 
purchasing analysis. Also evaluated 
methods and systems. 

Education: College—Business Adminis- 
tration, Post Graduate in Accounting. 
Will relocate. 

Write: Box 173. 





Experience: Two years purchasing ad- 
ministration, including procedures, 
training, budgets, statistics and meas- 
uring performance; 24% years buying 
packaging materials and mro supplies; 
expediting; one year industrial sales. 
Education: B.S. Business Administra- 
tion special courses in purchasing, busi- 
ness law, office management and pack- 
aging. 

New York City, New Jersey area. 
Write: Box 174. 


Experience: Purchasing agent for a 
machine tool mfr. for 8 years. Assumed 
full purchasing function and responsi- 
bilities for all phases of purchasing. 
Simultaneously, duties included ll 
manufacturing and assembly planning, 
layout, and control: (from raw material 
stage through final cost recording and 
analysis). Performed and/or supervised 
perpetual inventory control system and 
annual physical inventory. 

Education: College Graduate: Account- 
ing Major. 

Will relocate. 

Write: Box 175. 





Experience: Procurement of electronic 
components, military hardware and fit- 
tings, screw machine parts, tools and 
all materials necessary for manufac- ° 
ture of precision instruments. Procure- 
ment also of raw materials, aluminum 
brass, etc:; plastics in sheet, plate and 
rod form in various sizes to meet speci- 
fications. 

Education: Degree: Associate in Ap- 
plied Science. 

Write: Box 176. 





Experience: Over 11 years experience 
in diversified buying of raw materials 
for industrial manufacturing. Closely 
worked with production dept. and all 
plant manufacturing shops. Have pur- 
chased for multi-plant manufacturing 
operations. Schooled in the problem of 
both buyer and seller markets. Have 
labored under extreme delivery re- 
quirements. 
Education: College courses in purchas- 
ing. Courses in drafting and design. 
Write: Box 177. 
For More Information Write No. 281 
on Inquiry Card—Page 32> 
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FLEXIBLE CONNECTORS, in a variety of sizes, constructions, materials, are designed to meet many working condi- 


tions. Our sales representatives in 


coope ration with our engineering design service will be glad to be of assistance 


BIG space-age problems get 
BIG flexible metal tube answers 


Large-diameter flexible metal connectors in stainless steel and other alloys—to handle expansion 
and contraction, wide range of temperatures, corrosive fluids, high pressures, and vibration. 


Jet engines, modern chemical plants, rockets, atomic energy 
plants have created a new technology that calls for new 
products. The American Metal Hose Division of The 
American Brass Company is constantly working with de- 
sign engineers on special flexible connector assemblies to 
meet new problems. 

Equipped to work in stainless steel, Monel, and alumi- 
num as well as in other alloy steels and « opper alloys, these 
Anaconda specialists welcome the opportunity to help you 


ginenever CONNECTOR. Must move 


AMERICAN 


FLEXIBLE METAL HOSE AND TUBING 


| ANACONDA 


product 


get the flexible metal hose you need to meet your problems 
of expansion and contraction, movement, vibration, cor- 
rosion, pressures, and temperatures. 

FREE TECHNICAL SERVICE. For engineering assistance on spe- 
cial products—or for a free copy of our General Catalog 
showing the full line of standard American Flexible Hose 
and Tubing products—write: The American Metal Hose 
Division, The American Brass Company, Waterbury 20, 
Connecticut. 








THE AMERICAN BRASS COMPANY 

American Metal Hose Division, Waterbury 20, Conn. ey 
Please send me your free, 60-page General Catalog contain- 
ing basic information on all types of metal hose and tubing, 
fittings, etc. 


NAME & TITLE 
ADDRESS 
COMPANY 


CITY, ZONE, STATE 


(PLease Print on TYPE) 
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21 different basic insulations 


84 different insulation constructions 


100,000+ different types and sizes 


(in round, square and rectangular fabric and film coated magnet wires) 


up! EXTRA care in drawing and annealing —EXTRA care in insulating 
niques! EXTRA rigorous “in-process” testing of wire from every machine 
00% final inspection! EXTRA quick identification of size and type 
ed labels ...and EXTRA attention to packaging 


nd Magna-Pak®) at each of the four plants. 


,. 


MAGNET WIRE DIVISION, Essex Wire Corp., Fort Wayne 6G, Indiana 


Manufacturing Plants: Birmingham, Alabama; Ancheim, California; Fort Wayne, Indiana; Hillsdale, Michigan 


Distributed Nationally to the Repair and Maintenance Industry through 
INSULATION AND WIRES, INCORPORATED 





materials-handling f7 Se 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


BOEING SKIN DOLLY 


Bassick Floating Hub cast- 

ers (dual wheel) on the lat- 

tice-work dolly, above, carry 

and cradle wing skin panels 

at Boeing Airplane Com- 

pany’s Seattle plant. Float- 

ing Hub construction absorbs shock and snubs 
out vibration which could otherwise harm 
loads, dollies, casters and floors. 


TIRE CORDS 


Castered frames are ready 

to be moved into position 

for tire fabric production at 

Goodyear Tire and Rubber Company’s South- 
ern Mills. Caster failure here could cause a 
costly production halt. 


CASTERS ON LIFT-A-LOFT 


Lift-A-Loft Company’s overhead maintenance 
equipment lifts a man up, wherever he needs 
to go. Completely self-powered, 
Lift-A-Loft rolls into position on 
Bassick Casters. They are a sure 
sign of quality on modern indus- 
trial equipment of all kinds. 


 S Jsweer's 


For More 





Two level ball race aids 
efficient swiveling 


In these Bassick Series 77 Casters, 
above, a single raceway of balls oper- 
ates on two levels to take both direct 
and component thrust loads. The hard- 
ened and polished steel balls, operating 
on a large two-level raceway, change 
level through tunnel passageways where 
they are not under load. Result of this 
Bassick exclusive is greater swiveling 
efficiency, more strength, easier action. 
Casters on machine tools permit 
flexible assembly line set up. These 
Series 77 casters help speed production 


now at the Torrington Manufacturing 
Company, Torrington, Connecticut. 
Mounted on fifty machine tools, Bas- 
sick casters enable Torrington to re- 
arrange assembly lines as different 
products go into production. These 
casters, incidentally, are equipped with 
new Bassick “Atlasite” wheels that 
carry loads almost like iron, yet are a 
lot easier on floors. Bassick position 
locks hold the machines steady in oper- 
ation. Is there a materials-handling 


angle here for your plant? ah 








NEW HANDLING IDEAS FROM YOUR DISTRIBUTOR Latest caster im- 
provements and new application ideas often come your way when 
you talk to your local distributor who carries Bassick casters. He 
gets around to a lot of plants, sees 
a lot of time-and-money-saving 
materials-handling methods. Call 
him on your handling problems. 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 


SERA (¢, 4 


SYMBOL OF EXCELLENCE 


ARIE WORT RONOS OF CASTONS «© GAMING CASTERS 00 MORE 
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SQUARE D’s New Aluminum Plug-In Duct 
with Exclusive | -BEAM Design! 





Square D Company, Dept. SA-26 
6060 Rivard Street, Detroit 11, Michigan 


Send me Bulletin SD-110 which gives the complete story 
of Square D’s new aluminum plug-in duct. 


Name 





Company 





71. 
eTRONGER 


Address 





City 





SQUARE J) COMPANY 


For More Information Write No. 152 on Inquiry Card—Page 32 








To help insure uninterrupted Designed, Engineered and Constructed by 


Delta Engineering Corporation, Houston, Texas 


production at low operating costs... 


equipped with JENKINS VALVES 


An outstanding example of cooperative effort by the oil 
industry, the Prentice Field Gasoline Plant in Terry County, 
Texas — operated by the Honolulu Oil Corporation of 
San Francisco for the owners — is a model of efficient 
operation. 


Designed to conserve natural resources and to produce oil 
properties from a by-product of crude oil production, the 
Prentice Field Plant produces 74,550 gallons per day of 
liquid product and a dry natural gas. These are sold by 


~~ line for use as fuel. Jenkins Valves on utility water pumps at the Prentice 
To insure efficient operation with a minimum of employee Field Gasoline Plant. Engineers specified “Jenkins” for 


° - . all standard valves in plant, which processes 12,360,000 
attendance, the plant is completely equipped with modern cu. ft. per day of oil well casinghead gas. 
controls. For pipe lines, Jenkins Valves were specified, 
assuring long service life. 


No other valves have such a long record of efficient, low- 
cost service. To building experts and plant operating men, 
the Jenkins Diamond on a valve has been a mark of extra 
value for nearly a century. Yet the valves that bear this 
famous symbol cost no more. Jenkins Bros., 100 Park 
Avenue, New York 17. 


In the buildings in America’s future. . 


Sold Through Leading Distributors Everywhere 


f 


For More Information Write No. 153 on Inquiry Card—Page 32 





